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The New EVEREADY 


PORTABLE 
FLASHER 


Dry Battery Operated 


Automatic—Economical— High Visibility— 
Rugged Construction—to warn of High- 
way Hazards—also for Marine Use 





NATIONAL CARBON CoMPANyY, Inc., an- to maintain, on the basis of renewing the 
nounces the new Eveready Portable Flasher, | Eveready Columbia Dry Batteries once every 
which has been designed primarily for use | twomonths. This long and economical service 
is due to the light and inter- 
mittent load on the bat- 
teries, a load under which 
their capacity is best util- 
ized. Eveready Columbia 
Dry Batteries are uni- 
versally obtainable for re- 
newals, and in this new de- 
vice will again prove their 
economy and reliability. 

The new Eveready Port- 
able Flasher is sold through 
National Carbon Com- 
pany’s distributors. 


Nationa Carson Co., Inc. 
New York, N. Y. 


wherever lanterns are now 
needed, but which also has 
many other fields in connec- 
tion with land and water 
traffic. 

The new Eveready Port- 
able Flasher operates en- 
tirely on Eveready Colum- 
bia Dry Batteries, and pro- 
vides an intermittent or 
flashing signal of much 
greater visibility than an 
oil lantern. 

While the first cost of 
the flasher is higher than 
that of an oil lantern, in 


the end it is much more Branches 
ATLANTA CHICAGO KANSAS CITY 
economical. A check up of LONG ISLAND CITY — SAN FRANCISCO 


the cost of operation for (igs 
Unit of Union Carbide and Carbon 
Corporation 


oil lanterns, including labor 





Specrrications—Acight 16 inches. Diametir of base 
7 inches, Wesght, including battertes, 16% pounds 
th it one oil lantern costs, Requires four standard Eveready Columbia 6-inch dry 


for maintenance, reveals 


5 to deliver 6 volts. Extra 6-volt 
housing. Battery compartment con- 


s connected m § 





€ , 
on the average, $50 a year lamp inside batt 
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. > «i » Structed of seamless steel attractively finished in ved ' 
to maintain. The Eveready — Top of flasher cadmium plated for cwrather protection (RAGE eaann 
. Heavy fresnel type ved glass lens Padlock for battery 
» . > slae 2 
Portable Flasher costs — compurtment with on extra long hasp 1» that the dete PPORTABLE FLASHER 
Ss s = can be chained This flasher is of rugged construction 
approximately $10 a year throughout end entirely weather-proof —dry battery operated 











REPRODUCED herewith the opening announcement of a brand-new 


Ignitors, and early reports indicate a wide sale for the new device. This 
opens to dealers a new field for Eveready Columbia Dry Batteries. CO 


NATIONAL CARBON COMPANY, INC., New York, N. Y. D 


Branches—Atlanta, Chicago, Kansas City, Long Island City, San Francisco 


Unit of Union Carbide and Carbon Corporation 
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a new field for Eveready 
Columbia Dry Batteries 


product—the Eveready Portable Flasher. This uses Eveready Columbia EVEREADY 
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HE first issue of Eecrricar 

ConrractinG, our brother pub- 
lication, and it is a he-man publica- 
tion, arrives at the offices of 15,000 
contractors this month. The first 
number of this new paper will readily 
reveal both to you and your con- 
tractor customers just how important 
it feels the contractors’ problems are. 
Incidentally, one of its aims will be 
to impress upon this large field the 
value to it of the electrical whole- 
saler and his salesmen. 





There must exist in the contractor’s 
mind a true appreciation of the elec- 
trical wholesaler and the service he 
is in a position to render. You are 
necessary to him, just as he is neces- 
sary to you and one of the principles 
of Execrrica, Conrractine will be 
to promote this thought in such edi- 
torial fashion as to cement the friend- 
liest relations between these all-im- 
portant branches of the electrical in- 
dustry. 


In covering your territory you will 
find this new magazine in the hands 
of your customers. Consider it part 
of your work to stress the neces- 
sity of their digesting it thoroughly, 
for it does indeed fill the need for a 
paper devoted strictly to the con- 
tractor and the problems with which 
he has to contend. 


Published monthly. Entered as second class matter October 24, 1922, at the postoffice at Chicago, Illinois, under the Act of Mar. 3, 
1879. Copyright, 1928, by The Electrical Trade Publishing Company 


Subscription: U. 8., $1; Canada, $2; Foreign, $3. 
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Rubber-Covered Wire O delay when you use Durabilt Prod- 

vin nant ucts. Smooth going every foot of the 
DURAFLEX way. These quality wiring materials are 
ners aaa helping Electrical Contractors every- 

ee where do the best wiring jobs with the 
DERACORD Greatest Saving of Time! 

atc You’re Selling Satisfaction with every foot of Durabilt Products 
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J. H. Campbell, General Manager 


HIS company is the oldest electrical distributor 
in the State of Indiana having been organized 
many years ago by Gordon Varney and his associates. 
In 1900, it was incorporated under its present name 
and was operated by Gordon Varney and his asso- 
ciates until 1921, when it was purchased by the pres- 
ent owners. It is located at the corners of Madison, 
Pennsylvania, and Merrill Sts., in a building partic- 
ularly adapted for the electrical supply business. The 
building contains 50,000 feet of floor space, facing 
on three streets with ample parking space not only on 
the streets but in a parking lot with a capacity of 
one hundred cars at the north of the building. The 
location is ideal from a shipping and receiving stand- 
point as within a radius of three squares there is to 
be found all of the incoming and outgoing freight sta- 
tions, both traction and steam. 
The Varney Electrical Supply Co. does not operate 


a retail store or a contracting department. In every 











VARNEY ELECTRICAL SUPPLY CO., INDIANAPOLIS, IND. 


R. L. Brown, Assistant Sales Manager O. L. Ferguson, Sales Manager 








way possible it cooperates with the contractor dealer 


to promote his business in such a way that it is pos- 
sible for him to show a profit. The company is a 
Westinghouse Agent-Jobber and also a distributor for 
the Radio Corporation ot America as well as many 
other standard electrical and radio lines. 


Looking Forward to 1950 


In our opinion, in future years the jobber will grow 
stronger each year and many manufacturers who are now 
selling direct to the trade will find it necessary to secure 
a jobber outlet for his products. Better service and per- 
sonal attention can be given by the jobber to the dealer 
than a manufacturer can hope to give. We also feel that 
there will be fewer electrical jobbers in the future and only 
those who are well financed and operated efficiently will 
be able to survive. ; 
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Hold that line! 








T’S not as far a cry from a with it, tape by the inch. Oko- 
blocked kick and tape as it nite Tape (the unvulcanized 
would seem on the surface. splicing compound) and Manson 

Hold that line should be a phrase Tape (the true friction tape 
common to both. For it is just made by genuine friction meth- 
as important—at least—to hold ods) hold that line of high 
that line when it is a question of grade wire in a manner not 
splice as it is when the rival equalled by any other tape. 


team is down inside your ten 


Furthermore, they make for 
yard line. 


kindly relations with prospects 


Many salesmen take advan- and customers. And Dundee 
tage of this fact and make two “A” or “B”—more moderate in 
sales grow where one grew be- price—do the same thing be- i 
fore. When they sell insulated cause they are Okonite Quality 
wire by the mile they sell, along throughout. 
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The Okonite Company 


The Okonite-Callender Cable 
Company, Inc. 


FACTORIES: PASSAIC, N. J.. PATERSON, N. J. 


SALES OFFICES: NEW YORK CHICAGO PITTSBURGH 
ST. LOUIS ATLANTA BIRMINGHAM DALLAS 
SAN FRANCISCO LOS ANGELES SEATTLE BOSTON 
Novelty Electric Co., Philadelphia, Pa. 
F. D. Lawrence Electric Co., Cincinnati, O. 
Canadian Representatives: 
Engineering Materials Limited 
Montreal 
Cuban Representatives: 
Victor G. Mendoza Co. 
Havana 
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electrical distributor and his salesmen. 
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r i years is a long time in any man’s life and 
longer still in the life of most associations. It is 
almost that since the little handful of men met in 

the Great Northern Hotel in Chicago and adopted the con- 

stitution and by-laws of what is now the National Elec- 

trical Wholesalers Association. That was February 12, 

1898, and the story of those early, interesting days is 

left for Frederic P. Vose to tell elsewhere. 

Meantime, much water has gone over the dam, many 
electrical wholesalers have come and gone and a mightier 
city has come into existence to greet the association upon 
its return after many years. 

In a special insert in another part of this issue it will 
be learned that there are now 46 electrical supply whole- 
salers doing business in the city of Chicago, and that this 













Chicago Acts As Host to the 
Electrical Wholesalers 


The Association, Born in Chicago, Comes Back 
After Many Years. Meeting Place, the Drake Hotel 


business amounts to at least $26,000,000, principally 
within the city and its immediate environs. 

There is room for them all to thrive in this city of over 
3,000,000 inhabitants, the capital of a great agricultural 
and industrial empire. It leads the world in a great many 
things—meat and packing house products, production and 
distribution of furniture, distribution of dry goods and 
general merchandise, as a railroad center, as an industrial 
center, in mileage of boulevards, to mention a few. 

Thirty-five miles of continuous waterfront, almost the 
entire length of which is turned into parks, bathing 


beaches, golf courses, and yacht harbors; more than 31,- 
000 acres of forest preserves practically encircling the 
city; a stadium wherein 125,000 people watched a foot- 
ball game; 46 great manufacturing districts where four 
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G. E. Cullinan, 
Chairman of the Ex- 
ecutive Committee. 


and a half billion dollars worth of products are made in a 
year; 206 railroad yards with a daily standing capacity 
of 210,000 cars; 28 railroads terminating in the city; 
12,025 permits for buildings totaling $325,936,000 in 
1927 ;—these and many other “exclusive features” help 
to furnish the means of living for its many wholesalers in 
and such is the city that welcomes 





the electrical industry- 
the N.E.W.A. in 1928. 

The program for the 1928 semi-annual meeting has 
been placed in able hands, with J. G. Johannesen, presi- 
dent of the General Electric Supply Corp., New York, as 
the chairman of the program committee, and L. T. Mil- 
nor, president of the Milnor Electric Co., Cincinnati, and 
W. E. Robertson, vice-president and general manager of 
the Robertson-Cataract Electric Co., of Buffalo, assisting 
him. 
program and the part that appears opposite embodies 


They have prepared an interesting and constructive 


what had been outlined up to the date that this issue went 
to press, although there may be some slight changes and 
additions. 

As usual, the meetings of committees precede the con- 
vention proper, the meeting of the executive committee 
taking place on November 12 and the meetings of the 
The 
convention proper starts Wednesday morning, November 
14, 

This year more effort has been made than ever before 


merchandise committees coming on November 13. 


to have a good attendance on the part of manufacturers. 
Invitations were sent out to more than 350 manufacturers 


to attend the Chicago meeting, and suggestions were also 
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made to all members of the association to send in the 
names of any new suppliers that they might have in mind 
in order that invitations might be mailed to them also. 

One of the important events in connection with the 
Chicago meeting will be the annual dinner given by the 
Electric Association of Chicago, which will be held at the 
Palmer House. Indeed, it was owing to the desire on the 
part of association members to meet in this way with the 
electrical interests of Chicago that the date of the meet- 
ing was advanced to November 12. 


WeEDNEsDAY, NOVEMBER 14 

11:15 A. M.—Chairman’s address and reports. 
2:00 P. 
8:30 P. 


M.—Executive session for members—reports. 
M.—Open session. Greetings by P. S. Ark- 
wright, N. E. L. A., and H. B. Crouse, 
N. E. M. A. Address by J. E. Etterson, 
“Talking Movies.” 
TuHurspay, NOVEMBER 15 
10:00 A. M.—Session for members 
Paper :—‘Salesmen’s Automobile E x- 
pense” 
Discussion:—‘‘Shall the association hold 
more than one general meeting each year?” 
2:00 P. M.—Open session. Address by R. R. Ellis, 
pres. Hessig-Ellis Drug Co., wholesalers. 
7:00 P. M.—Dinner of the Electric Association of Chi- 
cago at the Palmer. 
Fripay, NoveMBeEr 16 
9:45 A. M.—Closing session 
12:00 M. —Adjournment 
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It will be of interest to those in attendance at the Chi- 
cago meeting to know something of what occurred at the 
executive committee meeting held at French Lick, Ind., 
on October 1 and 2. 
that meeting who will be presented to their fellow mem- 


Two new members were elected at 
bers at the Chicago meeting. These new members are the 
Cabell Electric Co. of Jackson, Miss., and the Electric 
Contractors Supply Co. of Des Moines, Ia. It is under- 
stood that a third application was received at that time 
and that the applicant was elected, subject to approval 
of the membership committee. The membership of the 
Frank H. Stewart Electric Co. was transferred to the 
General Electric Supply Corp. of Philadelphia. 

It was with regret that the executive committee re- 
ceived the resignation of McKew Parr as a member of the 
executive committee, committee on committees, and finance 
committee. W. J. Kranzer of Crannell, Nugent & Kran- 
zer, New York, was appointed in his place on the execu- 
tive and finance committees. W. E. Robertson of the 
Robertson-Cataract Electric Co., Buffalo, was appointed 
on the committee on committees. 


Several new committee chairmanships were also an- 
nounced at the French Lick meeting; namely: 


J. Coyle, Colonial Electric Co., 


Wiring Devices—E. 
Philadelphia. 

Bare & Insulated Wire—Geo. H. Wahn, Geo. H. Wahn 
Co., Boston. 

Lighting Fixtures & Reflectors—H. O. Smith, Hard- 
ware & Supply Co., Akron, O. 





M. J. Wolf, 


President, 


Vice- 
Electric 
Appliance Co. 





Representatives of the 
Chicago Members of 
the E. S. W. A. who W. P._ Hoagland, 


ji Local Manager, 
will greet delegates. Graybar Electric Co. 








J. A. Duncan, Vice- E.. 
President, Illinois 
Electric Co. 


Sisskind, 
dent, Central States 
G. E. Supply Co. 


Presi- 


Radio—W. E. 
Co., Buffalo. 
New 


Co., Chicago. 


Robertson, Robertson-Cataract Electric 


Members—Martin J. Wolf, Electric Appliance 

A special committee was also appointed at that time 
to investigate and report on the advisability of admitting 
electrical manufacturers and others in the industry as as- 
sociate or limited members. This last would constitute a 
very important step in the operation of the association 
and the report of this special committee will be looked 
forward to with a great deal of (Turn to Page 52) 
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BecrnninoGs OF THE 


\ \ . ELCOME HOME! Indeed November 12 to 
16, 1928, is home coming week, when the 
N. E. W. A., after many years, returns to Chi- 
cago, the place of its birth. 

The formal invitations of the executive committee, ex- 
tending the privilege of attendance upon the semi-annual 
convention of the National Electrical Wholesalers Asso- 
ciation, at the Drake Hotel, are in striking contrast to 
the humble meetings held 30 years ago in a single room at 
the Great Northern. Chicago warmly greets her return- 
ing boys and those of the newer generation. 

Here’s the story. W. N. Matthews, then of the St. 
Louis Electrical Supply Co., 911 Market Street, St. 
Louis, now president of W. N. Matthews Corp., manu- 
facturers, was exposed to an idea on the fourth day of 
December, 1897. The thing became contagious and 
spread. 

Shortly before that date the porcelain manufacturers 
had put out a revised price list, increasing the cost of 
porcelain knobs 20 per cent. On receipt of this informa- 
tion, Billie Matthews walked around the corner to the 
office of the Western Electrical Supply Co. and inoculated 
Roger V. Scudder, factotem of the place. It seemed simple 
and obvious to Billie that, inasmuch as the porcelain 
manufacturers had advanced their prices, it would be 
necessary for the jobbers to do something. That was 
way back when jobbers bought No. 4 porcelain knobs at 
$1.65 per thousand f.o.b. factory, paying freight, crating, 
cartage and breakage. When, by good fortune, an order 
for a 100 or a 1000 came in, the knobs were carefully 
counted, one by one, and the jobber got $2.00 the thou- 
sand, provided he was able to collect from the contractor 
customer. 

Contractor collections then constituted the eternal IF 
and 85 per cent, plus, of the jobbers’ grief. Contractor 
cumpetition was a cutthroat-scuttle-the-ship kind. Jobbers 
did try to pay their bills. They generally managed some- 
how to do so. i =" 

But the contractors early began playing the pet cus- 
tomer racket. They often figured jobs on the basis of 
not paying for materials, unless compelled to do so. 
Usually they could not be forced by legal process, for 
their assets were well within their statutory exemptions 
and they were execution proof. 

To deal with this situation the jobbers and manufac- 
turers organized the Electrical Trades Association, first 
in Philadelphia in November 1895, then in New York, 
Boston, Cincinnati and in Chicago in August of ’96. 

This banding together for credit protection, which 
worked successfully from the start, undoubtedly suggest- 
ed the possibility of doing something constructive along 
co-operative sales lines. 

The ancients also will recall that the year 1897 was 
way back when business men, if they wore collars at all, 


N. E. W.A. 


By FREDERIC P. VOSE 


Secretary of the National Electrical 
Credit Association, and Secretary, or 
Commissioner, as He Was then Called 
of the Original Jobbers Association. 


insisted on getting the most possible for their money. It 
was vogue to wear collars three and a quarter inches high. 
If skeptical of the truth of this statement just turn back 
to the photos of those days. It cost cold cash to have 
that expanse of collar washed, starched and highly pol- 
ished. Where was the jobber to get the price of his 
laundry bill out of a business that was conducted on a 
margin indicated by the porcelain transaction of 35c gross 
profit per thousand on knobs? What was true of porce- 
lain was true of other standard lines. 


The fact was then that the jobbing business generally 
was about three jumps ahead of the sheriff. Tariff tink- 
ering and other congressional contortions had upset com- 
merce and industry. The panic of 1893 was still being 
felt in trade depression and hard times during and follow- 
ing Cleveland’s second administration. The “16 to 1” argu- 
ment continued to be heard even after 1896 and it made 
for business unrest and uncertainty. 


It was commonly believed 
There was 
The 


Competition was devilish. 
that all men were liars and had their price. 
little demand for electrical supplies and devices. 
electrical business was at low ebb. 


When Billie suggested to Roger the feasibility of chang- 
ing merchandising methods on their lists on which jobbers 
were losing money, Roger allowed that it might be all right 
for Billie and his business, purely local, but Rogers’ busi- 
ness was on an interstate scale! He was, he declared, in 
competition with Chicago jobbers. That meant rankest ri- 
valry! If he tried to change conditions, Chicago jobbers 
would get all the business, which they seemed hungry to 
take at a loss, any way to get orders. Thereupon Billie 
suggested that a letter be written to Chicago. Thereupon a 
letter was dictated to Willard W. Low, Electric Appliance 
Co. It was signed by both Billie and Roger and then it 
was taken over to the Commercial Electrical Supply Co. to 
be approved and signed by Joseph Franklin, then owner 
and manager. The next day a telegram was received from 
W. W. Low reading: “Can’t you fellows come to 
Chicago?” 
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On that very night of December 5, 1897, Matthews, 
Scudder and Franklin took the C. & A. “Hummer” for 
Chicago. They breakfasted at Rector’s in the basement, 
southeast corner Clark and Monroe Sts. Registered in 
room G-63 at the Great Northern, then as now, Jackson 
and Dearborn. Straightway fared they forth to pay their 
respects to the president of the Appliance company. 
Billy Low suggested that they all see Charles Edward 
Brown of the Central Electric Co. The four started 
bravely for Mr. Brown’s office. They got no further than 
the filling station next door to 242 (old number) Madison 
St., where the Electric Appliance Co. then had its place 
of business and which is recognized as being directly 
across the street from the Illinois Electric Co. today. It 
apparently took some time to fortify the three St. Louis 
guardsmen, plus their Chicago aid, for when they reached 
Adams St. where the Central Electric Co. was then lo- 
cated, the jobber quartette waxed strangely eloquent and 
having won C. E. B. sallied forth to conquer the world! 
Then on to Franklin Overbagh’s who was manager of the 
Chicago General Fixture Co., which had its place of busi- 
ness above E. Baggot’s. Walking was good, so back to 





Dearborn St. they came and called on Arthur W. Dee of 
the jobbing house of Taylor, Dee & Mack—later with 
the Dearborn Electric Co. 
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That afternoon everybody got together in room G-63 
Great Northern Hotel. Whereupon the conferees con- 
sidered trade conditions and causes for their losses. They 
concluded to reconvene on the first Friday in January, 
1898, to report success or failure of their attempt, to 
amend and abate their destructive competitive ways, and, 
possibly, to discuss permanent organization. 

January 1, 1898, came all too soon. When the jobbers 
had finished figuring their losses they concluded to post- 
pone the meeting until the middle of February, hoping 
for better returns and a greater assurance of confidence 
in their program. 

Then back once more to the Great Northern hotel and 
in room H-56, on the eleventh of February, 1898, a 
little group came together, consisting of W. N. Matthews, 
St. Louis Electrical Supply Co.; Joseph Franklin, Com- 
mercial Electrical Supply Co., both of St. Louis; Samuel 
Glover, Post-Glover Electric Co., Cincinnati; W. W. Low 
and Thomas I. Stacey, Electric Appliance Co., Charles 
E. Brown, Central Electric Co., Franklin Overbagh, 
Chicago General Fixture Co. and Arthur W. Dee, Dear- 
born Electric Co., of Chicago. Billie Matthews was made 
chairman and Thomas I. Stacey secretary of the meeting. 
A committee of three, consisting of Matthews, Glover and 
Low, was appointed to draft a constitution and by-laws. 
Tom Stacey, as a matter of fact, made the first draft 
which was presented, discussed and laid over for future 
action. 

The group remained over the next day and were joined 
by Roger V. Scudder, Western Electrical Supply Co., St. 
Louis, and Morgan Brooks, Electrical Engineering Co., 
Minneapolis. 

*Twas on Lincoln’s birthday, February 12, 1898, the 
constitution and by-laws were adopted and the Electrical 
Supply Dealers Association came into organic being. 
ww. We. 
Matthews its vice-president, Charles Edward Brown, 
and Thomas I. 
Messrs. Brown and Overbagh were selected as a com- 


Low was elected its first president, W. N. 


treasurer Stacey, secretary pro tem. 
mittee “To call upon F. P. Vose and endeavor to secure 
his services as secretary for the ensuing year, at a salary 
not to exceed $250.00 per year.” 
1896, had been appointed secretary-treasurer of the Elec- 
trical Trades Association of Chicago, at a salary of $25 
per month gross, he to pay all the running expenses, 
clerks, rent, etc. 


Vose, September 23, 


The second meeting of the Electrical Supply Dealers 
Association was held in Chicago, March 25, 1898. Those 
who attended the first meeting were augmented by O. M. 
Hubbard, Bradford Belting Co., Cincinnati; H. P. 
Andrae, Julius Andrae & Sons Co., Milwaukee; and R. L. 
McQuatt, Varney and McQuatt, Indianapolis. L. E. 
Frorup, scouting for the jobbers of New York, gave the 
initial evidence of growing interest of the east in the 
E. S. D. A. There were also manufacturers’ representa- 
tives present for the first time. Among them James 
Wolff, New York Insulated Wire Co., Mr. Boslog of the 
Peru Electric Manufacturing Co., George Searing, Hart & 
Hegeman Mfg. Co., E. K. Patton, Perkins Electric 
Switch Manufacturing Co., E. R. Grier, Bryant Electric 
Co., and C. O. Baker of Anchor Electric Co. 

A committee was appointed, charged with the duty of 
extending invitations to the job- (Turn to Page 43) 
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I Have 
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by i 
MARTIN ZIMMERMAN 








OMETIMES we are inclined to wish for things 

that can never come true, but as a rule we just 

forget the impractical, and wish instead for the well 
known ham and eggs, or a new suit. There is, however, 
one wish that I cannot forget, and that happens to be a 
group photograph of all the different salesmen I have 
met. I do not mean the common regular garden variety, 
but the odd, the different, the eccentric and the out-of- 
place kind. 

The first one I would have in the picture is the lily- 
handed immaculately dressed fellow I once met, who 
was hired by a farm machinery company. He was so 
easy to look at, the girls that saw him just stopped and 
exclaimed “Oh isn’t he just simply a doorbell.” He 
started out to sell machinery to farmers, made good from 
the jump and is still on the job, but he wears his clothes 
a little longer now. 

The next one for my picture is a man six feet two 
inches tall, weighing 250 pounds and strong enough to 
make Pikes Peak do an “about face’ any time. This 
man sells carbon paper, three grades and four sizes and 
actually carries a sample of each. If you want to sub- 
merge a few chuckles just watch “Jumbo Jim’ open up 
and display his samples. 

The third one would be a little fellow named Elliot 
who weighs about 120 pounds and carries half his weight 
in candy samples in the two cases dangling from his 
arms and almost scraping the sidewalk. “Elly” is a mighty 
nice fellow. I have known him for eight years and he is 
just as regular as the naval observatory clock. He has 
his regular route and is never late and never misses. 
Surely ‘“Elly’s” house should be preud of him. 

The fourth one is a girl who had tried to sell many 
different things, from dishpans to divans and from shirts 
to scissors, but without luck. Despite all the discourage- 
ment she still had the feeling she was cut out to be a 
real saleswoman. Well, she finally quit traveling, mar- 
ried the finest salesman I ever knew, and now Mae takes 
care of their boys and lets Fred worry about hotels, 
trains, reports, dotted lines and (T'urn to Page 171) 
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The Future of Electrical 
Wholesaling 


The Electrical Wholesaler Who Is Efficient, Uses Sound Methods, 


and Gives Legitimate Service Will Continue to Enjoy a Secure Posi- 
tion in Our Marketing System. He Need Not Fear Replacement. 


By THEODORE N. BECKMAN, PH. D. 


marked endurance. He has held on to his position 

tenaciously and even strengthened it in many re- 
spects. Furthermore, there appears to be no real reason, 
as will be shown in the following paragraphs, why his 
services should not be continued in demand so long as 
retailing of electrical goods remains in the hands of in- 
dependent store proprietors and producing 
organizations are relatively small and spe- 


S: FAR the electrical wholesaler has exhibited a 


cialized as at present. 
The Electrical Wholesaler’s Future 








in time of financial distress, gives sound advice, obtains 
new goods without delay, and furnishes at all times profit- 
able information which makes for better merchandising 
and higher net profits. Truly, these are services and 
helps which no sane retailer would under normal condi- 
tions abandon. As long as they are in demand, so long 
will the wholesaler remain an integral and important part 
of our distributive mechanism, unless per- 
chance a superior way of rendering such 
services could be invented. 

The Electrical Wholesaler’s Future 





from the Retailer’s Point of View. It 
has already been fully demonstrated in a 
previous article that the wholesaler serves 
his trade in a superior manner, in a way 
which cannot be easily duplicated by the 
manufacturer were he to undertake to per- 
form the same functions. We have seen 
how the electrical wholesaler makes retail 
merchandising more practical and more 
pleasant for the retail dealer; how he fa- 
cilitates his buying, simplifies bookkeep- 
ing, makes prompt delivery, assures a 
faster stock-turn for the dealer, prevents 
outs, backs up guarantees made by the 
makers of the goods, how he handles com- 
plaints all in one place, extends liberal 
credit to his customers, helps the dealer 









The Wholesalers’ Salesmen 
Cover Every City, Town, 
Village and Hamlet. 

































































































from the Standpoint of the Manufacturer. 
The very fact that so many wholesalers 
are at present utilized in the distribution 
of electrical and allied goods, the number 
running into the thousands, is sufficient 
proof that the wholesaler is rendering 
services which are not only satisfactory to 
the dealers but also please the manufac- 
turers and at a cost lower than that at 
. which such producers can perform them 
themselves. To appreciate the significance 
of the wholesaler to the manufacturer, it 
is but necessary briefly to indicate the 
ways in which the wholesaler serves the 
factories. 
Specializes in Distribution. The whole- 
saler is a specialist in distribution. He 
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knows what goods can be sold in his territory and in 
what amounts, qualities, styles, packages, brands, etc. 
No manufacturer can ascertain these facts with the same 
degree of skill so long as he is preoccupied and burdened 
with manufacturing problems, especially when one con- 
siders the distance separating the manufacturers from 
the ultimate consumer in most sections of the country. 
The wholesaler, on the other hand, is supplied through 
his salesmen from the field with valuable and continuous 
market information, which he is far better able to inter- 
pret. Without this aid from the wholesaler, the manu- 
facturer would have to undertake market analyses which 
would prove costly, troublesome, and time consuming. 
Has Connections with Dealers. The electrical whole- 
saler furnishes the manufacturer with a definite clientele 
of permanent and pleased customers. In addition, he pro- 
vides a trained sales force to call upon these customers. 
Few manufacturers of electrical goods, indeed, would find 
it feasible to secure national distribution for their goods 
by direct sale to the retail trade. Even the most conserva- 
tive estimates place the number of retailers of electrical 
supplies alone between 15,000 and 20,000. Wouldn't it 
be preposterous for a manufacturer, unless he produces 
a complete line of electrical goods, to undertake to culti- 
vate all of these retailers through his own sales force? 
Only the complete stock of the wholesaler makes such 
connections with retailers practical. 
Cultivates the Field Intensively. 
electrical wholesaler cultivates the field intensively and 
much more thoroughly than the average manufacturer can 


Furthermore, the 


afford to do. His salesmen cover every city, town, vil- 
lage, or hamlet in which customers or prospects may be 
found. This is an extremely important service, when it 
is remembered that over half of our population lives in 
communities of 5,000 and less population. There are 
over 180,000 such communities as against only about 
1,500 towns and cities with more than 5,000 people 
each. Obviously, the most economical way of reaching 
the dealers in small communities is by distributing the 
expenses involved over a large number of items. This 
is something which no manufacturer of a few items or a 
limited line of merchandise can do as effectively as the 
wholesaler with his complete stock. 

Other Important Services. Among the other services 
which the wholesaler renders for the benefit of the pro- 
ducers of electrical goods is storage. The wholesaler 
stores for the manufacturer and has found that he can 
perform this function with great economy. He is able to 
rotate stocks of seasonable goods and to utilize his space 
constantly, with little waste. His warehouse may be 
likened to a reservoir into which products of various 
manufacturers are constantly flowing and from which 
these products are flowing out to the retail trade, a 
proper balance being maintained between the intake and 
outgo. 

Again, the wholesaler often renders financial assistance 
to the manufacturer. Indirectly, he may help financially, 
as when he makes payment in cash immediately upon re- 
ceipt of the goods or invoice or when he pays his bills 
within a short time after invoice. (Turn to Page 178) 
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Thanksgiving 


There’s a tinge of Autumn in the air, and “it won't be long 
now” until that tinge will have mingled with it, the appetizing 
odor of turkey and dressing, cranberries and sweet potatoes. 
But Thanksgiving has, in reality, for most of us, a deeper sig- 
nificance than the mere satisfying of the inner man. The year 
that is passing may have held a smooth white ribbon of road 
for some of us. And, on the other hand, it proved, perhaps, for 


others pretty rough going with detours, which at times, seemed 
almost impassable. In either event, we are still all here. We have 
rambled along some way, so let’s be thankful for that. With the 
election settled, with business definitely on the rise, we are pretty 
safe in mumbling a few words of gratitude for what lies ahead 
before sinking the old carving knife into his honor, Mr. Gobbler. 
—Photo by Underwood. 
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When a Former Customer’s Name Disappears from Your Books, What do You do About It? 
Here are Plans Used by a Number of Wholesalers to Revive Dead Accounts. 


By RUEL McDANIEL 


turnover in the successful ‘management of the 

average electrical wholesale business, with the two 
forms of turnover obviously taking opposite extremes to 
reach satisfaction, yet a recent survey among a number of 
wholesalers revealed that in the average concern a great 
deal more detail is devoted to the proper moving of stock 
than to the curtailment of customer loss. How some 
electrical wholesale concerns are working diligently to 
cut down the rate of customer turnover—to prevent pres- 
ent customers from “dying” on their books—ought to be 
of a great deal of general interest in the trade. 

“You don’t owe us a cent—We wish you did!” is the 
message that greets the former customers, especially the 
mail order customers, of a Cincinnati firm, on the first of 
each month. 

“When we make out statements each month,” says an 
executive of this concern, “we go through our entire cus- 
tomer list and write the name and address of each 
customer on the top of a statement, regardless of whether 
or not he owes us money. Those who do owe us get 
just the regular statement with the amount filled in. 
Those who owe nothing receive across the face of the 
statement where the figures would be ordinarily, the 
statement that they owe us nothing but we wish they did. 
That has brought us a great many favorable comments 
and several customers have told us that the odd statement 
influenced them to return to us. Such a piece of mail 
always gets a reading, because it looks like a bill and 
coming on the first of the month the recipient grabs it 
up with the thought that he did not know he owed us any 
money, and he hastily opens it to see if he assumed 


(CU ssoree turnover is fully as important as stock 





wrongly. The note pleases him in the first place because 
he is glad that his assumption was right, and in the sec- 
ond place he feels that we appreciate his business.” 

Naturally the firm needs the aid of the salesmen in 
whose territory the lost customer is in, whatever it does 
to retrieve a lost account; but merely the diligent efforts 
of the salesman are not ample. The mere fact that the 
customer has “gone dead” on the salesman is proof that 
he needs help in getting him back to life. 

Some form of direct mail advertising should be used 
consistently on former customers, regardless of other ac- 
tivities, according to the general consensus among a num- 
ber of successful wholesalers. One concern in Texas, 
believing in the value of letters to help other more per- 
sonal forces in getting old customers to return to the fold, 
sends a brief, snappily written note to customers who 
have not patronized the firm during the past month, open- 
ing with the sentence, “Let’s get together!’ Briefly 
thereafter the note explains that the firm has missed one 
customer's patronage. 

A Buffalo firm uses still another direct-mail idea that 
helps to get old customers back and to build additional 
goodwill. At the end of every six months, the sales de- 
partment goes through all old customer cards and selects 
the names of all firms which have not bought anything 
during that half-year period, regardless of the cause of 
the customers’ failure to buy (eliminating of course those 
which have gone out of business or have been sold.) To 
each of these firms or individuals goes a special solicita- 
tion letter. The company has an individual letterhead for 
this particular form of advertising. The top of the sheet 
contains a comical outdoor scene, with a billboard on the 
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knows what goods can be sold in his territory and in 
what amounts, qualities, styles, packages, brands, etc. 
No manufacturer can ascertain these facts with the same 
degree of skill so long as he is preoccupied and burdened 
with manufacturing problems, especially when one con- 
siders the distance separating the manufacturers from 
the ultimate consumer in most sections of the country. 
The wholesaler, on the other hand, is supplied through 
his salesmen from the field with valuable and continuous 
market information, which he is far better able to inter- 
pret. Without this aid from the wholesaler, the manu- 
facturer would have to undertake market analyses which 
would prove costly, troublesome, and time consuming. 

Has Connections with Dealers. The electrical whole- 
saler furnishes the manufacturer with a definite clientele 
of permanent and pleased customers. In addition, he pro- 
vides a trained sales force to call upon these customers. 
Few manufacturers of electrical goods, indeed, would find 
it feasible to secure national distribution for their goods 
by direct sale to the retail trade. Even the most conserva- 
tive estimates place the number of retailers of electrical 
supplies alone between 15,000 and 20,000. Wouldn’t it 
be preposterous for a manufacturer, unless he produces 
a complete line of electrical goods, to undertake to culti- 
vate all of these retailers through his own sales force? 
Only the complete stock of the wholesaler makes such 
connections with retailers practical. 

Cultivates the Field Intensively. Furthermore, the 
electrical wholesaler cultivates the field intensively and 
much more thoroughly than the average manufacturer can 


afford to do. His salesmen cover every city, town, vil- 
lage, or hamlet in which customers or prospects may be 
found. This is an extremely important service, when it 
is remembered that over half of our population lives in 
communities of 5,000 and less population. There are 
over 180,000 such communities as against only about 
1,500 towns and cities with more than 5,000 people 
each. Obviously, the most economical way of reaching 
the dealers in small communities is by distributing the 
expenses involved over a large number of items. This 
is something which no manufacturer of a few items or a 
limited line of merchandise can do as effectively as the 
wholesaler with his complete stock. 

Other Important Services. Among the other services 
which the wholesaler renders for the benefit of the pro- 
ducers of electrical goods is storage. The wholesaler 
stores for the manufacturer and has found that he can 
perform this function with great economy. He is able to 
rotate stocks of seasonable goods and to utilize his space 
constantly, with little waste. His warehouse may be 
likened to a reservoir into which products of various 
manufacturers are constantly flowing and from which 
these products are flowing out to the retail trade, a 
proper balance being maintained between the intake and 
outgo. 

Again, the wholesaler often renders financial assistance 
to the manufacturer. Indirectly, he may help financially, 
as when he makes payment in cash immediately upon re- 
ceipt of the goods or invoice or when he pays his bills 
within a short time after invoice. (Turn to Page 178) 








Thanksgiving 


There’s a tinge of Autumn in the air, and “it wont be long 
now” until that tinge will have mingled with it, the appetizing 
odor of turkey and dressing, cranberries and sweet potatoes. 
But Thanksgiving has, in reality, for most of us, a deeper sig- 
nificance than the mere satisfying of the inner man. The year 
that is passing may have held a smooth white ribbon of road 
for some of us. And, on the other hand, it proved, perhaps, for 


others pretty rough going with detours, which at times, seemed 
almost impassable. In either event, we are still all here. We have 
rambled along some way, so let’s be thankful for that. With the 
election settled, with business definitely on the rise, we are pretty 
safe in mumbling a few words of gratitude for what lies ahead 
before sinking the old carving knife into his honor, Mr. Gobbler. 
—Photo by Underwood. 
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When a Former Customer’s Name Disappears from Your Books, What do You do About It? 
Here are Plans Used by a Number of Wholesalers to Revive Dead Accounts. 


By RUEL McDANIEL 


turnover in the successful ‘management of the 

average electrical wholesale business, with the two 
forms of turnover obviously taking opposite extremes to 
reach satisfaction, yet a recent survey among a number of 
wholesalers revealed that in the average concern a great 
deal more detail is devoted to the proper moving of stock 
than to the curtailment of customer loss. How some 
electrical wholesale concerns are working diligently to 
cut down the rate of customer turnover—to prevent pres- 
ent customers from “dying” on their books—ought to be 
of a great deal of general interest in the trade. 

“You don’t owe us a cent—We wish you did!” is the 
message that greets the former customers, especially the 
mail order customers, of a Cincinnati firm, on the first of 
each month. 

“When we make out statements each month,” says an 
executive of this concern, “we go through our entire cus- 
tomer list and write the name and address of each 
customer on the top of a statement, regardless of whether 
or not he owes us money. Those who do owe us get 
just the regular statement with the amount filled in. 
Those who owe nothing receive across the face of the 
statement where the figures would be ordinarily, the 
statement that they owe us nothing but we wish they did. 
That has brought us a great many favorable comments 
and several customers have told us that the odd statement 
influenced them to return to us. Such a piece of mail 
always gets a reading, because it looks like a bill and 
coming on the first of the month the recipient grabs it 
up with the thought that he did not know he owed us any 
money, and he hastily opens it to see if he assumed 


(Users turnover is fully as important as stock 


wrongly. The note pleases him in the first place because 
he is glad that his assumption was right, and in the sec- 
ond place he feels that we appreciate his business.” 

Naturally the firm needs the aid of the salesmen in 
whose territory the lost customer is in, whatever it does 
to retrieve a lost account; but merely the diligent efforts 
of the salesman are not ample. The mere fact that the 
customer has “gone dead’’ on the salesman is proof that 
he needs help in getting him back to life. 

Some form of direct mail advertising should be used 
consistently on former customers, regardless of other ac- 
tivities, according to the general consensus among a num- 
ber of successful wholesalers. One concern in Texas, 
believing in the value of letters to help other more per- 
sonal forces in getting old customers to return to the fold, 
sends a brief, snappily written note to customers who 
have not patronized the firm during the past month, open- 
ing with the sentence, “Let’s get together!’ Briefly 
thereafter the note explains that the firm has missed one 
customer's patronage. 

A Buffalo firm uses still another direct-mail idea that 
helps to get old customers back and to build additional 
goodwill. At the end of every six months, the sales de- 
partment goes through all old customer cards and selects 
the names of all firms which have not bought anything 
during that half-year period, regardless of the cause of 
the customers’ failure to buy (eliminating of course those 
which have gone out of business or have been sold.) To 
each of these firms or individuals goes a special solicita- 
tion letter. The company has an individual letterhead for 
this particular form of advertising. The top of the sheet 
contains a comical outdoor scene, with a billboard on the 
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left side containing the name and address of the firm. 
There are small humorous figures of men rushing down 
the road, one with a field glass, apparently searching for 
A third character leads the chase with 
The man with the 


the lost customer. 
a pack of hustling hounds in leash. 
snifing dogs is saying, ‘Mr. 
you!’”’, the actual name of the former customer being 
filled in, or the buyer of the firm if the concern is a cor- 
poration or larger organization. One of the other char- 
acters in the hunt is saying, “Where have you been?” and 
the third declares, ‘““We miss you!” 

The letter goes on to say: 

“Where are you Mr. Black? 

“Your ledger sheet says it’s over six months since we 
had an order from you. 
Some discourtesy on the 
Slip-up in service 


“What's wrong, we ask? 
part of some of us? Slow delivery? 
somewhere else? 

“Or have you just forgotten all about us? 

“Whatever it is, we want to make it right. Drop us 
a line or tell our salesman all about it the next time he 
calls. 

“Won't you help us to solve this mystery—right 
away?” 

The first time the firm used this letter it produced 
more than 10 per cent returns from inactive accounts, 


Black we’re looking for, 


some placing orders with their replies; others making 
logical complaints which were agreeably adjusted by the 
salesman later. 

But before any wholesale firm can adequately follow up 
with either letters or direct contact it is essential that an 
accurate and continual check be kept of each customer’s 
buying activities. A Pacific Coast house has a record 
and sales checking system that is about as near perfect, 
not only for determining at a glance who has dropped 
out of the customer fold but for giving an accurate ac- 
count of each customer’s day-to-day or month to month, as 
you will find anywhere. 

“Our accounting department keeps a card system for 
the benefit of the sales department, which gives the total 
amount of sales for the month to each customer,” explains 
the sales manager of this concern. We can then glance 
through these cards at the end of each month and see 
which customers have fallen down on their purchases, not 
only segregating those who have bought nothing but also 
those which have not bought as much as past records 
show they should have. 

“With this information to show that there has been 
something to hinder these customers from buying from us 
We ask him if there 
is any trouble existing, to cause him to discontinue or 
curtail his purchases from us, (Turn to Page 176) 


normally, we send a letter to each. 
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SEE AN BIMBO MOVED MOVE UP 
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KEEP YouR 
FEATHERS 
ON USELESS! 


COME ON 
BiG BOY 
LETS GO/ 








































HE ferry from Oakland to San Francisco passes within 
a hundred yards of a row of huge posts set in the floor 
of the bay for some reason or other. 

A group of business men stood at the rail of a ferryboat, 
enjoying the bracing air and taking note of the little routine 
incidents that liven up the ride. 

An observer casually brought to the attention of the group 
what he named the “Seagull System.” On each of the 
posts was a gull, all facing forward in one direction, only 
one bird to a post. Suddenly the gull on the last post to- 
wards the open water would dive after a fish or a bit of 
floating refuse. No sooner would he leave his station than 
the next gull would move up and take his place in the “lead- 
off” position. Furthermore, all the others, with uncanny 





precision, would follow suit and move up to the posts just 
vacated, while a gull from the air would swoop to the last 
post. 

“Wouldn’t it be wonderful, fellows,” said the observer, 
“if salesmen followed that system? In other words, if each 
man would do his stuff in the P. A.’s office in reasonable 
time, move on and give the next man a chance without a lot 
of hot air and needless generalities, everyone would be 
happier and more successful in selling.” 

“That’s a good lesson, brother,” said another passenger. 
“IT can see you’ve been through the mill as a salesman.” 


“No,” replied the observer, with a weary smile, “I’m a 
purchasing agent.” 
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Misconstruing People 


He Who Believes Everybody May be Bitten, but 
He Who Distrusts Everybody Will be Devoured 
| By DR. FRANK CRANE 


interpret their slight actions and attrib- all. He committed suicide because he thought 
ute to them an importance which they do _ he saw in the act a symbol of something he felt 
not have. Many a difficulty has arisen between was all important. He thought it showed that 


Dim misconstrue people. Don’t mis- mit suicide because his wife bobbed her hair at 





man and wife over he had lost all control 
some apparently trivial over her, or that her 


matter. Both have 
magnified the signifi- 
cance of this matter 
and would have done 
better to forget it. 
Very rarely are people 
at variance on funda- 
mental things but very 
frequently they see 
light things from dif- 
ferent angles. The best 
plan is to believe in 
vour neighbor and at- 
tribute to him right 
motives and refuse to 
magnify his small 
deeds into offenses. 
Don’t always keep 
vour toes exposed. 
Those who are looking 
for slights all the time 
are sure to find them. 
Charles Spurgeon used 
to say that he who be- 


love was gone, or that 
she had become im- 
moral, or some other 
idea that he imagined 
underlay the act and 
which he thought 
meant more to him 
than life. From the 
harmless act his imagi- 
nation ran back to fill 
in the terrible motives 
of which it was a sym- 
bol. The act itself was 
nothing. The unseen 
cause he imagined was 
the “because.” 

When two people 
fight in a divorce court 
over which one should 
have fed the goldfish 
they are not quarreling 
over the feeding of the 
fish. They are quarrel- 
ing over some “prin- 
lieves everybody may ciple” of which the act 
be bitten but he who of fish-feeding is the 
distrusts everybody symbol. 
will be devoured. “In war,” said Aris- 

The story that lies before me has on the front _ totle, “the occasions are slight but the causes are 
page in a little bracket all its own the story of a profound.” 
man who committed suicide because his wife So in human conduct. When we say we do 
bobbed her hair. When you meet seven letters something “because” we usually prefix an occa- 
of the alphabet arranged to spell “because” it is sion rather than a cause. We give the immediate 
well to stop and consider. The man didn’t com- reason instead of the real reason. 




















Copyright, 1928, by Dr. Frank Crane 


annmnaetienesl 





An Interesting Article by Dr. Crane Appears | 
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MEN YOU SHOULD KNOW 
Managing Director . 
E. Donald Tolles National Electrical Wholesalers Assn. 


NATIVE of New York, since leaving Amherst, 
A mt Tolles has been variously known as a 

storekeeper, a miller, a lawyer, a magistrate 
presiding in police courts, and as secretary of credit and 
manufacturers’ associations. 


To men in the electrical industry, the name of E. 
Donald Tolles immediately suggests the wholesalers and 


view the activities of the 7,000 national trade associations 
in the United States, that the results accomplished are 
in great measure, intangible. They are the same sort 
of results that national advertisers obtain through general 
publicity. They cannot be keyed, and about the only 
way ‘to estimate them is to use the imagination in trying 
to picture what conditions would be if there were no As- 


their association, of which he 
is its managing director. 

In sports he has particularly 
distinguished himself by con- 
tinuing to be a non-golfer. A 
sail boat moored opposite his 
home up the Hudson is chiefly 
credited with claiming his 
hours of relaxation. 

When we interviewed him 
recently in his office in New 
York, he said: 

“You ask me why the Asso- 
ciation exists, but before an- 





Association Values 
ONALD TOLLES out- 


lines, in this interview, 
those “Association Values” 
which reflect themselves in the 
progress of the electrical indus- 
try. Many of these values are 


sociation. Generally speaking, 
I should say that the value of 
the Association to members 
might be roughly divided into 
what, for lack of better terms, 
we may call “Tangible, ‘Semi- 
Tangible, and ‘Intangible.’ 
Right here let me add that 
many of the ‘Intangibles’ and 
‘Semi-Tangibles’ flow to the 
non-members, the non-sup- 
porters of the Association, 














swering that directly, let me 
remind you that this organiza- 
tion came into being some- 
thing over twenty years ago 
because a group of keen- 
sighted men believed that there 
should be an Association 
among electrical jobbers, as sociation. 
they were then called, where 





wholesaler there is no question 
but that such values are, in are,” we suggested. 
themselves, substantial reasons 
why every electrical wholesaler 
should be a member of the As- 


tangible. Others are “Semi- Site Palencia shee tia 

Tangible’ and “Intangible,” oe bap paiinyen se Z oe 
ge 4 abou e€ same proportion as 

but regardless of their immedi- nein dal , 

ate effect on the electrical 


“Suppose you tell us what 
some of these ‘Intangibles’ 
“To my mind, I would place 
first—education. The methods 
of carrying on the business of 
wholesaling in this as well as 


in other lines have materially 








views could be exchanged, and 
through which the opinions and 
suggestions of an organized branch of the industry could 
be made known to the central station, the manufacturing 
and the contracting groups. 

“The Association continues to exist for certain very defi- 
nite and practical reasons. Under the present national 
structure of the electrical industry, each branch of it is 
vocal only through a central organization. Industry ques- 
Industry activities must be 
It is only through a national association of 


tions must be answered. 
maintained. 
wholesalers that their collective views may be voiced, and 
their share contributed toward carrying forward organ- 
ized effort for the betterment of the electrical trade. 

“This Association, through its members, presents the 
national view on wholesale electrical distribution, and if 
it ceased to exist, another organization to fill its place 
would, of necessity, doubtless, immediately rise. National 
organization of electrical wholesale interests, under pres- 
ent conditions, is, in my opinion, imperative.” 

“Now that you have told us something of the birth of 
the Association and its reasons for existence, perhaps you 
will go further and tell us just what it is that it has done 
for its members.” 

“That,” replied Mr. Tolles, “is rather a large question 
to answer, but I realize that it is a very important one. It 
is conceded by those who have had opportunity to re- 


changed during the last decade. 
Certainly the information 
which has come to members through attending meetings of 
the Association, gained from listening to addresses by 
prominent business executives, and from exchanges of 
views with other members has been of material aid to many 
wholesalers toward coping with new conditions and meet- 
ing new situations. It would be obviously impossible to 
reduce such a benefit as this to a form where it could be 
weighed in the balance and said to be worth just so much 
in coin of the realm. 

“Another intangible benefit to the members springs 
from the Association’s contact not only with the other or- 
ganized branches of the industry, such as the N.E.L.A., the 
N.E.M.A., and the A.E.I., but also with the other organ- 
izations which are working for the betterment of business 
in general and the industry in particular, such as the 
Society for Electrical Development, the Electrical Com- 
mittee of the National Fire Protection Association, the 
American Fair Trade Association, and the United States 
Chamber of Commerce. Here again it is absolutely im- 
possible to measure the advantage to a member through 
such activities but it is reasonable to suppose that bene- 
fits surely do accrue to each member as a result of this 
Association's co-operation with these various agencies. 

“Among other examples of co-operative effort that 
must produce intangible benefits (Turn to Page 654) 
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E. Donald Tolles 


Managing Director, National Electrical Wholesalers Association 
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Left: Here is a good sized 
order for some enterprising 
jobber’s salesman. It is one of 
the smaller chandeliers intend- 
ed for use in the palace of St. 
Germaine, in Douglas Fair- 
banks’ production of “The Iron 
Mask.” This picture will not 
only give some idea of the 
magnitude of Doug’s new film, 
but also the possibilities for 
sales of electrical material in 
the movie studios. 




































Right: J. E. Wells, a 70 year old carpenter of 
Altadena, Calif., has built a light standard declared 
to resemble the candle suggested in the Book of Rev- 
elations. Wells declares that he has never read 
Revelations, but Bible students that have viewed the 
work state that a candle stick of similar origin is 
mentioned. Wells says that the work was completed 
according to a vision, and that the candlestick 
represents humanity’s past and future. The 
numerical result of the completed work is astound- 
ing, according to religious leaders that have in- 
spected it. There are 365 separate pieces in the 
standard and it was completed in 365 hours.—P. & A. 


Lightning 
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Surge. 2599000 Volts Max. 
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Left: Natural lightning, untamed and de- 
structive electricity that is measured in mil- 
lions of horsepower and millionths of a second, 
has been made to write a record of itself. In 
the foothills of the Allegheny mountains near 
Lake Wallenpaupack, Pa., where engineers 
of the General Electric Co., have been cooper- 
ating in experiments and investigations on 
the 220,000-volt transmission lines of the 
Pennsylvania Power & Light system for 
more than three years in an endeavor to as- 
certain the characteristics of lightning, the 
greatest enemy of high voltage transmission 
lines, a photographic record has been ob- 
tained showing the nature of a lightning 
stroke on transmission wires before reaching 
the ground. This is the first 220,000-volt line 
ever built in a lightning-infested territory, 
and the first in the world outside of Cali- 
fornia. This picture, taken Friday noon, 
July 27, the first of its kind ever made in the 
world, reveals a stroke on the transmission 
wires of approximately 2,500,000 volts. 
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A true STANDARD product 


—in appearance and performance 


You can get an idea of the beauty of ap- 
pearance from the illustration. Finished 
in Duco, with copper bowl. And you 
know the performance—the strength— 
durability and service-giving merit are 
right—for this is a product of true Stan- 
dard quality—the quality that is never 
questioned. The Standard Portable Air 
Heater is the newest addition to the Stan- 


dard line—announced just in time for 
holiday business. We don’t need to tell 
about the field for an item of this kind 
—what we want to impress on you is the 
fact that you can sell this Standard Port- 
able Air Heater to your trade with the 
same feeling of confidence that you have 
in selling Standard Electric Ranges. . 

Standard cooking devices of any kind. 


Write for complete descriptive circular and price 


The Standard Electric Stove Company 


ote Toledo, Ohio 
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Standard =Lectric 


PORTABLE AIR HEATER 
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Contest Opens 
November 1st 


Closes 
December 15th 


Awards of Prizes will 
be made one week later, 
Saturday, December 22 
All photographs entered 
in the contest must be 
in the mail not later 
than midnight, Decem- 
ber 15 





The Following will 
Act as Judges in the 
Awarding of Prizes: 
J. W. COLLINS, 


Sec’y Elec. Cont. Ass’n, 
Chicago, Ill 





Contest is Open to Electrical Jobbers, Elec- 
trical Dealers and Electrical Contractors 


SIMPLY send for an Enrollment Blank which entitles 
you to enter the contest. You are at liberty to submit as 
many different photographs of window displays as you 
wish, but only one (1) cash prize will be awarded to any 
one contestant who wins. In case of a tie the full amount 
of the prize will be awarded to both contestants. Electrical 
merchandise of any make or manufacture is to be used 
for the display, and the window must be illuminated with 
Sterling Reflectors, which will be furnished on request. 


GEO. J. COWAN, 
Pres., Koester School 
Window Display, 
Chicago, Ill 


E. H. LEAKER, 
Display Manager, 


Henry C. Lytton & Sons, 
Chicago, Ill. 








Windows Will be Judged According to Merit 
on the Following Basis: 
lst. Effectiveness of Illumination. 2nd. Attractiveness 
of Display. 3rd. Sales Appeal which the display creates. 


PHOTOGRAPHS OF WINDOWS SHOULD 
BE MADE AT NIGHT TO PROPERLY RE- 


REFLE 


by 
1411 J 


Pleas 
ase Send us 


TOR & | 
4cKkson Biv UMINATING 


Chicago, ll 





Nisheq 


Name _ 


Enrol] 
Y me 
0 Check fiiiahi nt Blank. 


if you : 
desire Reflect 
tors fyp 
T- 








{ ent VEAL THE EFFECTIVENESS OF ILLUMI- 


NATION. 


Reflector & 
Illuminating Co. 


Manufacturers and Engineers 
1411 Jackson Blvd. 
CHICAGO, U.S. A. 


Representatives in All Principal Cities 
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Yes Sir, we 


Here is a point of service to your customers that makes your house 
stand out from other jobbers in your territory and, in addition, 
makes more sales for you. Every electrical job must have some kind 
of panelboard and farseeing Jobber Salesmanagers are using the 
€® Panelboard stock proposition to sell the whole job. 


When you are carrying € stock every contractor in your territory 
gets a monthly stock report list with a list of jobbers carrying stock. 
Also when a jobber decides on € stock there are three letters sent 
out from the € main offices to every contractor in his territory 
telling him of the new stock. 


Combine all this co-operation with a high quaiity standardized panel- 
board line and realize that investigation is in order with action 
close behind. Have your salesmanager write today. 


Frank Adam 


ELECTRIC COMPANY 


ST. LOUIS 


DISTRICT OFFICES 


Memphis, Tenn. 
Minneapolis, Minn. 
New Orleans, La. 
New York City Seattle, Wash. 
Omaha, Neb. Tampa, Fla. 
Philadelphia, Pa. Tulsa, Okla. 


Atlanta, Ga. Dallas, Texas 
Baltimore, Md. Denver, Colo. 
Boston, Mass. Detroit, Mich. 
Buffalo, N. Y. Jacksonville, Fla. 
Chicago, Ill. Kansas City, Mo. 
Cincinnati, Ohio Los Angeles, Calif. 


Pittsburgh, Pa. 
Richmond, Va. 











Pabdbade da dbdbaed 
PHEDPEPETESEPEIES 


Panelboards in stock 

















New @ Lock 


A catch lock designed to 
operate easily with mini- 
mum projection (only '+") 
and made entirely by @, 
quality guaranteed. Sug- 
gestions from contractors 
and architects were asked 
and followed. The result 
is a construction detail 
that calls for enthusiasm. 











San Francisco, Calif. 


Montreal, Que. 
Toronto, Ont. 
Vancouver, B. C. 
Walkerville, Ont. 
Winnipeg, Man. 











MAN IN THE INDUSTRY 
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Parts and 
the Link 


That's All 





Paciric Gooprich RusseEr Co. 





Los Angeles 

Architect 
SLIP ON Cart Jutes Weyt, Hollywood 
Li NK Electrical Protection 


Buss Renewable Fuses 


THE FUSE 
IS READY FOR 
SERVICE 





HE Pacific Goodrich Rubber Company, at best of each type of equipment. Unbiased 


Los Angeles, have one of the most beauti- comparisons were made. For Positive Electrical 
ful, modern and most efficient tire manufactur- Protection at the lowest obtainable cost, Buss 
ing plants in the world. With straight line Renewable Fuses were selected. 
progressive manufacture, the raw materials start 
at one end of the plant and emerge completed Tire and rubber manufacturers are typical 
products at the other. The factory buildings of the larger industrial plants that can be sold 
cover 10 acres of ground—a total investment of Buss Fuses on the basis of low cost yet complete 
$4,000,000—daily production of 12,500 units— protection. It’s a good idea to carry a sample 
1800 employees. with you, for a physical comparison will in 

When outfitting this modern plant every pos- most cases convince the customer of the su- 
sible effort was made to obtain only the very periority of Buss construction. 





BUSSMANN MANUFACTURING CO., ST. LOUIS, MO. 


HUSS FUSES 
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Here is a sunset silhouette of one 
of the great electric power plants 
which generates current for millions 
of lamps, and power for the motive 
machinery in New York. This plant, 
located on the Harlem river furnishes 
with ease, the power which those in 
primitive countries strive to secure by 
severe and punishing labor. Contrast 
the American style with the task of 
this Siamese woman who, propping 
herself with the aid of the crude cross 
paddles by the hour, working on a 
mill irrigation pump in a rice field in 
the Menam river valley. In passing, 
it might be interesting to add that 
the short hair and dress are natur- 
al customers in Siam. In Morocco, 
they also have their power problems, 
but the natives there put the camels 












instead of the women to work. This 
old fellow spends most of his time 
“picking °em up and laying °em down” 
on the beaten path around the pecul- 
iarly designed pump which also is 






used for irrigation purposes. It is 
scenes such as these which impress 
one with the fact that the necessities 
ot American life border, indeed, on 
the luxurious when contrasted with 
the deplorable lack of development in 
some other parts of the world. 
Photos by Galloway. 
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Left: Here is an original oil painting of a modern 
night lighted airport representing the outstanding 
contribution of the electrical industry to the progress 
of civil aeronautics during 1928 being presented to 
Wm. P. McCracken, Jr., assistant secretary of com- 
merce for aeronautics, by A. E. F. Horn of the 
General Electric Co. of Washington. The painting 
is the work of Walter L. Greene—P & A Photo. 














A stir was created among the visitors to the 
Electragists’ convention in Chicago through a sur- 
prising announcement by Curtis Lighting. It was 
learned that a daughter, Radialice, has been pre- 
sented to the industry by Radiana, the “Lady of 
Light,” famous wax figure 
which has been the center of 
intense interest at electrical 
shows in recent years. It 
was rumored that Mr. Tele- 
vox is chiefly responsible for 
this happy news, but unfor- 
tunately no authentic infor- 
mation was available. 














Above: a giant, 2,000,000,000 candlepower, portable army 
searchlight, so large that two girls can stand inside it, was 
recently exhibited at the Pacific Southwest exposition in Long 
Beach, Calif. The big light has an illuminating radius of 
25 miles, a lens five feet in diameter and weighs four and one- 
half tons.—Underwood Photo. 


Left: There are dogs and dogs, but to “Buttons,” diminutive 
Chihuahua, undoubtedly goes the distinction of being one of 
the smallest of the species. Nine and three-fourth ounces 
totals his weight, but for all that he is quite a dog, $1,500 
worth, according to his owner, Photo shows Lucille Clover 
with the pee-wee puppy, who is barking through a _ trans- 
mitter to make himself heard.—P & A Photo. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numer- 
als Indicate Number of Wholesalers Reporting in the Respective Territories. 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, 
Oklahoma and Texas; Central States include all between. 
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| The Press of 
the Crowd 


T WAS Angelo Patri who once upon a 
time wrote these words: “I think that 
apart from the crowd none of us means 

much. We must have the press of the 
crowd to draw virtue from us. It is neces 
sary for many lives to touch ours, necessary 
for ours to touch many, if there is to be 
meaning and power and understanding in 
what we do and what we are. Isolation is 
emptiness to the soul of man.” 

In the electrical wholesaling industry there 
is a tendency toward isolation, an unwilling: 
ness on the part of a great many to join with 
the crowd. The industry boasts of a very 
well organized, well financed, well governed 
association—the National Electrical Whole- 
salers Association—yet less than 40% of the 
electrical wholesalers of the United States be- 
long to it. 


We believe that the other 60% are losing 
opportunities and advantages that rightly be- 
long to them by deliberately staying out of 
the association. “Deliberately” is more prop- 
erly the word than “unthinkingly,” because 
in so many cases in talking with non-associa- 
tion members they have expressed themselves 
as having thought the matter over and hav- 
ing come to the conclusion that theirs is a 
localized business and therefore they see 
nothing to be gained by meeting with whole- 
salers in other parts of the country. 

This would appear to be a mistaken point 
of view. If we may be pardoned for such 
plain speaking, perhaps they know their own 
local problems altogether too well. Perhaps 
they have argued and wrangled over them, 
got together among themselves and then fall- 
en out a dozen times, until they feel that 
there is no such thing as real cooperation as 
far as the wholesaling industry is concerned. 
Such as have this feeling and a tendency to 
follow the go-it-alone policy, will find that 
joining the national association, taking an in- 
terest in its work, and attending its meetings 
will have a rejuvenating effect. They will 
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find these outside contacts, the new points of 
view, not only tremendously interesting but 
productive of a new enthusiasm, for, again, 
as Patri said: ““We must have the press of 
the crowd to draw the virtue from us.” 
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We'll Say 
They're Salesmen 


, | THE spirit moves us to take a swing at 


something that is now and always has 

been one of the most unjust, meanest 
and most insidious things to hold back the 
development of the electrical jobber that he 
has ever had to contend with. ‘The worst 
feature of it is that the jobber, in cases 
without number, has himself nursed this evil 
thing along, and for all we know may have 
been the very originator of it. 

We have reference to that old curse that 
has been put on the jobber’s salesman—and 
we are here to say that it is a curse on the 
whole jobbing business—that this salesman 
is “only an order taker.” 


It was our business at one time, in con- 
nection with selling space in this publica- 
tion, to call upon hundreds of electrical 
manufacturers. Without exaggeration we 
can say that in the case of 75% of these 
manufacturers this term was hurled at us 
bitterly, not sometimes, but pretty much all 
the time. In the case of new manufacturers, 
many of them were staying away from the 
jobber and fiddling their money away in 
divers “‘schemes” of distribution just be- 
cause it had been drummed into them, until 
they believed it, that they could not distrib- 
ute through the jobber because his salesmen 
were nothing but a bunch of dumbbells 
who went around the whole day long, stick- 
ing their heads into doors, yelling: “Hello, 
Bill, got anything for me today? Nope? 
All right, Bill. How’s the kids? Good-bye. 
See you next week.” 

And that very attitude prevails today, as 
strongly as it ever did. 

On the other hand, in the editorial ca- 
pacity, we have sat across the table from 
hundreds of jobber executives—presidents, 
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managers, sales managers—and have been 
humiliated time and time again to hear them 
say of their own men and jobbers’ salesmen 
generally that they were nothing but a 
bunch of order takers. 

In other words, these very executives 
were unthinkingly adding their bit to the 
inertia of this curse that is doing their busi- 
ness untold damage. If they would say it 
to us, they might and we know, in fact, 
they do say it to manufacturers and their 
representatives, for the latter, apparently in 
high glee, often have said—“We know it is 
so because the jobbers themselves have told 
us sO. 


Now the jobber’s salesman is not “only 
an order taker,” and why in heaven’s name 
should a jobber executive ever say so? 
Mostly, we believe, it is because it is just a 
sort of a habit. The aspersion has been 
cast at these capable men so long in our 
industry, the wholesale hardware industry, 
the industrial distribution industry and in 
every other that just because a man is en 
gaged in selling for a wholesaler or distrib- 
utor people believe he must be practically 
devoid of selling sense. 

Ha! you say, if everybody says so there 
must be something to it. To that we an 
swer that by the same token it is quite gen- 
erally conceded in many quarters that there 
are jointed glass snakes and that it rains 
frogs. 


A jobber’s salesman goes into a dealer’s 
place or that of any buyer of supplies. He 
has a lot of things to sell, so naturally he 
trys to “get the order started.” What if 
he does sometimes ask: “Need anything to- 
day, Bill?” When he gets the order started 
you will notice his eye roving around over 
the stock. Immediately—‘you need some 
of this, Bill. You're low on that.” He is 
already selling by suggestion. 

Next he dives into his pocket or rushes 
out to the car and brings forth a sample or 
some new line or development in an old line 
and explains its advantages—and he invari- 
ably knows his stuff. 

Then the customer may say: “I’ve got to 
have such and such on the job this morn- 








; 


ing. Didn't know I was out.” Into his car 
hops the salesman and gets it in half an 
hour. “Delivery boy!” you say. No, not 
that. Service! 


“T can’t stop now to go over those plans. 
Perhaps I could work your stuff in. Id 
rather buy from your house if I could,” says 
the contractor. ‘How about dropping over 
after supper—like to see Mary and the kids 
anyhow?” “All right,” says the contractor 
and our boy friend is there promptly. And 
he “take an order.” Call it that if you 
wish, though some of us poor, deluded mor- 
tals call it selling. 


This kind of thing plus much other con- 
structive work goes on day in and day out 
in the life of every jobber’s salesman. Or- 
der taker? Gosh, yes. He takes "em by 
the scores. But we claim and stoutly main- 
tain that he takes “em by the cleverest sell- 
ing, the most persistent effort, the finest 
grade of personal service of any kind of a 
salesman in the electrical industry, bar none. 





4344 


Outdoor 
Christmas Trees 


HE Society for Electrical Development 
is sponsoring a national contest to en- 
courage outdoor lighting of homes dur- 
ing the Christmas holidays. In Los Angeles 
there exists a city-wide movement to make 
that spot known the world over as the land 
of “Christmas out-of-doors.” The campaign 
calls for the lighting and decorating of thou- 
sands of Christmas trees during the holidays. 


We all cannot be wholesalers with main 
houses in Los Angeles, but certainly we can 
back up the Society to the fullest extent in 
promoting its contest. 

The idea in general has caught the public’s 
imagination. It is a movement which ties-in 
most happily with Christmas sentiment, and 
fortunately too, since it is imperative to con- 
sider business, it is an idea which will fatten 
the larder of every dealer, every wholesaler, 
and every wholesaler’s salesman who makes a 
sincere, consistent effort to put over this 
thought in the community in which he is 
functioning. 
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Walking Away with Seven 
Thousand Dollars 


A Roll Call of the Men Who Have Won One or 
More Prizes During the Four Years of THE 
JOBBER’S SALESMAN “Summer Sales 
Prize Contest” 


HE FOURTH annual “Summer Sales Prize Con- 

test” of Tue Jopper’s SALESMAN has come to a suc- 
cessful close. Each year, since its introduction in 1925, 
there has been an added interest created in this contest. 
Conceived with the idea of eliminating to some extent 
the usual summer slump, its results in volume of business 
reported, in men entered, in manufacturers’ appreciation, 
has far exceeded our expectations. A roll call of the win- 
ners during the last four years is given below. This 
report speaks for itself in the prestige and number of 


son of the [illinois Electric Co., Los Angeles, tops the 
list. Mr. Peterson has been successful in winning eight 
prizes during the life of the contest. Close on his heels 
are four men whose consistent efforts have won for them 
six prizes each. In all, approximately $7,000 has been 
awarded the contestants during the past four years. The 
“Summer Sales Prize Contest” is an established institu- 
tion, and one which plays no small part in assisting 
wholesalers and manufacturers alike during the two 
months of the year when business, in general, is at its 











the wholesalers whose men competed. 


Winners of 8 Prizes 
Dewry W. Pererson, Illinois 
Los Angeles. 


Elec. Co., 


Winners of 7 Prizes 
V. L. McEtmurry, Commercial Elec. Sup. 
Co., Detroit. 


Winners of 6 Prizes 
Artuur Bartr, Morris Blumberg Elec. Co, 
Detroit. 
O. F. Hetvie, Otto Reiman, Inc., Chicago. 
E. H. Wer6ir, Iron City Elec. Co., 
Pittsburgh. 
S. F. Murrny, Elec. Appliance Co., 
Chicago. 
Samuet R. Reep, West Phila. Elec. Sup. 
Co., Philadelphia, 
Winners of 5 Prizes 
Oscar I. Lurrrtncer, Colonial Elec. Co., 
Philadelphia. 
O. C. Sircet, Boss Elecd Sup. Co., 
Providence, R. I. 
Winners of 4 Prizes 
Jack E. Busser, Listenwalter & Gough, 
Inc., Los Angeles. 
Reoinatp Every, Garfield Sup. Co., 
Kingston, N. Y. 
Wm. H. Green, Crown Elec’! Sup. Co., 
Detroit 
Jack F. Verrer, Jr, Crown Elec. Sup. 
Co., St. Louis. 
Winners of 3 Prizes 
M. J. Crark, Central States G. E. 
Co., Chicago. 
E. M. Fixe, Morris Blumberg Elec. Co., 
Detroit. 
W. M. Kurneg, Iron City Elec. Co., 
Pittsburgh. 
C. Hax McCutroven, W.,T. McCullough 
Elee. Co., Pittsburgh. 
Wm. Moore, Otto Reiman, Inc., Chicago. 
W. E. Moran, Manhattan Elec’l Sup. Co., 
New York. 
L.. Raceio, Central States G. E. Sup. Co., 
Chicago. 
Puivie Scuarrrer, West Phila. Elec. Sup. 
Co., Philadelphia. 
S. W. Sorensen, Capital Elec. Co., 
Salt Lake City. 
Winners of 2 Prizes 
H. H. Bream, Moock Elec. Sup. Co., 
Canton, O. 


Sup. 


Dewey W. Peter- lowest ebb. 


— 





Brark H. Cuampertin, H. M. 
Elec. Co., Detroit. 

J. F. Crarx, Moock Elec. Sup. Co., 
Youngstown, O. 

G. E. Conran, H. C. Roberts Elec. Sup. 
Co., Wilmington, Dela. 

Prewirr Creecy, Manhattan Elec’l Sup. 
Co., St. Louis. 

L. J. Doic, Central States G. E. Sup. Co., 
Chicago. 

Raovt DuQvuertr, L. A. 
Buffalo. 

Jos. Esxovicn, Interstate Elec. Co., 
New Orleans. 

J. V. Gorvon, Central States G. E. 
Co., Chicago. 

C. F. Gorrscnaik, Republic Elec. Div., 
Lake States G. E. Sup. Co., Cleveland. 

O. F. Heppre, Otto Reiman, Inc., Chicago. 

AtrrepD Herovux, Commercial Elec. Sup. 
Co., Detroit. 

H. Horrman, Triangle Elec. Co., Chicago. 

Cuartes Jones, Sterling Elec. Co., 
Minneapolis. 

Jack Josetson, A. Shemel & Co., 
New York City. 

Harotp E. Karisrune, Manhattan Elec’l 
Sup. Co., New York City. 


Hopkins 


Woolley, Inc., 


Sup. 


W. A. Lemaster, Central States G. E. 
Sup. Co., Chicago. 

J. H. Lonesrreer, Iron City Elec. Co., 
Pittsburgh. 

W. W. Merzentuin, American Elec. Co., 
St. Joseph. 

N. W. Micuetson, Elec. Appliance Co., 
Chicago. 

Sam Moses, Hyland Elec’] Sup. Co., 
Chicago. 

B. L. Netson, Hyland Elec’l Sup. Co., 
Chicago. 

E. G. Nevuarpt, W. T. McCullough Elec. 
Co., Pittsburgh. 

F. R. Newserry, Brown & Hall Sup. Co., 
St. Louis. 

Geratp O’Connor, Steiner Elec. Co., 
Chicago. 

Epwarp L. PrrrcHarp, Re Qua Elec’! Sup. 
Co., Rochester, N. Y. 

Don S. Russert, Central States G. E. Sup. 
Co., Chicago. 

J. Secerson, Central States G. E. Sup. Co., 
Chicago. 

J. G. Scrivner, Peerless Elec’l Co., 
Minneapolis. 

KENNETH SHAMBAUGH, P. & A. Elec. Sup. 
Co., Mansfield, O. 

L. Sriverman, Hirschfeld Elec’l Sup. Co., 
New York City. 

Sam Sunpak, Frankelite Co., Cleveland. 

A. R. Summers, Crescent Elec. Co., 
Detroit. 

O. G. TuHorpr, Listenwalter & Gough, Inc., 
Los Angeles. 

R. L. Van Merer, Terry-Durin Co., 
Cedar Rapids, Ia. 

C. W. Vocter, Barrett Elec’l Sup. Co., 
St. Louis. 

Tos. B. Warxins, L. A. Woolley, Inc., 
Buffalo. 

Crarence Mutier, Hyland Elec. Sup. Co., 
Chicago. 

Exvsert W. Wiis, Colonial Elec. Co., 
Philadelphia. 

Lovis Woops, Interstate Elec. Co., 
New Orleans. 

Winners of 1 Prize 

Roy L. Brown, Varney Elec’l Sup. Co., 
Indianapolis. 

Sm P. Brown, Interstate Elec. Co., 
Shreveport. 
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_ MaKe The Electric Range Portable 
_ With ARROW Plug-In Devices 


For Heavy Duty Appliances 
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Range installation, with separate ground connection, using Range installation, providing ground thru cap and BX cable, 
No. 8286 Porcelain Cap. using No. 8295 composition Ang Cap. 


























No. 8286 No. 8292 No. 8295 No. 8298 No. 8285 No. 2899 No. 8294 
~ Cat. eee Cat. 
No. 60 Amperes 125 Volts, 40 Amperes 250 Volts No. 60 Amperes 125 Volts, 40 Amperes 250 Volts 
. pan EET BN pelente cee aee ialeaeaeks eee | ee crate SEbeee Se Sisto died i 
8286 Porcelain cap with /-inch cord hole (30 amperes). .|| 8285 |Flush receptacle with plaster box cover 
8287 (Porcelain cap with %-inch cord hole (30 amperes) | 8288 (Solid brass plate for No. 8285 
8297 |Porcelain cord grip cap, 34-inch hole (30 amperes) | $298 (Solid brass plate for 8285 with contacts for ground 








8292 (Composition cord grip cap, %-inch hole (30 amperes) 8293 .060 steel plate for 8285 with contacts for ground 
8291 |Heavy duty cap for BX cable (40 amperes)... . 

8295 (Heavy duty angle cap for BX cable (40 amperes)... $299 = Porcelain surface receptacle 

8294 ~=Porcelain sub base for surface receptacle 





No. 8205 is designed for standard 4}}” x 43” box. 


ARROW HEAVY DUTY PLUGS AND RECEPTACLES 
1. Reduce the present obstacle to sales of electric ranges and other 
heavy duty appliances by cutting down the installation cost. 
2. Put heavy duty appliances on a proper merchandising basis. 
3. Eliminate permanent connection and service problems. 


Every new home and apartment should be equipped with an Arrow Heavy 
Duty Receptacle, even as it is now piped for gas. 
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THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 
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Henry Appersuem, Garfunkel Bros., Inc., 
Jersey City, N. J. 


A. I.. Arperty, Elec. Appliance Co., 
Chicago. 

L. AGcnew, Franklin Elec. Co., 
Philadelphia. 


A. H. Arwotp, Inland Elec. Co., Chicago. 

Jos. F. Bacon, Iron City Elec. Co., 
Pittsburgh. 

Wm. Barry, Franklin Elec. Co., 
Philadelphia. 

R. L. Brrcuey, Indianapolis Elec. Sup. 
Co., Indianapolis. 

T. J. Beerman, Robertson-Cataract Elec. 
Co., Rochester. 

Epw. H. Bernnarpt, Steiner Elec. Co., 
Chicago. 

G. Berrie, Central States G. E. Sup. Co., 
Chicago, 

Scorr Betts, Illinois Elec. Co., 
Los Angeles. 


M. S. Brrrerman, Elec. Appliance Co., 
Chicago. 
Wo. J. Braicn, Jr., City Elec. Co., 


Syracuse, N. Y. 

G. F. Brackett, P. & A. Elec. Sup. Co., 
Mansfield. 

EK. A. Brunswick, Erner Elec. Co., 
Cleveland. 

Joun A. CaLpwe tt, 
Sup. Co., Detroit. 

C. F. Caruer, Triangle Elec. Co., 
Chicago. 

G. E. Cuarman, Republic Elec. Co., 
Davenport. 

W. J. Crarx, Hartman-Spreng Co., 
Mansfield. 

M. J. Creary, Barrett Elec’l Sup. Co 
St. Louis. 

Swwnry Conen, City Elec. Co., Syracuse. 

Wm. Coteman, Morris Blumberg Elec. Co., 
Detroit. 

W. J. Cortmson, Franklin 
Philadelphia. 

W. B. Conroy, Collins Elec. Co., 
Des Moines. 

P. R. Cornerivs, Tidewater Elec. Co 
New York City. 

P. M. Crrsarr, Elec. Appliance Co., 
Chicago. 

W. B. Cronry, Collins Elec. Co., 
Des Moines. 

E. F. Damy, W. T. McCullough Elec. Co., 
Pittsburgh. 

Roy C. Dear, W. T. McCullough Elec. Co., 
Pittsburgh. 

W. H. Devtscn, M. A. 
Northumberland, Pa. 
Jos. J. C. Devanrery, Tidewater Elec. Co., 

New York City. 
J. H. Dotuiver, Illinois 
Chicago. 
Paut DonwneELty, 
Philadelphia. 
A. C. Drummonp, Commercial Elec. Sup. 
Co., Detroit. 

Joun Dunn, Sager Elec’l Sup. Co., 
Lynn, Mass. 

W. W. Eactes, Philip Cass & Co., 
Philadelphia. 

W. C. Feisrer, Central States G. E. Sup. 
Co., Chicago. 

G. R. Frxiey, Commercial Elec. Sup. Co., 
Detroit. 

J. A. Foster, 
Philadelphia. 

Ben S. Gamaitt, Braid Elec. Co., 
Nashville. 

F. E. Grassman, J. P. 
Chicago. 

R. B. Garpner, W. T. 
Co., Pittsburgh. 

Lestre Granp, Lindley Elec. Sup. Co., 
Philadelphia. 

L. E. Graves, Sacks Elec’l Sup. Co., 
Akron, O. 

Jack GREENFIELD, 
New York City. 


Lake States G. E. 


Elec. Co., 


Hartley & Co., 
Elec. Co., 


Franklin Elec, Co, 


Franklin Elec. Co., 


Simon & Co., 


McCullough Elec. 


Gertler Elec. Co., 


J. J. Greenway, Republic Elec. Co., 
Davenport. 

H. G. Hatt, Julius 
Milwaukee. 

Gro. W. Haropina, Jr., Franklin Elec. Co., 
Philadelphia. 

F. W. Hawtey, Triangle Elec. Co., 
Chicago. 

Don Hu1, Illinois Elec. Co., Chicago. 

A. C. Hortann, Middle States Elec. Co., 
Chicago. 

Frank Hotsworrtn, 
Co., Philadelphia. 

S. D. Hovster, Noyes 
New York City. 

Encar R. Howe, Wetmore-Savage Elec. 
Sup. Co., Providence, R. I. 

E. E. Hvutrsert, Southern New England 
Elec. Co., New Haven, Conn. 

T. F. Kerns, Central States G. E. Sup. 
Co., Chicago. 

H. E. Kresy, Interstate Elec. 
Shreveport, La. 

Wm. Konun, A. Shemel & Co., 
New York City. 

J. Kovan, Triangle Elec. Co., Chicago. 

Herman Kutt, Philip Cass & Co., 
Philadelphia. 

D. P. Kunincer, Hartman-Spreng Co., 
Mansfield, O. 

KE. F. Linpserc, Central States G. E. Sup. 
Co., Chicago. 

F. C. Lirypsay, F. Bissell Co., Toledo. 

T. J. Mappen, Hartman-Spreng Co., 
Mansfield, O. 

A. W. Martin, Manhattan Elec’! Sup. Co., 
St. Louis. 

W. B. Masters, Indianapolis Elec. Sup. 
Co., Indianapolis. 

S. A. MENDELSON, 
Cleveland. 

W. D. Morton, Jr., 
Birmingham. 

A. J. Naruo, Indianapolis Elec. Sup. Co., 
Indianapolis. 

E. Owens, Central States G. E. Sup. Co., 
Chicago. 

W. H. Pascuen, Elec. Appliance Co., 
Chicago. 

Oscar A. Pasu, Jr., Central States Elec. 
Co., Kansas City, Mo. 


Andrae & Sons Co., 


Lindley Elec. Sup. 


Elec’! Sup. Co., 


Co., 


Frankelite Co., 


Interstate Elec. Co., 


E. L. Penn, McPhilben Radio Corp., 
Jamaica, N. Y. 

Tueopore E. Priscuner, Iron City Elec. 
Co., Pittsburgh. 

Raymonp PoweELt, 
New York City. 

P. E. Rosertson, Iron City Elec. Co., 
Pittsburgh. 

Crartes H. Rocers, Michigan Chandelier 
Co., Detroit. 

Morris Rosenszerc, Morris Blumberg Elec. 
Co., Detroit. 

E. T. Rowranp, Southern New England 
Elec. Co., Hartford. 

R. E. Sanverson, P. & A. Elec. Sup. Co., 
Mansfield. 

W. E. Sewarp, Central States G. E. Sup. 
Co., Chicago. 

M. F. Suarrer, Elec. Sales Co., Canton, O. 

J. F. Suevirn, West Phila. Elec. Sup. Co., 


Fullerton Elec. Co., 


Philadelphia. 

Maurice SuvucacG, Franklin Elec. Co., 
Philadelphia. 

H. F. Sremsen, Republic Elec. Co., 
Davenport. 


Tryon Smiru, Southern New England 
Elec. Co., Hartford. 

E. F. Sovrar, American Elec. Sup. Co., 
Chicago. 

E. J. STApietTon, 
Chicago. 

Frep Stern, Interstate Elec. Co., 
New Orleans, La. 

W. J. Srrovup, Interstate Elec. Co.. 
Shreveport, La. 

H. M. Suruertanp, North 
Sup. Co., Raleigh, N. Caro. 

Wma. T. Tuomas, Franklin Elec. Co., 
Philadelphia. 

L. Watters, J. P. Simons, Co., Chicago. 

B. S. Wes, Interstate Elec. Co., 
Birmingham. 

R. F. Werrer, Sacks Elec’] Sup. Co., 
Akron, O. 

L. A. Wurre, Interstate Elec. Co., 
New Orleans. 

Freo. M. Worr, Varney Elec. Sup. Co., 
Indianapolis. 

Eimer Youne, Central States G. E. Sup. 
Co., Chicago. 


Inland Elec. Co., 


State Elec. 








The W. 


Young, and C. G. Otto, sales manager 


T. McCulloch Electric Co., Pittsburgh, provided these subjects. 
left to right: M. J. Joyce; T. B. Williams; C. Hax McCulloch, vice-president; R. G. 


Rear, 


Front: W. M. Heesom; C. L. Boleky; W. T. 


McCulloch, Jr., secretary-treasurer, and J. I. Murray. 
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“NTA ” 
hread Unilet 


Type “NTC” 
No-Thread Unilet 


Type “NTE” 
No-Thread Unilet 


Type ““NTLL” 
No-Thread Unilet 


Ne Ts ise TY nilet 

















No-Thread Coupling 


0 


No-Thread Connector 





Greetings to the Convention of the 
National Electrical Wholesalers Association _ 


a as 
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INDUSTRY. 

















Illustrated above is a Vitaphone 
and Movietone installation at 
the Howard Theatre, Atlanta, 
Georgia. 

And here again—with this most 
modern of inventions—Appleton 
No-Thread Unilets were used. 

There are no threads to cut, 








"Appleton 
in the “Talking Movies 


99 


no time spent in threading—the 
No-Thread Unilet is inserted in 
the end of the conduit,the knurled 
nut is tightened with a Stillson 
—and that’s all there is to it. 


Every contractor should have 
literature telling about Appleton 
No-Thread Unilets. Write today. 


Appleton No-Thread Unilets are listed as Standard by Underwriters’ Laboratories in 42" to 4" sizes, inclusive. 
Sold through jobbers 
APPLETON ELECTRIC COMPANY 


1734 Wellington Avenue + Chicago, U. S. A. 


New York—150 Varick Street 
San Francisco—655 Minna Street 








and CONDUIT 


STANDARD FOR 















Los Angeles—340 Azusa Stree 
Seattle—628 Railroad Avenue 





_/- 











3. Tighten nut 





Reg. U. S. Pat. Off. 


FITTINGS 


BETTER WIRING 
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? Constantly Growing Markets 


ONSTRUCTION soaring to new record breaking 
heights... .industry setting new production marks 
—two fields of ‘‘golden harvest” this Fall for the 

sale of electrical products—products with a reputation 

and a good margin of profits. 

_ bya a Throughout industrial America, and among contrac- 
ine is So rough ‘ . 

Wholesalers tors, the Union-Gem- Jefferson line has long been accepted 
as the standard of quality, consistently dependable pro- 
tection, and low maintenance cost. 

Thus, less effort is needed to makea profitable sale. 
And every new customer is an added source of steady re- 
peats that pyramid your profits—and your rating. 

There are over 45,000 factories using electric motors 


















Home Telephone and 
Telegraph Co., Fort 
Wayne, Ind. — Dix-Kelly 
Electric Shop, Inc., elec- 
trical contractors, use 
Union Fuses and Gem 
Powerlet Malleable fit- 
tings. 
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for Steadily Repeating Profits 


from 100 H.P. to 1,000 and more H.P. per plant. This 
equipment needs protection to maintain production sched- 
ules. Union Renewable Fuses, with carefully and scientif- 
ically calibrated fusible links, give this protection accu- 
rately. 

There are 30,000 electrical contractors using millions of 
fuses and conduit fittings annually. Gem Powerlet Malle- 
able Conduit fittings have an enviable reputation for serv- 
ice and convenience. 

Besides these sales outlets there are thousands of hotels 





Every Salesman should 


and office buildings—all prospects for worthwhile orders atogjorinstantreference. 
on Union-Gem-Jefferson products—substantial boosters Kionon fusesand condi 
ings. 


‘of profits. Push this good margin line now. 


Chicago-Jefferson Fuse & Electric Co. 


1519 West 15th St. +» Chicago, IIl. 





“ae. 





Entirely electrified the 
Owen-Oregon Lumber 
Co., Medford, Ore., uses 
Union Fuses exclusively 
on all electrical circuits. 








34 


THE JOBBER’S|JJSALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


News From The Wholesale Field 


The JOBBER’S SALESMAN Maintains Men in the Field, it Sends 
out Monthly ‘What's the News Sheets” to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 


and their Salesmen. 
Month the Personal Element in the Industry. 


All this Enables It to Reflect from Month to 
Your Co-operation is 


Solicited in Making this Human Side of the Magazine More Interesting. 


Binghamton Jobber 
Makes Changes 


Arthur Dean has been appointed 
secretary of the Southern New York 
Electrical Supply Corp., Binghamton. 
Until recently Mr. Dean was associ- 
ated with a large shoe industry in its 
sales department and comes to his 
new position with a wealth of experi- 
ence on merchandising, financing and 
branch management. 

J. L. Smith, who was formerly 
secretary, is now vice-president, re- 
placing W. H. Hecox. E. C. Wehle 
is president and general manager. 

The directors of the company are 
G. E. Brooks and M. H. Georgia, 
officials of the Merchants National 
Bank & Trust Co., Elmira, and the 
Peoples Trust Co., Binghamton, re- 
spectively. 

The Southern New York company 
reports it is enjoying the best year 
of the four in which it has been in 
business. 

* * * 


Graybar Indianapolis Manager 


Convalescing 

A. J. Callaway, the Graybar Elec- 
tric Co.’s local manager at Indian- 
apolis, is in a hospital well on the 
road to recovery from an appendicitis 
operation. He will be back on the 
job the latter part of November. R. 
C. Meyers is temporarily in “charge 
d'affaires.” 

* * * 
New Branch for Hartley 

M. A. Hartley & Co. of Northum- 
berland and Gettysburg, Pa., has 
opened a branch at 15 Middlebrook 
Ave., Staunton, Va. This branch was 
formerly the Snyder Electric Co., and 
occupies a four-story building with 
Hugh Snyder as local manager. 

“Day-Fan” and All-American “Mo- 
hawk” radios will be distributed, in 


Keps Doing Good Job 

The Keps Electrical Supply Co., 
Pittsburgh has a fine place with mod- 
ern facilities and is doing an_in- 
creased business at 638 Grant St. 
There are five counter men, with more 
to be added soon. Two motorcycles 
have added considerably to the roll- 
ing-stock and the company delivers 
free within a 20 mile radius. 

The Landers, Frary & Clark “Uni- 
versal” line of appliances was recent- 
ly added to the Keps sales activities. 

* * * 

Grover Anderson Promoted 

Grover A. Anderson has been pro- 
moted from sales manager to manager 
of the Electric Corp., San Francisco. 
He will continue to personally direct 
the sales activities of the company as 
heretofore. 

During the 21 years he has been 
identified with the electrical business 
in central and northern California, he 
has made a host of friends and ac- 
quaintances who will be glad to know 
of his advancement. 

His long experience has made him 
familiar with the conditions and needs 
of all parts of his entire territory. 


Van Marker Has Tragic Plane 
Crash 


Van N. Marker, president of the 
Revere Electric Co., Chicago, whose 
initial air trip was reported in the 
September issue of Tuer Josper’s 
SALESMAN met with a tragic accident 
while returning by air from a visit 
to his son at St. John’s Military 
Academy. Attempting a forced land- 
ing in the dark, the plane struck 
a high tension wire and crashed to 
the ground. Mrs. Marker was killed, 
Van suffered a broken jaw, their 
eight year old daughter, Jean, es- 
eaped unhurt, and the pilot was se- 
riously injured. 

Although severely hurt himself, Mr. 
Marker was forced to go a quarter 
of a mile to secure help. 

The sympathy of the entire indus- 
try is extended to Mr Marker. 

x * * 
Hyland Holds Meeting 

The Hyland Electrical Supply Co., 
Chicago, held its fourth annual ban- 
quet and lamp sales meeting at the 
Bal Tabarin of the Sherman hotel on 
Monday, October 15. 























John J. Bohning (right) is David Aitken’s right-handed man in the electrical 
department of the George Worthington Co., Cleveland, O. John hunted up the 
man in the middle for us; he is J. W. Vickers, and John said to put him down as a 
mill supply salesman who sure sells beaucoup electrical stuff. On the left is 
Ernest C. Graves, of the Hart & Hegeman family. 


addition to the regular lines of ap- 
pliances and wiring supplies handled 
by Hartley’s two houses in Pennsyl- 


vania. 
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right size ammunition. You can’t get moose 
with an air-rifle. 


ye bring down big game, you must have the 


The more successful and reputable contractors 
and dealers build up their positions on quality 
goods and service. They know the value of Ettco 
Products as expressed in the character of the ma- 
terials and the type of service they may expect 
from headquarters. You can confidently aim at the 
biggest type of business when you offer Ettco 
Products. 


| Sold Through the Jobber 





EASTERN TUBE & TOOL CO., Inc. 


BROOKLYN, N. Y. 
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Now 


Hubbell announces the 


| zost important improvement 
: in over 15 years/ | 
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invented the Pull Socket 














HIRTY-TWO years ago the inven- 

tion of the Hubbell Pull Socket 
revolutionized the fixture industry. 
Now Hubbell announces a develop- 
ment of equal importance... 


A new and greatly improved pull socket 
—with four important and exclusive 
Hubbell features! 


They mean sim plified construction — 
smoother action—greater wiring con- 
venience—longer socket life! 


Check over the details of construction. 
See the outstanding Hubbell improve- 
ments. Then ask the nearest Hubbell 
office or distributor for complete in- 
formation and samples. Get ready for 
the bigger-than-ever Hubbell Pull 
Socket business. 


* = ™ 


HARVEY HUBBELL, Incorporated 
BRIDGEPORT, CONNECTICUT, U. S. A. 
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Simplified Mechanism 


Ratchet and chain relaxed. 
Note simplicity of construc- 
tion— one-piece porcelain 
body—simplified ratchet 
mechanism. These features 
mean smoother action — 
trouble-free service— 
longer socket life. 

The commutator contact is 
froma one-piece metal 
which forms center lamp 
contact.— Eliminates loose 
connections in mechanism. 









Smoother action 
Trouble-free service 








Complete-stop action 
No danger of accidents 


Ratchet and chain extended. 
They are brought to com- 
plete stop when chain clasp 
reaches chain eyelet 
Chain will break before 
clasp can be forced through 
chain eyelet opening. 

No danger of pulling too 
hard on ratchet -no danger 





of short-circuits. 
Pull chain and eyelet easily Ball-bar 


detached from the socket. 


Terminals on saine side 
Easier to wire 


Wirescanbe connected 
without moving 
socket around. Simple 
— convenient — time- 


Pull Socket ~ 






chain 
Facilitates smooth, 
sliding action. 


Eyelet is at right 
angles with porce- 
lain so chain canbe 
easily pulled from 
all directions. 
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ive News | 
bout Live Ones a 





Jim SHANNON is a new radio sales- 
man employed by the Lappin Electric 
Co., Milwaukee. 

ABRAHAM DruckKMaNn has been pro- 
moted from counter man to outside 
salesman for the Belasco Electric Sup- 
ply Co., Chicago. 


Date Warprip is a new man in the 
shipping department of the Electric 
Contractors Supply Co., Des Moines. 

L. T. Sranvey, formerly northern 
New York state salesman for the E. 
S. & E. Co. at Albany, is now trav- 
eling the Hudson River territory for 
the H. C. Roberts Electric Supply Co., 
of the same city. 





C. J. Tayxtor, formerly employed 
by Westinghouse, has been taken over 
as a radio and appliance specialist by 
the Wetmore-Savage Electric Supply 
Co., Providence. This company has 
also placed Sanford Gray on the staff 
as counter salesman, replacing Harold 
Gilleney who has gone back to school. 


J. E. Covcn has been appointed 
manager of the supply department of 
the Roberts Empire Electric Co., 
Houston, Tex. Mr. Couch is an old- 
timer in the electrical jobbing busi- 


ness, having formerly been connected 
with the Hobson Electric Co., and 
later with the Southwest 
Electric Supply Co. 


General 


Tue American Electric Co., St. 
Joseph, Mo., has annexed two radio 
salesmen—F. B. Enterline, traveling 
central Kansas, and Chas. Murchie, 
for western Kansas. 








Ernest SILVERTHORN recently 
joined the sales force of the Crescent 
Electric Co., Detroit. 


Lee Murpock is a junior salesman 
with Nelson & Co., Tulsa, Okla. This 
company has placed its radio service 
department in charge of Joseph Wis- 
senbach. 

W. H. Bop te has taken a position 
with Graybar Electric Co., Indian- 
apolis, handling its radio and new 
appliance line. 


Tue Sutron Electric Supply Co., 
Wichita, Kans., has a new salesman— 


F. H. Barnes. 


Tue Dovsiepay-Hix Electric Co., 
Pittsburgh, has placed Walter Ament 
in charge of its lamp department. J. 
J. Husson has been transferred to the 
appliance department. 








Bill Tench, salesman for the Erner Electric Co., Cleveland, is quite some photog- 
rapher himself, uses a tripod, focusing cloth and everything. But the girls in the 


office didn’t believe him, so he took this picture to convince them. E. F. 


Stephanek, 


service manager, pinched this copy for THe Josper’s SALESMAN. 


Puit Drass is a new man selling 
for Lindley Electric Supply Co., Phil- 
adelphia. 


Anprew J. Mooney, until recently 
with the Virginia Public Service Co., 
Newport News, Va., in its merchan- 
dising division, is now traveling south- 
eastern Virginia for the Atlantic Elec- 


tric Co., of Norfolk. 


J. L. Dugan is a new man repre- 
senting the Southern New York Elec- 
tric Supply Corp. in its Elmira Branch 
territory. He was formerly with the 
Turner Electric Construction Co. of 
Elmira. The Southern New York 
Binghamton office also has made an 
addition to its foree—G. J. Dornheim, 
price clerk. 


W. B. Eneutsu has been employed 
as inside salesman by the Syracuse 
Supply Co., Syracuse. He comes to 
this company with a background of 
ten years’ experience with contractor- 
dealers in and around Syracuse. We- 
del G. Schug has been advanced from 
counter man to head of radio service 
after a two weeks’ schooling at the 
Splitdorf Radio Co., Newark. 


Gro. H. AckMANN has been added 
to the sales force of the Fox Electric 
Supply Co., Elgin, Ill. 


Tue Ixuumois Electric Co., Chi- 
cago, to show its appreciation of con- 
scientious service and aptness to learn 
has promoted H. P. Anderson from 
quotation department to outside sales- 
man. His territory is the near south 
side. Mr Anderson’s place will be 
filled by E. C. Devorich, formerly of 
the stock room. The company also 
promoted its counter man, H. H. 
Fleming, to the position of outside 
salesman, his territory being the near 
northwest side. 


Changes in Personnel 


Wo. F. Brainerp has been made 
general manager of the Western Light 
& Fixture Co., Los Angeles. He was 
formerly manager of the California 
Electrical Bureau. 

Rosert Oyuer, formerly a sales- 
man, has been advanced to the posi- 
tion of local manager of the North- 
umberland, Pa., branch of M. A. Hart- 
ley & Co. 
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All Plug Fuse Prices Have Been Reduced! 
NOW! 


Clearsite Fuses Cost No More! 
Clearsite Fuses Worth Increased! 
Clearsite Fuses Profits Greater! 
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Here is a kodak picture of the fixture display room of the Sutton Electric Supply 


Co., Wichita, Kansas. 
professional work. 


It was taken by R. M. Sutton, president, and looks like 





Jobbers’ Sales Activities 


H. C. Roserts Exec. Suppry Co., 
Albany, N. Y.—Campaigns are being 
run on lamps, “Cozy Glow’ heaters, 
and motors. 


Nortu State Evectric SupPLy 
Co., Raleigh, N. C.—An 


iron campaign is under way. 


automatic 


Crescent Evectric Suppiy Co., 
Dubuque, Ia.—A “Hotpoint” Christ- 
mas appliance campaign is on. Mr. 
Schmid, president of the company, 
will buy turkeys for the winning sales- 
men. So far, the report says, Ed. 
Winters is the fastest sprinter on the 
team. 

PiepMont Execrric Co., Asheville, 
N. C.—Piedmont is expending special 
effort both 
dential lighting fixtures. 


on commercial and _ resi- 
According 
to the report, commercial fixtures are 
in great demand and the market is 
increasing for more expensive and bet- 
ter residential fixtures. 


Netson & Co., Tulsa, Okla.—Spe- 
cial sales activities on Bremer-Tully 
radios and “Kuprox” eliminators. 


Co., ive, 
Graybar has started its ““Em- 


GrRAyBaR- ELecrric 
Omaha 
erald Glow” dish and waffle Iron cam- 
of the 
stations who sold the Graybar “‘Golden 


ty0; 691) at this time last 
191691 2tiir 


paigns with several central 


Delinquent Accounts 
The accompanying tabulation shows 
the number of delinquent accounts, 
the total and the average 
amounts as reported to the National 
Credit Association by 
member manufacturers and jobbers 


amounts 
Electrical 


through its various divisions, for Sep- 
tember, 1928, as compared with the 
same month the previous year. Also 
these figures are shown for the first 
1927 and 


nine months’ 


1928. 


period of 


Jobbers Active in Associations 
A. D. Barger, manager of Gray- 
bar’s Omaha house, has been re-ap- 
pointed chairman of the finance com- 
mittee of the 
League. 


Omaha _ Electrical 


G. H. Kreauy, H. C. Roberts Elec- 
tric Supply Co. local manager at Al- 
bany, has been made a member of the 
Albany Kiwanis Club and elected to 
the executive board of the Albany 
Radio Association. 


M. B. Larimer, president of the 
Protective Electrical Supply Co., Ft. 
Wayne, Ind., was recently elected 
director of the Chamber of Commerce. 


Another Good Man 


Jack Manby, credit manager of 
Lake States General Electric Supply 
Co., Republic Division, Cleveland, O., 
is wondering just what his payrolls, 
trial balances, etc. will look like after 
W. L. Lininger, his assistant, returns 
from his honeymoon. 

Yep, Bill took the plunge on Octo- 
ber 18, having persuaded Miss Ruth 
Cryder, also of Cleveland, that he 
could not live without her. We didn’t 
learn what the boys gave the happy 
couple for a present, but from the 
way the dough rolled into Jack Man- 
by’s hat, it must have been something 
fine. 


COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
SEPTEMBER 30, 1928 
NUMBER OF ACCOUNTS REPORTED 








%o 

Increase % 
or Increase 

September Decrease 9 months or 
Division 1927 1928 1927 1928 Decrease 
NOW Wk oj uciioen nave were 228 245 + 746% 2869 2669 —T7T %&G 
Middle & Southern Atlantic .... 206 197 — 436% 1546 1726 «=+-11.6 % 
NGWO GOAN: oki osnwieesctcens 155 159 + 2.58% 1404 119-4 —14.9 % 
PERIOD MIMO 6.645665R Sees RRS 13 38 —TTi & 152 113, —25.6 %G% 
EL” Sec eee abe CL eee 718 619 —13.8 % 8223 6897 —16.1 % 
(i Gy gt SS SRR ees eee enenere ret 1320 1223. — 7.385% 14194 12599 —112 % 

TOTAL AMOUNTS REPORTED 

eo % 
Increase Increase 

September or 9 months or 
Division 1927 1928 Decrease 1927 1928 Decrease 
New York ............$ 31,188 $ 33,904 4+ 8.72% §$ 451,547 §$ 380,583 —15.7 % 

Middle & Southern 
fs he ee 20,806 23,135 +11.1 % 182,846 219,580 +20 % 
New England ......... 20,213 17,754 —12.1% 164,102 146,359 —10.8 % 
PACIC COARSE 2.66 65 sare sie 1,233 464 —62.3 % 18,999 16,412 —13.6 % 
NOINOE g.six seas de waists 71,593 65,844 — 8.03% 915,295 814,154 —11.1 % 
TOTAL ......,...$145,031 $141,101 — 2.71% $1,732,789 $1,577,038 — 8.99% 
AVERAGE AMOUNTS 

September 9 months 
Division 1927 1928 1927 1928 
OWS ORK 9.055. cbs os des + oO doce $137 $140 $1426 $1300 
Middle and Southern Atlantic .............. 101 117 1068 1144 
PGW SEDI © <u: 5 bicieaintrent aes seus eae oat 130 111 1053 1105 
Se ee ee eae tare!  Seeee eens 94 154 1401 1159 
GSS a ee ee ee ee a See 100 108 1015 1059 
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The Capacity of a Plug Fuse is Now Known by the 
Color it Bears 





Simplifies Inspection, Makes Easy Selection and is Instructive 
to Users 





A colored band around the edge of the 5 unit cartons indicate 






q a v4 the capacity of the fuse the box contains. A help to 
} > iy storekeepers, stock-clerks and others to select and 
at Y know the sizes on the shelf and bins quickly 


pe Se ow \ KEEP THIS SHEET 
| FOR YOUR 
GUIDE 


10 AMP. 


They’re packed 

in § unit cartons 

to facilitate merchandis- 

ing - have the clear mica 

window that shows when 

they blow - and possess the 
qualities of large center contact, 

full threaded heavy shell and all 
porcelain non-shock top. Neo ad- 
ditional charge will be made 


for the colored top. 15 AMP. 20 AMP 





PSs 
Lay 














WARNING! 7 





Trico Fuse Mfg. Co., Milwaukee, Wis. 







A 5§ unit box 

of assorted sam- 

ples is available 

free for the asking. 

Pin this slip to your 

card or letter-head. 

See from the actual 

fuse whata splendid 

indicator the color top 
makes. 





“Old Name 
a New Face 


f A Standard Line 


Too nothing mysterious about wiring devices. There may be much 

that is misunderstood. Gaynor wiring goods have always typified the 
straightforward simplicity that means real quality. Substantially made, 
of the best materials, and with a recognized low price which results from 
the elimination of costly non-essentials that add nothing to value or per- 
formance. They are neither cheap junk made to sell at a price, nor 
extravagant jewelry “dolled up” to justify unmerited reputation. 


With Radical Improvements 


We are now adding new switches of the highest quality we 
can conceive. Like all Gaynor products they are stripped of all 
non-essentials, but this new line is of “Rolls-Royce” construc- 
tion. Especially noteworthy is the new Rocker-Motion 
Toggle Switch, exemplified by the No. 520 ‘Feed 
Through” above, and the No. 510 Flush Switch 

below. These new switches have 
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FLUSH PLA SWITCHES 







RECEPTACLES TOGGLE 





PRESS BUTTONS 
4 Bakelite 
. ‘ oli ction: 
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marketed. They are shallow Hashes a etd Pi 
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that are eye-openers. Everything you need 
to make a generous profit and do a substantial 
“repeat order” business. 





Jeginning Now— 


ind continuing from now on, the products of the Gaynor Electric 
company will be sold to the Electrical Trade through verified job- 
ers exclusively. We are confident this will result in better service 
) the industry. We shall back up our distributors with merchan- 
ise made as well as humanly possible, free from costly frills but 
igeniously designed and built to stand the wear and tear of con- 
nued hard service. 


ee 


3sAYNOR ELECTRIC COMPANY, INC., BRIDGEPORT, CON 
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Meet the boys who keep things moving in the shipping-room of the Frank C. 


Teal Co., Detroit, Mich. 
Heidisch. 


Left to right, Daniel Murray, Arthur Puffpaff and Edward 





Wholesalers’ Club Meets 


The second meeting of the Chicago 
Kolster Dealers’ Club, sponsored by 
Wakem and Whipple, Inc., was held 
at the Lake Shore Athletic Club on 
October 16, with a large attendance. 

The principal speakers of the eve- 
ning were Carroll Van Ark, publicity 
director of the Kolster Radio Corpora- 
Newark, N. J., and Harry 
Fogleman, vice-president of the Shel- 


tion, 


don School of Scientific Salesmanship. 
Following Mr. Fogleman’s address, 

the meeting was thrown open for the 

discussion of dealer problems. 


* * * 


Youngstown Fashion Note 

The Electrical League of Youngs- 
town, O., held a big picnic on Septem- 
15. The attendance was large 
and a fine time was had by all, but 
details were not forthcoming. All any 
member would say was that, after the 
affair, the price of shirts in Youngs- 
town went up 50 per cent. They also 
stated that the costume for future out- 
ings would be made of 12 ounce 
vas. 


ber 


can- 
Write your own ticket. 


* * ¢ 


Electrical Goods Factor in 
Merchandise Mart 


Electrical goods will form an im- 
portant part of the displays in the 
concentrated groupings of merchan- 
dise that will constitute the all-year- 
round exposition of their wares by the 
foremost manufacturers, wholesalers 
and in the 
Mart, Chicago, which is to be the 


importers Merchandise 


world’s largest business building. This 
mammoth $30,000,000 structure, whose 





construction is under way, will be com- 
pleted in 1930, when its portals will 
be opened to the merchants of the 
universe. 

Bringing the buyer to a great cen- 
tral market instead of taking the mar- 
ket to the buyer is the aim of the 
Merchandise Mart. In addition to the 
display of electrical goods this all- 
year-round include 
groupings of practically every line of 


exposition will 


merchandise. 
* © @ 


Beginning of the 
N. E. W. A. 


(Continued from Page 9) 


bers of Detroit, Madison, Kansas City 
The committee on 
reported that 
they had engaged the services of F. P. 
Vose, at $200.00 per annum, he on his 
own charges to supply the office, office 


and New Orleans. 


permanent secretary 


equipment and supplies, clerk hire, 
telephone, etc., as no appropriation 
was made for office expenses. In ad- 
dition to the compensation of $16.66 
monthly, further consideration 


shown by conferring upon him the 


was 


title of commissioner. 

The record of the year 1898 regis- 
tered many disappointments, some 
scrappy sessions and few successes. 
On the whole, however, by the exer- 
cise of much diplomacy on the part 
of President Low and an honest at- 
tempt by the members to play fair 
with one another, headway was made. 
The year 1899 showed an increase 

membership to 45. 
Through the courtesy of Samuel In- 
sull, the meetings were held on the top 
floor of the Chicago Edison Building, 


in from nine 


then located at 139 Adams St., (120 
West Adams Street, new number). We 
are indebted to Franklin Overbagh., 
(who had resurrected ancient minutes 
and supplied many of the historical 
the list of 
members in 98 and those who were 
added in ’99. 


MEMBERSHIP 1898 


facts here written) for 


Electric Appliance Co., W. W. Low, 
still in business. 

Central Electric Co., C. 
General Electric. 
Electric 
Messer, out of business. 


E. Brown, 


Co., Chas. 


Dearborn 

Chicago General Fixture Co., F. 
Overbagh, out of business. 

Western Electrical Supply Co., 
R. V. Seudder, General Electric. 


Commercial Electric Supply Co., 
Joseph Franklin and W. H. Walker. 
Westinghouse. 

St. Louis Electrical Supply Co.. 


A. S. Doxsee, out of business. 

Post-Glover Electric Co., Samuel 
Glover and Geo. Devoe, General Elec- 
tric. 

Electrical Engineering Co., Morgan 
Brooks and G. W. Hayford, out of 
business. 

ADDED IN 1899 
Edison Co., R. C. P. 
Holmes, Commonwealth Edison Co. 

General Electric Co., F. N. Boyer, 
still in business. 

Illinois Electric Co., L. K. Cushing, 
Westinghouse. 

M. B. Austin & Co., M. B. Austin. 
Succeeded by a corporation, the M. B. 


Chicago 


Austin Co., who discontinued jobbing 
and became M. B. 
Austin & Co., a copartnership. con- 
tinuing as manufacturers’ agents. 
Reliable Electrical Sup. Co., Otto 
Reiman (Mr. Reiman is now with 
Otto Reiman, Inc.) out of business. 
Standard Electric Co., F. D. 
rence (Mr. Lawrence is head of F. D. 


manufacturers. 


Law 


Lawrence Elec. Co.), out of business. 


Hubbard, Hall & Co., W. A. Hall. 
out of business. 
Robbins Electric Co., H. Robbins. 


still in business. 

Doubleday-Hill Electric Co., H. M. 
Doubleday, still in business. 

Cleveland Electrical Supply 
A. M. Williams, out of business. 

Electric Supply & Construction Co., 
C. M. Estinghouse, out of business. 

F. Bissell Co., Fred Bissell and 
L. M. Hamilton, still in business. 

W. G. Nagel Electric Co., W. G. 
Nagel, General Electric. 

(Turn to Page 46) 
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strong, has deftly painted into the girl's face and figure a vital appeal which stirs the coldest heart. Other 


Tio above cut-out is typical of the 1929 National MAZDA lamp displays. The famous artist, Rolf Arm- 
paintings have been created by the Millard Studio, which paints the posters used by the Rory and other 


big New York theatres—and by other equally famous masters. This surpassing art work makes our 1929 


window displays the very peak in color, attention value, beauty and selling appeal. 
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Announcement 


fo all NATIONAL MAZDA 


Lamp istributors! 


UBSCRIPTIONS to the 1929 National Lamp Works 

window display service will be solicited from agents 

during one month only—November, 1928. All sub- 
scriptions to the 1929 service will have one and the same 
expiration date—December 31, 1929. 

This change in methods enables us to provide a still 
better service at about half the former cost, because we 
will know at the end of November, 1928, exactly what dis- 
play material is needed for the entire year 1929. 


Price Cut in Half—The price of the full year’s service 
is reduced from $5.00 to $2.75. If the agent does not have 
a three-wing frame, or needs a new one, an additional 
charge of $1.00 will be made. 


“Knock-Out”? Art—The 1929 displays are by nation- 
ally famous artists—masters of modern design and poster 
treatment. The small one-color reproductions shown here 
cannot begin to do justice to the beauty and brilliant color 
of the full-size originals. Everyone who sees them pro- 
claims them sheer “‘knock-outs.”’ 


Colorful, Flexible Dominating Displays—At our 
agents’ request, the 1929 service will continue the three- 
wing frame series with six sets of gorgeous and sales- 
making posters. There will also be two big cut-outs, one 
of which is the fascinating Blue Carton Girl shown on the 
opposite page. Other items are smaller cut-outs, lamp hold- 
ers, display cards and window streamers. 


Get Subscriptions Before November Passes—Sign 
up all your National Mazpa Lamp Agents on the new 
basis now, regardless of when their present subscriptions 
expire. Get them all in step with the new display parade. 
One month’s concentrated effort is easier for you and more 
effective than effort scattered throughout the year. Only 
25 working days in November—so go out and get sub- 
scriptions now! 


NATIONAL LAMP WORKS of General Electric Co. 
Nela Park, Cievelana, O. 
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Right: For March, the al- 
ways profitable reminder to 


Left: For May, buy good 
lamps for good sight. 


Right: For August, “‘buy 
them by the carton.”’ 


Left: For September, buy 
them “‘for beauty and com- 
fort.”” 





Right: For November, “‘fill 
those empty sockets.” 
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Early in September, Ludwig Hommel & Co., Pittsburgh, de- 
cided to hold a big radio service meeting and invite its dealers 
in western Pennsylvania to hear the whole story of the new 
Radiola “60” and discuss the coming fall campaign. 
Ewing, general sales manager, did the inviting, and figured on 
seating the prospective audience on the spacious first floor of 
the Hommel establishment at 929 Penn Avenue. However, on 
Friday, September 14, the air was dark with homing dealers, 
who swooped down to the tune of some 250 head. Mr. Ewing 
stated that he had been laughing all his life at the well-known 


J. N. 





saying: “Hire a hall!” but that it never came home to him 
quite so strongly until he had to dash out and do that same little 
thing to take care of the hearty response to his invitations. 
After he succeeded in parking his battalion in the big assembly 
of the Pittsburgh Chamber of Commerce, all hands got down 
to business and the meeting was a solid success. The group 
photograph shows the assemblage being addressed by W. H. 
Bohlke of New York, RCA engineer, with particular reference 
to the new set mentioned above. The other picture is an excel- 
lent view of the display in the Hommel store. 





Jas. Clark, Jr. Electric Co., Jas. 
Clark, Jr., still in business. 
H. C. Tafel, H. C. Tafel, Tafel 


Elee. Co. 


B-R Electric Co., F. M. Bernardin, 


General Electric. 

Hodge-Walsh Elec. Co., R. W. 
Hodge, out of business. 

St. Paul Electrie Co., B. B. Downs, 
Westinghouse. 

Southern Electric Supply Co., 
Chas. E. Sharp, out of business. 

Leschen, Macomber, Whyte & Co., 
Geo. H. Whyte. Succeeded by The 
MacWhite Co., and continuing as 
manufacturers of wire rope. 

Western Electrical Co., G. W. John- 
stone, out of business. 

Electrical Supply Co., L. B. Burch, 
out of business. 


Michigan Electric Co., J. W. Lock- 


wood, out of business. 

American Electric Co., W. J. Hart- 
wig, W. J. Hartwig Electric Co. 

Robert L. McQuatt, R. L. Me- 
Quatt, out of business. 

Grand Rapids Electric Co., L. P. 
Cody. 
tractors and dealers. 

Montana Electric Co., W. L. Jack- 
son, Westinghouse. 

Intermountain Electric Co., F. F. 
Fenton, still in business. 

W. T. Osborne & Co., W. T. 
Osborne, out of business. 

Electric Supply & Mfg. Co., Cleve- 
land, out of business. 

Henry L. Walker, H. L. Walker, 
still in business. 

Reed & Squire, E. M. Reed, out of 


business. 


Still in business but as con- 


Waco Electric Supply & Plumbing 


Co., C. W. Hobson, out of business. 

Erner & Hopkins, W. A. Hopkins, 
Jr., General Electric. 

Mountain Electric Co., J. J. 
Cooper, still in business. 

Julius ‘Andrae & Sons Co., H. P. 
Andrae, Westinghouse. 

Seidler Miner Electric Co., F. J. 
Miner, still in business. 

Columbian Electrical Co., F. C. 
Barrington, still in business. 

Western Electric Co., A. L. Tucker, 
still in business. 

Rumsey & Sikemeyer Co., P. D. 
Cable, out of business. 

Varney Electrical Supply Co., G. 
E. Varney, Westinghouse. 

Keelyn & Smith, Al. Smith, out of 
business. 

American Electric & Tel. Co., P. 
Burns, out of business. 
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A CONTRACTOR'S CLAIM 
TO A FOLLOWING 


WHICH WILL PUT HIS SERVICES 





Reprinted from 
the Contractors’ 
business papers, 

November 


THE CONTRACTOR'S RIGHT 
To SUBSTANTIAL REWARD 


As an able, experienced Contractor you 
hold out to your customers all the benefits 
that can be had from the use of appliances 
and equipment operated by electricity. 
Without these appliances and this 
equipment, the consumer cannot enjoy 
the benefits of electricity. Without 
your guidance, he cannot know whether 
he 18 adequately wired to derive the 
utmost in convenience and comfort from 
electricity. Without your judgment he 
cannot know that his switches, sockets, 
receptacles and all such electrical controls 
will serve him dependably through the 
years. If you advise him well, if you 
do his jobs as well as they can be done, 
you should expect a return in proportion 
to the service you render. And you 
will get it, as sure as you get the 
confidence of the customer. Aim to 
establish yourself as an advisor, as 
authority on the merit of devices and 
appliances 1 in use. Then, so long as 
these devices and appliances support your 
claims, you will draw to yourself a 
following. And there need be no limit 
to your following, for there is no limit 
to the number of people who will pay 
for honest value. 


BEFORE PRICE 


THE BiG JoB 
BuT HALF-WAY DONE 


Do you seea “saturation point’ "for your 
services? ‘I'hen let us see why authorities 
say that such a thing 1 18 impossible 1 in 
the wiring industry. Overlook entirely 
the new-building side of it, though the 
present rate of building is without 
precedent for normal times. Look only 
at buildings and homes already wired. 
The average home already built has less 
than one-half the electrical wiring it 
should have if properly wired by 1928 
standards. In a city as up-to-date as 
Chicago, it is estimated that there is 
$50,000,000.00 of work required to 
bring the wiring installations up to 
present-day standards. And in another 
15 or 20 years, today's standards will 
seem as lacking for adequate service as 
the average existing job seems now. 
Each year the demands per building are 
greater; the jobs are larger. No need of 
folding our tents while the average of 
buildings all over the land have wiring 
jobs half-way done, and when we consider 
that the complete job of today will be 
the incomplete job of tomorrow, with 
the new and increasing demands for 
electrical convenience. 








PARTNERS IN PUSHING 
NEw WIRING STANDARDS 


All the comforts, the conveniences, the 
labor-saving devices which the consumer 
can enjoy ean be his only if his premises 
are liberally equipped with what you— 
and we—have to offer him. Service and 
equipment: you have the service; we the 
equipment. We are partners, rightly, 
in this job of enlarging the field af 
electrical enjoyment for our publie. 
We are able enough to do this on 
something better than a “price basis 
if you, the man in contact with the 
customer, take the job as one of 1 insuring 
his comfort, his well- being and his 
personal satisfaction with his electrical 
service. Do not seek out the jobs 
against ruinous competition. Seek out 
the jobs that need doing right; the 
half-wired homes; the jobs of earlier 
years. Seek out the architects and 
engineers of new buildings, whose 
professional standards make them prefer 
your quality of work and our quality of 
wiring devices. Do your work the best 
you know how: depend on H&H todo 
the same, and you can foresee a prosperous 
partnership which will endure because 
of its soundness and honesty with the 
folks we serve. 


THE HART & HEGEMAN MFG CO. 


NARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCEI890 
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Newman-Spranley Co., Wm. Spran- 
ley, out of business. 

Stromberg-Carlson Telephone Mfg. 
Co., still in business. 

Alden & Co., F. H. Alden, out of 
business. 

Approximately 50% of the con- 
cerns ceased doing business these 
many years. 

Books could be written on the out- 
standing jobber pioneers of those 
early days. Many have gone. Among 
them, R. V. Scudder of St. Louis and 
Samuel Glover of Cincinnati played 
leading roles and exercised powerful 
influences in the trade. There was 
R. C. P. Holmes, a_ hearty, solid 
Britisher 
“Charlie”, who acted host on behalf 
of the Chicago Edison Co. His un- 
timely death was a_ great shock. 
Thomas I. Stacey gave himself unre- 
servedly and unselfishly to the young 
association and often his quiet but re- 
sourceful influence became the decid- 
program and 


known to everybody as 


ing factor in_ its 
progress. 

Of the many manufacturing repre- 
sentatives who lent encouragement to 
the jobbers, we particularly recall the 
distinguished services of James Wolff, 
of the New York Insulated Wire Co., 
Chicago. When the leaders among the 
jobbing groups threatened to pull 
apart, it was the persuasive power of 
“Sunny Jim” that brought them to- 
gether again in confidence and con- 
cord. His influence continued to mani- 
fest itself for good up to the time of 
his death, July 30, 1914, at the age of 
fifty-two. 





Let’s have a look at the “Wrecking Gang” of the Tower-Binford Electric Co., 


Richmond, Va., in other words, the shipping and service bunch. 


Left to right, 


Harry Schools, W. A. Woodle, Walter Blackburn, W. H. Stiph and E. L. Hubbard. 
Woodle is doing a trick with Harry’s half-dollar and Harry is keeping his eye on it. 





Others remembered in this connec- 
tion who are no longer with us are 
E. K. Patton, then representing the 
Perkins Electric Switch Mfg. Co., 
later merged with the Bryant Electric 
Co.; George Searing of Hart & Hege- 
man Mfg. Co., whose favorite ditty 
“My Wild Irish Rose’ put everybody 
in good humor no matter how strained 
the relationship might be; then there 
were B. M. Downs, Dan Hemingray, 
W. D. Packard, Charles Hills and Al 
Pease, each of whom proved willing 
helpers in those early years. 


Happily there are spared to the in- 
dustry many who even 30 years ago 
were marked and eminent men. Their 
contributions of mind and heart gave 
character and name to the Electrical 
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Those who remember “Away back when” will have to go some to show more years 
of service than this quartette. Left to right: P. W. Greene; G. B. Stanley; A. C. 
Holland, and Ed Jennings, all of Middle States Electric Co., Chicago. 


trade as a whole. More power to them. 

In February of 1900, a joint con- 
ference of the eastern and western 
supply dealers, as they then called 
themselves, was held in New York 
City. At this first important intersec- 
tional meeting the following repre- 
sented the east: Messrs. Price; Thom- 
sen; Wallace; Stewart; Gorman; 
Fletcher; Beran and Palmer. And 
from the west: Messrs. Low; Brown; 
Scudder; Cushing; Glover; Double- 
day; Laufketter and Lawrence. 

A national committee was formed 
with seven members from the east and 
seven from the west. These gentle- 
men were given power to take action 
on matters of mutual interest to the 
two sections. Committee action was 
subject to rescinding upon a_ two- 
thirds vote of the members present at 
a regularly called meeting. 

In October of 1900, Secretary Vose 
resigned, to take effect January 1, 
1901. Early in the latter year Frank- 
lin Overbagh was induced to accept 
the position. Mr. Overbagh continued 
in office as general secretary continu- 
ously up to January 1, 1928, when he 
was relieved of the exacting routine, 
and made permanent treasurer. His 
service to the industry is distinguished 
for its forthright fidelity, rugged in- 
tegrity and constructive character. 
Long may he wave! 

Supplementing the record:—at a 
meeting held May 4, 1927, a com- 
mittee presented a plan of reorganiz- 
ing the E. S. J. A. which was heartily 
approved by Mr. Overbagh. The 
multitudinous details carried on by 
him for so many years were becoming 
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Service-free 


Service ruins the disposition of all con- 
cerned. It costs money and customers. 
Avoid it. Buy and sell dynamic speakers 
on the basis of dependability. 


The powerful Sterling Dynamics employ 
time-tried and proven design. Our engi- 
neers concentrated on refinements, one of 
which makes the Sterling superior to all 
others on ordinary amplification. You play 
safe when you sell Sterling Dynamics. 
110 volt, 60-cycle chassis shown, $40 list. 
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For Dynamies?t 


The super-power tube is the remedy for 
what’s ailing when the customer com- 
plains about the Dynamic Speaker you 
sold him. This new Sterling power ampli- 
fier employs the 250 super-power tube—and 
think of it— only 838 list. 

If you have any sets in stock with ordinary 
amplification, add this amplifier and watch 
them sell. 

Old customers who have good sets will 
want it, too. 


Write for the Complete Sterling Catalog 
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Compare! 


Your customers want, first of all, good tone 
quality from their radios. Sell them Vari- 
tone Speakers for their present sets. The 
reproduction and volume of the Vari-tone 
is actually better than that of many dy- 
namics on ordinary amplification. Remark- 
ably engineered. 


To sell more low-priced radio sets equip 
them with the Vari-tone. Model R-2, as 
illustrated, only $25 list. Also available in 
stripped chassis and boxed chassis models 
at $14 and $18 list. 


THE STERLING MANUFACTURING COMPANY. CLEVELAND. O. 
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Profits! 


If a customer has a good D. C. radio, retain 
his good will by advising him to “‘electrify’ 
it with Sterling Power Units. Then you’re 
sure to sell him his next set and make two 


. 


profits. 

And have you ever figured the low cost of 
Sterling’s dependable line of test equip- 
ment—and the important part proper 
equipment plays in satisfying customers? 
The Universal A. C. and D. C. Tube Tester 


shown costs the dealer only $21 net. 
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Here are the salesmen of the Iron City Electric Co., Pitts- 
burgh, Pa., photographed in front of the main entrance of the 
new building at Sixth Avenue and Diamond St. 
left to right: Lineberry; Joe Haines; Curt Blumer; John Long- 


street; 
Frank Burbick. 
Front row, 
Widdersheim. 


Nick Robertson; Jobie Davis; 
Rear row: 
Weigle; George Hamilton; Jim Bacon; Mike O'Donnell, and Ed 


Elmer E. Gauss, and 
Bill Kline; Theo. Pfischner; Ed 





burdensome. He was glad to have 
Donald 
Tolles was appointed executive secre- 
tary November 14, 1927 and the office 
New York City, 

Mr. Overbagh’s 


a 
some one else carry on. E. 


removed _ to 
1928. 


appointment as treasurer was made, 


was 


January 1, 


without his solicitation, at a general 
meeting upon the recommendation of 
the executive committee. Mr. Over- 
bagh is recognized as one of the 
pioneers of the industry, having be- 
gun his labors in 1880-81 with Gold 
and Stock Telegraph Co., New York 
City, as secretary to the assistant gen- 
eral superintendent. Then, desiring 
to get into the practical end of the 
business, he was placed in the inspec- 
tion department. After a short serv- 
ice there he was transferred to the 
telephone exchange department where 
he supervised the construction of the 
Whitehall New York 
City and the Brooklyn exchange in 
Brooklyn. 


of service he resigned and became as- 


exchange in 
After about a further year 


sociated with the United Edison Co., 


of the Edison Electric Co., New York. ° 


Mr. Overbagh, therefore, has seen 
continuous service in the electrical in- 
dustry of forty-eight years. 

The joint committee of the east and 
west associations continued to function 
for some years. Their conferences 
were guided from October 1, 1904, on 
by Thomas M. Debevoise of New 
York, as legal advisor. In July, 1907, 
the Association was reorganized under 
the name of the National Electrical 


Supply Dealers Association and 
Franklin Oyerbagh was appointed 
When the Atlantic 
and Pacific divisions were set up, E. 
Donald Tolles became secretary in 
New York and Albert H. Elliot held 
like position in San Francisco. Mr. 
Elliot is the secretary of the Pacific 
Credit Association 


general secretary. 


Coast Electrical 
and has been since its organization in 
May of 1902. Mr. Tolles received 
his training in the office of the New 
York Electrical Credit Association, 
in which he served as secretary, be- 
fore his appointment to the jobbers 
association. The name of the asso- 
ciation was changed in 1908 to the 








This one will go into a lot of scrap- 
books, both East and West. On the left 


is C. H. (Chief) Wilson, manager of 
Lake States General Electric Supply 
Co., Republic Division, Cleveland. With 


him is W. J. (Jack) Manby, credit man- 
ager. 


Electrical Supply Jobbers Associa- 
tion, which held till the annual meet- 
ing June 4 to 8, 1928, when there 
came into being the National Elec- 
trical Wholesalers Association. 


* * * 


Chicago Acts As Host 


(Continued from Page 7) 


interest at the Chicago meeting. 

For the benefit of those who have 
not followed closely the activities of 
the National Electrical Wholesalers 
Association, the “set-up” of the asso- 
ciation will be briefly outlined. The 
association is governed by an execu- 
tive committee consisting of 15 mem- 
bers with 
mouthpiece for this committee in its 
relations with the associations and in 
all outside activities. G. E. Cullinan 
of the Graybar Electric Co., Inc., 
New York, is at present the chairman 
of this executive committee and the 
other members are as follows: H. R. 
Worthington, General Electric Supply 
Corp., Jacksonville, Fla.; E. M. 
Keatley, Virginian Electric, Inc., 
Charleston, W. Va.; W. J. Kranzer, 
Crannell, Nugent & Kranzer, New 
York; D. A. Hughes, Langdon- 
Hughes Electric Co., Utica; E. J. 
Coyle, Colonial Electric Co., Inc., 
Philadelphia; G. H. Wahn, Geo. H. 
Wahn Co., Boston; J. B. Terry, 
Terry-Durin Co., Cedar Rapids, Ia.; 
W. W. Low, Electric Appliance Co., 
Chicago; F. W. Greusel, G-Q Electric 
Co., Milwaukee; W. R. Herstein, 


a chairman who is _ the 
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Noma Lights Make Christmas 
Merrier Indoors and 
Outdoors 





Christmas. Nomas will glorify everything in 

their windows—on their counters. They give 
stores a Christmas look that stimulates Christmas busi- 
ness. Keep them lighted and twinkling. Urge them to 
let people know that they have the wonderful color 
lights that are being advertised in full color pages—glow- 
i “VENING 
Post, Lapres’ Home JournaL, HArper’s MAGAZINE, 
ScRIBNER’S, Worup’s Work, Review or ReEvIEws, 
GOLDEN Book and ATLANTIC Montutiy. Both class and 
mass get the Noma story and will buy Noma outfits. 


i ET your dealers to display Noma Lights long before 















Complete catalog 
on request. Ask 







‘Decorating with 


Cole rlicht 


Plans jor Parties 
“the “lt rere neh , 











Send for your advance copy of this 
brilliant new book. 

48 pages printed in four colors 
brimful of brand new decorative 
ideas for parties, balls and all social 
occasions. 

This book means a year-around 
business for you on Noma Color- 
Light strings. Sent FREE to you 
on request. Ask us for a copy. 


Make early displays of 


NOMA LIGHTS 
Me Capture early sales-carly profits / 


This year will also be distinguished by still finer and 
fuller co-operation throughout the great electrical indus- 
try to make Christmas more beautiful and more memor- 
able everywhere by the radiant charm of color light— 
indoors and outdoors. Y ou will benefit if you use these facts. 

Get dealers to make early displays and they will make 
early sales. 

Noma Color-Light Strings are quality products featuring 
genuine G. E. MAZDA Lamps of sparkling brilliance and 
rich colors, rugged and durable. 

Noma Extectric CoRPORATION 
340-346 Hudson Street, New York. 


‘VYYYTYYy 
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© 1928 N. E. Corp. 
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Manager C. A. Strouss, of Graybar’s Youngstown, O., branch, was out, but we 
hated to leave without a picture, and here it is. Left to right: Ford Reed; H. M. 
McCleery; Mrs. M. W. Glasgow; M. W. Glasgow; A. M. Erwin, and Joe Kryzancic. 
Joe was in the last picture five years ago and says he’ll be on deck for the next one 


in 1933. 





General Electric Supply Corp., Mem- 
phis; J. A. Duncan, Illinois Electric 
Co., Chicago; H. O. Smith, Hard- 
ware & Supply Co., Akron, O.; H. L. 
Harper, Graybar Electric Co., Los 
Angeles; A. J. Cole, The McGraw 
Electric Co., Omaha. 

Working under this executive com- 
mittee is a staff upon which devolves 
the execution of the various plans and 
activities undertaken by the asocia- 
tion. This staff consists of E. Donald 
Tolles, managing director and execu- 
tive secretary, whose offices are at 165 
York. Dana T. 
Ackerly is the counsel for the associa- 
tion, also located in New York. There 


Broadway, New 


is also a division secretary, Albert H. 
Elliott, who is secretary of the Pacif- 
ic Division and who is located at 
San Francisco, Calif. Franklin Over- 
bagh of Chicago is the treasurer of 
the association. Finally there are 
three division chairmen who act as ex- 
officio members of the executive com- 
mittee, they being W. E. Robertson 
of Buffalo—Atlantic Division, L. T. 
Central Divi- 
sion, and D. E. Harris of San Fran- 


Milnor of Cincinnati 


cisco—Pacific Division. 

All activities of the association hav- 
ing to do with the various products 
handled by the members are carried 
on by special committees, of which 
there are no less than 12. In addition 
to these committees there are also 
committees on finance, auditing, na- 
tional meeting program, co-operative 
relations, chamber of commerce coun- 


cilor—U. S. A., national fire protec- 


tion association, freight classifications, 
committee on committees, insurance, 
catalog, dealer co-operation, simplifi- 
cation, new members, and U. S. 
Chamber of Commerce Referendum. 
In other words, there are all told 26 
committees at the present time, and 
when it is remembered that on the 
average these committees are com- 
posed of at least a dozen men it can 
be seen how large a portion of the 
membership is brought into active 
work upon the affairs of the associa- 


tion. 
* * * 


E. Donald Tolles 


(Continued from Page 16) 


to members would be such an activity 
as the ‘Course in Salesmanship for 
for Members’ Salesmen’ which was 
conducted last year by the Association 
and resulted in the awarding of 507 
diplomas. I am certain that most of 
the salesmen who completed that 
course must be better salesmen now, 
and better salesmen in our members’ 
employ must result in more profitable 
sales.” 

“Would you consider the benefits 
derived from the adoption of a uni- 
form cost accounting system as in- 
tangible?” 

“No. In my opinion, there are suf- 
ficient tangible results accruing to 
members who have adopted, either in 
whole or in part, the uniform account- 
ing system which was prepared and 
made available for the members. 

“Other activities of the Association 


which have produced what I term 
‘Semi-Tangible’ benefits would in- 
clude the economic savings in the re- 
handling of electrical merchandise due 
to improvements in the method of 
packing and marking such merchan- 
dise intended for re-sale. I refer to 
the work of our twelve merchandise 
committees, many of whose recom- 
mendations have been adopted by the 
manufacturers. 

“Among other ‘Semi-Intangibles,’ I 
would include the results secured by 
members who followed the recommen- 
dations of our committee on methods 
and forms which provided approved 
forms for use in receiving and ship- 
ping departments, and suggested the 
adoption of time-saving office devices. 
In this same class I would include 
benefits derived through an exchange 
of information on operating costs be- 
tween members doing comparable busi- 
ness. 

“The Monthly Review published by 
the Association, giving a digest of cur- 
rent trade magazine articles keeps 
members up to date on news of a 
special interest to wholesalers and as 
time savers for executives, has a real 
though indeterminate value. 

“The Association’s work in bringing 
about a_ standard-sized and colored 
sheet to be used by manufacturers in 
publishing price information has _ re- 
sulted in certain saving in time and 
labor in members’ offices, and should 
be mentioned as another example of a 
semi-tangible benefit. 

“Other activities already inaugur- 
ated or contemplated which should 
produce partly tangible results for 
members are studies of the cost of 
operating and methods of compensat- 
ing for salesmen’s automobiles and for 
delivery trucks. Another study in 
this same category is one which the 
Department of Commerce of the 
United States has agreed to under- 
take in behalf of electrical wholesalers 
which will furnish data on the import- 
ant subject of formulas which may be 
used by any wholesaler to quickly 
compute actual cost figures for any 
department or for any specific com- 
modity. This is a study similar to 
that which the Department of Com- 
merce has completed for wholesale 
hardware, grocery and dry goods as- 
sociations.” 

“What do you class as strictly tan- 
gible benefits that the Association 
renders its members?” 

“T would include in this class the 
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p FUSE PLUGS 


with the Cap / 


[See Easy] 










































BRYANT "PYROTITE” FUSE 
pct (ENLARGED THREE TIMES) 
She most accurately 
calihraled fuse 
on the market 





-- 


Fusine Point in CENTER, 
— Can Be Piainty SEEN — 


"PYROTITE" Order through 


WITH THE your Jobber 


C-E-Z-1O0 CAP 


THE BRYANT ELECTRIC COMPANY, BRIDGEPORT, CONN., U.S. A. 
New York Philadelphia Chicago San Francisco 
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IMURRAY 


METER SERVICE SWITCHES 


Accessible Main 


Fuses 






And 
Combined with 


Accessible 


Branch Fuses 





Types 
to Suit All 


Requirements 





Easy Wiring is 





Characteristic 
of Every 
Murray Switch 


Catalog on Request 


METROPOLITAN 
DEVICE GORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN: NEW YORK 








CHICAGO PITTSBURGH DETROIT 
PHILADELPHIA ST. LOUIS MINNEAPOLIS 
BOSTON ATLANTA SEATTLE 





DALLAS 


Saaieeinieiaeaeseanencbeiasmasasienel _— 




















savings to members, which have easily 
run into many thousands of dollars, 


| through the activities of our automo- 


bile insurance and catalog committees. 
These two departments have operated 
smoothly for a number of years. The 
former represents no investment but 
the latter includes equipment for pre- 


| paring members’ catalogs, represent- 


ing an investment of something over 
$50,000.00.” 

“Do you believe that your members 
realize that they are receiving such 


| substantial benefits as you have men- 
| tioned?” 


“No,” was the reply, “I do not be- 
lieve that many members stop to fig- 
ure out just what the Association 
means to them. Most men are thor- 
oughly occupied in solving their indi- 
vidual problems met in the conduct of 
their business locally. A few members 
and some non-members have an hon- 
est but erroneous opinion that the As- 
sociation will accomplish little or 
nothing unless in some miraculous and 
mysterious way it were to compel the 
contractors to purchase only from the 
wholesaler, restrict the manufacturers’ 
sales to wholesalers, and eliminate the 
central stations as merchandising fac- 
tors.” 

“The executives of the Association 
are not unmindful that in some cases 
the relations with contractors, manu- 
facturers and central stations are not 
entirely satisfactory, but if an im- 
provement in these relations is to be 
brought about, it can be done only 
through individual presentation of 
facts in such a way as to demonstrate 
to these other three branches of the 
industry, the decided advantages to 
themselves of fully utilizing the 


| wholesalers’ economic service, and that 


is a job that takes study, time, and 
patient effort.” 

“What, finally, do you think, among 
all the benefits that you have men- 
tioned, members prize highest ?”’ 

“It is my observation that a mem- 
ber gets more out of something that I 
haven’t mentioned at all. It is the 
satisfaction that he ex periegces 
through contributing his time and his 
money to the support of the only na- 
tional organization which is being con- 
ducted for the benefit of his branch 
of the business, and while he realizes 
that a non-member secures most of 
these benefits in the same proportion, 
he welcomes the chance to get into the 
ranks and contribute his share for the 
commercial well-being of all.” 
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No Dead Stock 


You are not taking any chances when you catalog 
and carry a complete working stock of the switches 
and accessories included in the 


Noark Meter Service System 


Just be sure you keep abreast of the rulings 

of the various central stations in your territory 

and that your salesmen know the Noark line well enough to trans- 
late your contractors’ needs into an order. You’ll get an active and 
profitable turnover at all times. 


CoLT’s PATENT FIRE ARMS MFc. Co. 








oattSOO ELECTRICAL DIVISION soccSECO 
| a iin HARTFORD, ConneEcTICUT, U.S. A. (Cur) capacity. All fuses 


NEW YORK - BOSTON - PHILADELPHIA - PITTSBURGH - CHICAG) - SAN FRANCISCO _33-S-53 
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Now i ve — 


August Division 


Sold through = | ""= 
E. H. Bernhardt 
the Jobber yer 
“Over the , 
This Home Motor 


CE . | : 
mn hag Ae oo Dealer S Counter 


tric. Retails at 


$18.50 


















ERE are sales ideas and concrete selling plans 
to help the jobber’s salesman increase his 
volume. 
Newest Vacuum Cleaner 
Merchandising Idea 


A complete store demonstration plan that actually 


Motor-Driven Beating Brush Clean- 
AR ’ . . —w 62.50. N 39.50. 
sells cleaners “over the dealer's counter.” Get it— - | rie War nat be 


be posted. 
Home Motor Campaign 
Public Utilities and other aggressive merchandisers 
have learned that this plan makes the Home Motor 
an excellent special campaign item. Special 
brochures to individual prospects written over your 
eager name are supplied on your request. Get the de- 
from $14.25 to $22.50 tails. : 





H : Jewelers Lathe Motors retailing at 
Hair Dryer For Christmas Pg ee Pe 


Special Christmas circulars are available for your 
dealers. Write for them. 
An Exclusive Plan to 

Increase Vibrator Sales 
Hamilton Beach vibrators are the only ones sold 
with the complete “Health and How to Get It” 
book. It tells the customer how to get results. 

Drink Heater Sells Drinks 
Do you call on soda fountains? If so write for 
sales plan on this new appliance. 


The Home Market Fractional H. P. Motor for General 

For Drink Mixers purpose use. Retails at $25.00 
The superior quality of malted milk and other 
mixed drinks, mixed with an electric drink mixer 
Full line of Vibrators retailing at has opened the home market for this appliance— 

$16.50 to $28.50 Get full information on this for your dealers. 

Power Motor Sales 
The No. 104 Power Motor meets the increasing 
demand for buffing, grinding and polishing work. 

A New Market for 

Jewelers Lathe Motors 
Radio manufacturers and others have found this 
lathe motor excellent for winding coils and other 
industrial uses. Special information is available, to 
use when selling factories. 
Hamilton Beach Cooperates 

Weare always glad to hear from jobber’s salesmen. 
Write us for the helpful material outlined above. 


HAMILTON BEACH MFG. co. Drink Mixers retailing at $18.50 


unit Drink Heater retailing 
at $9.75 , Racine Wisconsin and $22.00. 
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HICAGO 


Us an Electrical 
Wholesaling Center 


Alter Co., Harry 

Amber Elec’l Supply Co. 
American Elec’l Supply Co. 
Ashland Elee. Co. 

Belasco Elec. Supply Co. 
Braun Co., W. C. 

Bright Light Co. 

C &H Elec'l Supply Co. 
Central States G. E. Sup. Co. 
Chicago Elec’l Supply Co. 
Co-op Elec. Supply Co. 
Efengee Elec] Supply Co. 
Electric Appliance Co. 


Electrical Merchandising Corp. 


Englewood Elec. Sup. Co. 
Gould & Co., L. 

Graybar Elec. Co., Ine. 
Hawkins Elec. Co. 

Hyland Elee’l Supply Co. 
I!linois Elee. Co. 

Illinois Fix. & Elec] Sup. Co. 
Illuminating Elec. Co. 


Incandescent Supply Co. 









Inland Elec. Co. 

Kaplan Elec’! Sup. Co. 
Kubec Elec. Co. 

Lake Shore Elec. Co. 
Lindgren Elec. Sup. Co. 
Linhart Elec. Co. 
Manhattan Elec’! Sup. Co., Ine. 
Merchants Elec’l Supply Co. 
Metropolitan Elec’l Sup. Co. 
Middle States Elec. Co. 
Monarch Elec. & Wire Co. 
New England Mills Co. 
Reiman, Inc., Otto 

Revere Elec. Co. 

Roepke Elec. Co. 

Siegal Elec. Sup. Co. 
Steiner Elec. Co. 

Superior Elec. Sup. Co. 
Trans-Continental Elec. Co. 
Triangle Elec. Co. 

Wabash Elec. Co. 

Weinberg & Co. 

Welsbach Co. 
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HARRY ALTER CO, 18th & 
Michigan. 

Harry Alter, Pres.; Arthur 
Alter, Vice-Pres.; Leo Alter, 
Sec’y. 





ENGLEWOOD ELEC. SUP. 
CO., 5725 S. Halsted St. 

S. H. Albiez, Pres.; A. N. Anix- 
ter, Sec’y. 

A total of 46 electri- 
cal wholesalers are lo- 
‘tated in’ the city of 
Chicago, 64% of them 
confining their opera- 
tions to the city and its 
suburbs and 36% cov- 
ering the city and por- 
tions of nearby states. 





Two thousand execu- 
tives and employes are 
on their combined pay- 





| 
| MONARCH ELEC. & WIRE 
CO., 662 W. Adams Street. rolls. 
IL. A. Schwab, Pres.; A. G. 
Schwab, Vice-Pres. 


| CHICAGO 
WHOLESALERS 





LINHART ELEC. CO. 2449 
N. Cicero Ave. 
A. J. Linhart, Pres. 


ILLINOIS ELEC. CO., 314 W. 
Madison Street. 
J. C. Schraidtbowr, Pres.; J. A. 
Duncan, Vice-Pres. 
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ASHLAND ELEC. CO., 1517 
Haddon Ave. 
T. Andrazyk, Sole Owner. 





REVERE ELEC. CO., 757 W. 
Jackson Blvd. 

Van N. Marker, Pres.; F. R. 
EKisemann, Sec’y. 





ILLUMINATING ELEC. CO., 
1133 W. Roosevelt Road. 

H. M. Schwartz, Pres.; B. H. 
Liberman, Vice-Pres. 


SEE SRC iad a dae =. 
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AMBER ELEC’L SUPPLY 
CO., 533 W. Madison St. 

Nat Brenner, Pres.; A. D. Bern- 
stein, Vice-Pres. 


MIDDLE STATES ELEC. CO., INCANDESCENT SUPPLY 
560° W. Monroe St. CO., 160 W. Lake Street. 

P. Ww. Greene, Pres.; A, O. B. Newland, Pres.; B. Jankel- 
Potts, Vice-Pres.; G. B. Stanely, son, Vice-Pres.; L. Newland, 
Sec’y. They occupy a total Sec’y. 


TRIC CO. 


re 
| re 


INLAND ELEC. CO., lf 
Wells Street. 


Richard Kraft, Pres.;_ E. 


Stapleton, Vice-Pres. 





WELSBACH CQO., 629 
Washington Blvd. 
M. E. Smith, Mgr. 








of 1,150,000 sq. ft. of 
floor space, or an av- 
erage of 25,000 sq. ft. 
to the house. Large as 
this area is, vet they 
could all be moved into 
the future Apparel 
Mart Building shown 


on the back page of 





this section and require 


b Ss if a ELECTRIC APPLIANCE CO, 
Ss i 
; but one-fifth of it. sete lattes ee 


W. W. Low, Pres.; Martin J 
Wolf, Vice-Pres, and Gen, Mgr 


CHICAGO 
WHOLESALERS 





W. ILLINOIS FIXTURE & METROPOLITAN ELEC’! 
ELEC’L SUP. CO., 56 West Lake SUP. CO., 180 West Lake Street 
Street. E. W. Getke, Pres.; Sol S 


I. M. Solomon, Pres, Mandel, Sec’y. 
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CO-OP ELEC. SUPPLY ‘GO., 
33 North Union St. 

H. D. Roseth, Pres.; L. Weinrib, 
Vice-Pres.; Frances Roseth, Sec’y. 





ROEPKE ELEC. CO., 124 N. OTTO REIMAN, INC., 756 WV 
Jefferson St. 7 Adams Street. 

Frank Roepke, Pres.; Frank R. Otto Reiman, Pres.; Milton Rei- 
Bieber, Sec’y. an, Vice-Pres.; Esther Otten, 

ieber, Sec’y | These wholesalers man ice-Pres Esther Otten 


Sec’y. 
carry an average stock 
of $100,000 and their || 
average annual sales | 
are $806,000 or a total || 
of nearly $26,000,000. || 
This business is divided _ || 
almost wholly between 





two classes — contrac- 
tor-dealer and indus- 





trial, in the proportion 





7 ( 


of 79.8%  contractor- 





a6 >» ‘ bs) 2O7 1 
L. GOULD & CO, 700 W. dealer and 20.2% in- 


Lake Street. ’ dustrial. LAKE SHORE ELEC. CO,, 
Leone Gould, Pres.; Geo. R. 106 N. Halsted St. 
Work, Vice-Pres.; Anton Johnson, V. W. Kimball, Prop. 


Sec’y. 


CHICAGO 
WHOLESALERS 








C & H ELEC’L SUPPLY CO AMERICAN ELEC’L SUP- BELASCO ELEC. SUPPLY 
1250 W. Roosevelt Road. PLY CO., 117 S. Morgan Street. CO., 2126 S. State Street. 
Charles Hechtenthal, Pres.; Sam C. E.. Browne, Pres.; A. F. Benj. B. Kaplan, Samuel Kap- 


Wittenberg, Vice-Pres. Hearl, Vice-Pres. lan, Partners. 
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KAPLAN ELEC’L SUP. CO., 
3141 Roosevelt Rd. 

Sam Kaplan, Pres.; Dora Kap- 
lan, Vice-Pres.; Lena Goldstein, 
Sec’y. 





TRIANGLE ELEC. CO., 600 
W. Adams St. 

N. L. Cohn, 
Cohn, Vice-Pres. 


Pres.; Leonard 
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HYLAND ELEC’L SUPPLY 


CO., 700 W. Jackson Blvd. 


M. C. Taradash, Pres.; S. J. 


Rosenthal, Vice-Pres. 








HAWKINS ELEC. CO., 1445 
Washington Blvd. 
R. W. Hawkins, Pres.; O. E. 
Frankenbush, Vice-Pres.; A. F 
Bordwell, Sec’y. W. C. BRAUN CO, 563 W. 
Randolph St. 
W. C. Braun, Pres.; J. J. Me- 
Guinnis, Vice-Pres. 














Seven of these whole- 
salers issue a general 
catalog only. Six issue 
price lists only. Eight- 
both 


lists and general cata- 


een issue price 


logs, while fifteen issue 


neither price list nor 





‘atalog. Practically all 





of them are located 
within a zone of one 
TRANS - CONTINENTAL 
ELEC. CO., 37 S. Desplaines St. 
Lewis A. Block & Harold E. 
Saper, Partners. 


mile from the “loop.” 


CHICAGO 
WHOLESALERS 





CENTRAL STATES G. E. 
SUP. CO., 326 South Wells Street. 
L. Sisskind, Pres. 


KUBEC ELEC. CO., 
Jackson Blvd. 
A. Kubec, Pres.; C. G. Yundt, 


628 W 


Vice-Pres.; N. C. Maxham, Sec’y 
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cts seestnes , ; 
WABASH ELEC. CO., 541 S. nt NT aaa 
Wabash Ave. oo aes ee pechiaanore 
L. E. Goodman, Pres.; R. R. 
Goodman, Sec’y. 
851 Washington Blvd. Milwaukee Avenue. 
Albert LL. Arenberg,  Pres.; L. A. Swartz, Pres.; T. G. 
C. A. Horn, Vice-Pres. Swartz, Vice-Pres.; L. Gottlieb, 


, Sec’y. 
At the present time, 


these Chicago whole- 
salers are employing 
414 salesmen or an av- 
erage of nine salesmen 
to the house and they 
are Classified as fol- 
lows: 228. city sales- 


men; 85 country sales- 








| : men, and 106 counter 
| ELECTRICAL  MERCHAN- 
| 


anes eunieis sie rock dee salesmen. 
— CORP., 674 West 63rd c MANHATTAN ELEC’L SUP. 
eg ee ee ey CO., INC. 108 West Illinois 
on eee ae ae - Street. 
Novey, Vice-Pres.; Ed. H. Bur- A. J. McGivern, Loc. Mgr. 


| dick, Sec’y. 


CHICAGO 
WHOLESALERS 





GRAYBAR ELEC. CO., INC., LINDGREN ELEC. SUP. CO., 
500 S. Clinton St. 9 South Clinton St. 
W. P. Hoagland, Loc. Mgr. O. E. Lindgren, Pres.; I. Lind- 


gren, Sec’y. 
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~~ 


SIEGAL 


ELECTRICAL SUPPLY Co. 


+ OXSTRIBUTORS - 








STEINER ELEC. CO., 210 S. 
Desplaines St. 
Geo. S. Steiner, Pres. 





SIEGAL ELEC. SUP. CO., 130 WEINBERG & CO., 870 Blue 
N. Clinton St. Island Ave. 
Irving H. Siegal, Pres.; J. Sie- Wm. Weinberg. Pres. 


gal, Vice-Pres.; Nat Siegal, Sec’y. 
Chicago wholesalers 


compensate their sales- 
men by the following 
methods: 31% pay 
straight salary; 41% 
pay salary and com- 


mission; 13% pay sal- 





ary and bonus; 10% 
pay straight commis- 


sion, and 5% pay sal- 





ary and share of the 


CHICAGO ELEC’L SUPPLY ; EFENGEE ELEC’L SUPPLY 
CO., 123 S. Jefferson St. . profits. CO., 12 N. Jefferson St. 

J. Emmet Dwyer, Pres.; B. V. Jos. Fink, Pres.; Saul Weinress, 
Williams, Vice-Pres. Vice-Pres.; Morris Fink, Sec’y. 


CHICAGO 
WHOLESALE! 


S 


a 





MERCHANTS ELEC’L SUP- SUPERIOR ELEC. SUP. CO., 
PLY CO., 1402 S. Crawford Ave. 4858 W. Lake St. 
Jos. Frank, Pres.; A. Frank, C. L. Steber, Pres.; W. C. 


Vice-Pres.; B. Frank, Sec’y. Schmidt, Vice-Pres. 
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One of the Indexes 


to Chicago’s The World’s 





Mightiest 
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Future as a 


Wholesale Center 
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Building Will 
Be Ready for 
the Fall of 





The Chicago Tower and Apparel Mart will 
be 880 ft. high, with more than 5,000,000 sq. 
ft. of floor area. A beautiful, city shopping 
street to run directly through it will be hardly 
more than an aisle in its great bulk. 


1930—More 

















ta wt a a 


than Twice as 





aT 






A 75-story tower will have offices to the ex- 
treme top, reached by direct elevator service 
without “changing cars.”” People at work up 
there will look out from a level only slightly 
below that of the top of the Eiffel Tower. The 
building will contain the world’s largest Ap- 
parel Mart, with separate passenger and 
freight elevators down to its own shipping 
platforms on 14 tracks of the Illinois Cen- 
tral Railroad. There will also be embodied 
the Chicago Tower Hotel, a city within it- 
self; two complete skyline clubs with pools 
and baths; a new type of garage; a 
whole series of exhibition and con- 
vention halls, with clear areas seldom 
achieved. 
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( ) N the Following Pages 
‘* 15 Presented an Exhibit 
of Electrical Products Ar- 
ranged for the Semt-Annual 
Convention of the National 
Electrical Wholesalers Asso- 
clation at the ‘Drake Hotel, 
Chicago, [linots. 


Se TTT LLL GLAU N OV. | 2th to 16th FT TTT TTL LLL LLL 











ATIONAL 
ECTRIS PROOUCTS 


S\N 








“<a XA 


National Electric’ 
National Metal Moldin’t 





ary 


vans 
nd 
ONS 
* 


NATIONA 


ELECTRIC PROOCVUC 









= 5 


Croducts Corporation 


Wivision++ Attsburah. Penna. 








70 THE JOBBER’SMAJ)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 














his Label 


and 


his Book 
















—a guide to the two essentials of effective indus- 
trial lighting —good equipment and correct speci- 
fications for the lighting installation. 


The Label is a mark of quality. It is a symbol 
of success in design and construction. It identifies 


BENJAMIN 
Certified Lighting Equipment 





When you recommend, specify or install reflec- 
tors or other units bearing the label “Certified by 
Benjamin” in accordance with the specifications 
and standards worked out in the ‘“‘Guide to Pro- 
ductive Lighting” you take the job out of price 





| competition. You can assure your customer the This Book is FREE 
| fullest benefits from his lighting system, plus pro- TO YOU 
| tection of his investment over a lifetime ‘of service. a a a 
This label and this book are the key to Lower Tate wt eee 
Production Costs, Less Spoilage, Fewer Accidents, reflector spacings and lamp sizes; 
Decreased Labor Turnover and Maximum Use of the reflector or unit to use for vari- 


ous conditions or plant operations; 
and a simple method of gauging 
the effectiveness of an industrial 


BUY BY THE LABEL AND GO BY THE BOOK lighting system. 


Benjamin Electric Mfg. Co. 


120-128 So. Sangamon Street 
New York Chicago, Ill. San Francisco 


Floor Space. 





© 1928 
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kK Nows the importance of high 

quality receptacles, plural plugs, 
Bakelite Plates and push buttons in 
promoting the extensive use of elec- 
trical appliances. Reynolite Devices 
are popular with jobber, dealer and 
contractor alike because of the skill, 
care and materials used in their design 
and manufacture. A protective mer- 
chandising policy and consistent price 
schedule insures a profit for all Job- 
bers who stock them. 


The quality of Reynolite Devices 
and our rigid policy of distribution 
will be maintained. 


Reynolite Division of 


REYNOLDS SPRING CO., 
JACKSON, MICH. 


Reynolite Bakelite Devices-Signal Equipment-Flood Lighting Units 
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— dealer is favorably 
impressed with Reynolite 
products. He recognizes quality 
of the highest degree in every 
device, good, indestructible con- 
struction, attractive designs and 
lustrous finish of the molded 
Bakelite. He quickly sees the ap- 
peal that Reynolite Devices 
make for the buyer who desires 
the best. When it is explained 
that the continually growing 


The utmost in sales and adve 
jobbers and their salesmen, 4 
er, to secure the maximum 

nolite Electrical B 
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Reynolite Bakelite Devices — Signal ; 
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demand has made possible a 
most attractive resale price, 
which is insuring profits, Rey- 
nolite Devices become, to him, 
the preeminent line. 


Items illustrated here are typ- 
ical of Reynolite Devices the 
dealer should carry. All are of 
rich brown Bakelite, light in 
weight, sturdy construction, as 
well as adequately efficient to 
the strictest electrical require- 
ments. 





rtising cooperation is offered 
nd through these to the deal- 
turnover and profit on Rey- 
B akelite products. 





Equipment — Flood Lighting Units 
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He will enjoy the ap- 
proval of the most discriminating client 
as well as a material profit made possible 
by Reynolite manufacturing facilities, 


volume and rigid sales policy 


Flood Lighting Units 





Reynolite Wiring Devices, Signal 


Equipment and Flood Lighting Units 
are the class of merchandise upon 


which any contractor can build a Iast- 


Reynolite Bakelite Devices 


fered Reynolite bells, buzzers, signal 
establishments offer especially fertile 
markets for this complete line, for in 
these products the contractor or dealer 
can furnish the most critical buyer a 
line of devices conforming to the high- 
est type of manufacturing excellence. 


profitably interested, there are now of- 
equipment and flood lights. 


ing reputation. 
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Shrough 





Rubber Insulated and 
Varnished Cambric Wire and Cable 


Ia. 

Okonite, Manson and Dundee Tapes 
Ia. 

Okocord—the troubleproof Portable Cord 


—and all other Okonite products— have never failed to 
satisfy the jobber or his customers. 


THE OKONITE COMPANY 


THE OKONITE-CALLENDER CABLE COMPANY, INC. 
FACTORIES: PASSAIC, N. J. PATERSON, N. J. 


SALES coe NEW YORK . eae * PITTSBURGH . ST. LOUIS . BOSTON ae CAL > 
ATLANTA . BIRMINGHAM AN FRANCISCO . LOS ANGELES ‘SS 
SEATTLE . DALLAS = a 


Novelty Electric Co., Philadelphia, Pa. F. D. Lawrence Electric Co., Cincinnati, O. J 
Canadian Representatives: Engineering Materials, Limited, Montreal 
Cuban Representatives: Victor G. Mendoza Co., Havana 
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ANNOUNCEMENT 


On September 15th, 1928, 
Hubbard and Company pur- 
chased the Pole Line Hard- 
ware Department including 
business and good will, of 
the Truscon Steel Company, 
Youngstown, Qhio: 

All operations. are ‘being 
absorbed, by the. Pittsburgh 
Plant of Hubbard and Com- 
pany. 





































PEIRCE 
EXPANSION BOLTS 
For attaching Second- 
ary Racks, Brackets, 
Wireholders, etc., to 















PEIRCE 
ANCHORING UNITS 
Make any standard 
machine bolt into 

g an expansion bolt. 








PEIRCE EXPANSION NUTS 
Furnished in a range of sizes rh ay 
adequate for attaching items ps 
weighing from a few ounces to , 
thousands of pounds. 








A 





PEIRCE PIPE 
OR CONDUIT 
HOOKS 
Unaffected by <% 


vibration. 











Beir is i 4 ne 
4 JOHN ¢ 
eer NOM MrT Foe Noor 

«Phere ig°a Peirce Expansion Unit for every 


Anchorage Réquirement. 
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Jor attachments to every type of masonry 
bs Be rapidly growing use -of brick, stone and concrete for building materials in modern construction 


has forced Electrical Industries to meet the requirements for a strong but simple method of making 
attachments to masonry: 





The-Peirce:Expansion Bolt has served faithfully for many years, and has been so generally success- 
ful that its principle hasbeen applied to a complete line of fittings for all types of masonry fastenings. 


The Petirce Expansion Nut has a practically unlimited field. It provides a positive anchorage which 
absolutely eliminates the stripping of soft lead threads which so often occurs in connection with expan- 
sion. shiéld attachments. 


Peirce Anchoring Units are designed to make any machine bolt into an expansion bolt. Preferably 
used with hexagonal head bolts, they may be applied singly or in multiple to furnish a holding power 
equal to the strength of the bolt itself. 












‘Peirce Conduit or Pipe Hooks provide an economical and quick method of hanging conduit or pipe 
Up'to’1%4-inch diameter. This fixture is in great demand by telephone companies and plumbing contractors. 


The addition of this new line to Hubbard and Company products opens up an immense field 
to Jobbers’ Salesmen. Peirce Expansion Units are in great demand not only by the Electrical 
Industry but by Contractors, Plumbers, Construction Engineering Companies and many others. 


/Hubbar ani COMPANY 


PITTS BURGH ” OAKLAND, CAL.“ CHICAGO 
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: FROM WIRE BAR TO FINISHED COPPER WIRE 











November, 1928 THE soBBER’S[A)SALESMAN 79 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





for your contractor-customers 
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1. Romex requires fewer 
fittings. 





2. Romex is lighter and 
easier to get to the 
joo. 

3. Romex 1s easier to fish 


through old walls. 


4. Romex reduces labor 
costs on new work. 


5. Romex gives a safer 
job. 


6. Romex can never rust 
—it will last as long as 
the house it is in. 


7. Romex shows a larger 
profit per job. 





If you would likemore in- 
formation about Romex, | 
write for the latest — ~ 
Romex booklet. 





RET) 





ROME WIRE COMPANY 
DIVISION of GENERAL CABLECORPORATION 
Rome, N. Y. 


ROME WIRE 


2814.9 








FROM WIRE BAR TO FINISHED COPPER WIRE 
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| 


OMES and places of public amusement, clubs, 

estaurants, hotels, hospitals, in fact wherever 
people gather, or where cooking or similar ac- 
tivities are carried on—these are all likely cus- 
tomers for BUFFALO BREEZO Ventilators. 
Comfort and health demand fresh air, at all 
seasons of the year, and the public is educated 
to the necessity of ventilating equipment even 
in smaller homes and apartments. 


The season has nothing to do with it. Buffalo 
BREEZO Fans can be sold to builders and 
owners at any time. Encourage your dealers 
always to be on the lookout for opportunities 


to sell Buffalo BREEZOS. 
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‘His always m 
if VITAL Matter * 








- NDUSTRIAL plants, garages, paint 
shops, laundries, food factories and 
other locations almost without number 
can easily be sold BUFFALO BREEZO 
Fans. And here, too, the time of the 
year plays no part whatever in the 
situation. There is the same danger of 
contaminated air in a garage in the 
winter as in the summer. And when 
heating plants are in operation there is 
often more need for forced ventilation 
than when the windows are all open 
in warm weather. 


















BUFFALO BREEZO Fans have every feature to fit 
them for the largest or smallest job. In addition, they 
are a Jobber Proposition. Don’t overlook either ad- 
vantage. 





Buffalo Forge Company 


201 Mortimer St. Buffalo, N. Y. 


In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
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ELECTRICAL APPLIANCES 
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~and here are our 
wa 3 Specials ~ 
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Perc-O-Toaster 


Sales Managers 


and Salesmen! 


Here is a line that is breaking all records 
for turn over. Your dealers will do a great 
business with these three numbers. Make 
sure they’re well stocked. 


The Perc-O-Toaster combines a fast, effi- 
cient six-cup percolator that may be washed 
in water without any harm and a fast 
toaster of the “Flat” type in one beauti- 
ful, harmonious unit. 






Se 


for tioliday Trade 






The “Old South’”’ Waffle Iron is equipped 
with a heat indicator ‘““That Tells the Tem- 
perature” exactly inside the iron. Now— 
never a spoiled waffle. 


The reliable Armstrong Table Stove needs 
no introduction. It has been a great Christ- 
mas seller for years. Now it is made in 
colors, too—green, blue, yellow, and red. 


Be prepared—make sure you re well stocked. 
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Every electrical jobber finds his success, 
in the long run, is tied up with the char- 
acter of the merchandise he handles. 
The consistent adherence to the highest 
standard of quality has made the name 
“Robbins & Myers” a symbol for excel- 
lence in fans and motors. Selling is made 
much easier when you solicit orders on 
the reputation of that name. For deal- 
ers also know that for thirty years the 
utmost in service and value has been 
expected, and obtained, from R & M 
Products. 


| KGL GEES GIOS DELLE RI SE IEG ME EE cE ERTS MEEBO AGERE ELS WLI ERE 


TAGE RelA DROS 


ROBBINS & MYERS, INC. 
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je ave the essentials 
Success 

















| 

! \ 

, [ The popularity of R & M Fans, resulting : \ 

~ IE from their satisfactory performance, from * \ 

‘ the beginning is a material asset to your | \ 

e dealers. It is not too early to begin ' \ 

|. @ planning your next summer’s campaign. \ 

¢ #® Watch for further announcements. \ 
: R & M Motors occupy the same high | 
e — Place in industrial applications as R & M - : 
n | Fans hold in their field. All R & M : 
M — Products are priced to meet competition 
and allow all a generous profit. 
: — 
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Every Light a Con- 
trollable Unit with 
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A Fixture Switch 
om sb hu “8 
Better factory, store and office lighting 
will give you the biggest —_ by i 
tunity you have ever had. ot ae 
new Levolier Fixture Switc hosed 
easiest, most economical and er “0 
liable ‘means of individual _ on 
the big lamp units you can offer y 
customers. 





The new Levolier Fixture Switch we 
stand up even under the aoe i 
weat and tear of switching a CO sige 
watt gas-filled lamp. be =~ < 
away from the heat of the ate 
easily installed “et oe 7 a 

itch an 
conduit, wall swi — 
individual control at least cost is 1 
perative. 


‘ scloel 
Wa I eyoliel rixture SWIIChes 
1 nWxed LOL Leyes? 












These 
will Help 
“Say it with 


There are two big reasons for every 


jobber’s salesman always keeping McGill 


products in mind and complete informa- 
tion and samples at his finger tips. 


First, they are the best known and 


most universally accepted of their kind 
anywhere. 


Second, they are the most consist- 


ently and persistently advertised of 
their kind anywhere. 


The performance of McGill prod- 
ucts and McGill service to your 
customers maintain a continuing 
good will. Back of this and back 
of you is conspicuous advertising 
reaching every phase of industry, 
and every branch of merchandis- 


ing. 


While you are meeting old 
friends everywhere you will find 
new customers and new uses 


for McGill products no matter 
where you go. 


We will be glad to keep you 
supplied with the latest in- 
formation on McGill products 


—send us a line or call us up 
at any time. 





Send for 
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Better Lamp Protection 


Convenience, 
Economy, Com- 















fort in the Con- 

: wand than 
: trol of Ceiling 
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Lights with LOXON 
Sh Levetter a When you sell McGill lamp Suards you sel] 


a two-way — 
| aan : Protection they absolutely adie 
° Ags ) -uxra tl « and unaut a en 
Wie 8 | te | ul | SU if e 3 ‘in. horized removal of the 
‘ In almost any industry 
the losses from breakage 


lam p 


2 : — they cut dow 
Cuts down installation cost by elimi i ie 

‘ * oe ‘ os eck u ; ~rheres P 
nating conduit, wiring and switch [PY Guar. 2 er You'll see that Loxon 
Persistently demanded 
C universal Satisfaction 


are the most 


box. Cuts down operating cost, as [24 are giving the mo 


to the trade and to the 


it uses but one-third the current ie seca ser. McGill guards 


when dim and gives oneseventh fF most recent service tt _ eo new as the 
: aj he pascy, ere On Bain Stee 
the light. : Passwords to an order — 


everywhere are 
BRIGHT--DIM--OFF “TOW are you fixed for McGill . 

An irresistible selling feature, the 

most novel and practical ever 

given to the fixture trade for set- 

ting up a new interest in and de- 

mand for ceiling fixtures. 


Don’t fail to show it to 
MANUFAC a 08598, {eae © OF 


your customers. BN) Electrical Eities of Quality 
INDIANA 


Samples 
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There’s a Market for 
As Big as All- 


And a Fixture for 


NATION ALL Y 


Every architect and builder appreciates the 
value of good outdoor illumination as evi- 
denced by the extensive use of Herwig Fix- 
tures on Apartments, Hotels, Clubs, as well 
as Residences, Bungalows, Churches, Garages 
and Public Buildings. For Herwig Cast 
Metal Outdoor fixtures represent a unique 
combination of sturdy construction with 
tasteful design. There are HERWIG Fixtures 
to suit any requirement, from a 
small inexpensive Lantern suit- 
able for a Bungalow, to the more 
elaborate and costly fixtures re- 
quired on the highest class of 
Public Buildings. 


THE HERWI( 


1753-9 Sedgwick St. 
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TEAST METAL 
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\Y 


IGHTING FD Jy 
HERWIG Fi ixtures 


=e INT Six X Yes AS KT «" Ws We > Ss 
Out-Doors 


Every Outdoor Purpose 
ADVE RELS & 


Your salesmen should get familiar with the 
Herwig line so as to acquaint the Electrical 
Dealers and Contractors with the profitable 
possibilities for them in selling Herwig Out- 
door Fixtures. National advertising has made 
the name HERWIG known throughout the 
country to Jobbers, Dealers and Contractors, 
and the excellent quality of the Fixtures is 


having its inevitable effect upon contractors 
and builders, who have once used any 
of the line. 


That other live-wire Jobbers have 
cashed in on the Herwig line is evident 
from the fact that over 40% of our sales 
this year have been made through the , 
Jobber. If you are not on our list, this 
is a splendid time to get acquainted. 


LOMPANY 
Chicago, IIl. 
Not so far 


from the 
DRAKE 


The Herwig Factory is 
only a short ride by surface 
car or cab from the Drake, 
and while in Chicago, Con- 
vention visitors are heartily 
invited to pay us a call and 
see Herwig Fixtures on dis- 
play. 
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JOBBERsS: Quality and service 


are affected by the 


In considering taking on any line, at the illustration above will con- 


: ‘ vince you of our capacity for a volume of 
the first interest should be in the sales production. This assures you of rapid deliveries. 


policy of the manufacturer. The Wadsworth Elec- It is our pride that 95% of all orders are 
<M f a ome lanl shipped the day received. 
tric Manufacturing Co., Inc., is definitely committe The tmaiiie wad. 


to a policy of selling through distributors and pro- et _ equipment is a big | 
; factor in the quality of 
tecting them. the product. 


>Pione ers 


Jobbers benefit from the pioneer work done by Wadsworth 
in the field of Safety Electric Switches. For Wadsworth 
was the pioneer advocate of Accessible Fuse Service 
Switches now becoming standard throughout the country. “4 
This position of leadership means the right development and ee soa ee 
progress in our field. Wadsworth switches will always be a Circuit Cabinet-2 Attached 


step ahead. 
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Preferenc C 


Line promotes prosperity 





| 666666. 
| 200000. 





No. 12 
Flush Type Cabinet 


Trim in Place 














In the Wadsworth complete line 
there is a meter service or industrial 








type switch for every condition and re- 





quirement. Contractors, chief electri- 
No. 12 
Flush Type Cabinet 
Roughed In 


cians, municipal inspectors, central sta- 
tion companies are all enthusiastic over 





the superior advantages of Wadsworth No. 238 


: : . Meter Service Switch 
Safety Electric Switches. Quality and jii°S pervic® cuter 





No. 2863 


Service built up this popularity and will ty 


maintain it. You can cash in on it. 


profitsm™ 





No. 1843 


Accessible Fuse 
Meter Test Type 


om 
oe 
‘a 





Accessible Fuse 
Meter Service Type 





No. 1769 


Accessible Fuse 
Industrial Type 





The demand for Wadsworth Safety Electric ager 


Switches is now large, and will increase from year Channel Banking Type 
with 2 Branch Circuits 


CRY | 
P “ey 


to year. Every sales and advertising help possible 
is being put behind the Wadsworth line making it 
profitable for jobbers to handle. 


Take on the Wadsworth line. 


Write for our Jobber Proposition 








No. 1451T 


- 
CTRICMFG@ING. ..83"3*,,. 





Dg WADSWORT 
Covington 








a a a RT 
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|Lighting 























HEN a lighting problem is 





encountered, let Ivanhoe 










help you solve it. 


Ivanhoe has consistently led in 






research and development in in- 









dustrial, commercial and residen- 






tial lighting. Years of intimate 






association and experience in all 







these lighting fields enable us to 






understand your problems and to 


cooperate in solving them quickly 













and correctly. 





Ivanhoe is the only complete 








Qe eee 


Mata Awa ra wana 






IVANHOE DIVISION 
CLEVELAND 
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Equipment 

















line of lighting equipment—for 
every need. The entire line is 
marketed under the well-known 
Ivanhoe policy of real profit and 
protection for the distributor, gen- 
uine value for the consumer, a 
square deal for all. 

Important new Ivanhoe products 
will soon be announced. Keep 
abreast of lighting progress by 
watching the Ivanhoe line. You are 
cordially invited to write us for 


information at any time. 


FOR INDUSTRIAL 
LIGHTING 


R L M Standard Dome Reflectors 
Porcelain-Enameled Bow! Reflectors 
Porcelain-Enameled Angle Reflectors 
Porcelain-Enameled Poster Board Reflectors 
Holders for Reflectors 

Glassteel Diffusers 

Vapor-Proof Units 

Weather-Proof Units 

Industrial Flood Lighting Units 
Industrial Spotlights 

Trutint Units 

Special Service Reflectors 
Miscellaneous Reflectors and Fittings 
















FOR COMMERCIAL 
LIGHTING 


The Trojan, fixture and glass 
The Juno, fixture and glass 
The Ace, fixture and glass 
The Keldon, fixture and glass 
The Tuscan, fixture and glass 


‘No. 5680, glassware and fixtures 


Ivanhoe Celestialite, fixture and glass 


Standard Fixtures for Commercial Lighting | 


DEPENDO Safety Fixtures for Commercial 
Lighting 

Glass Reflectors and Shades 

Trutint Units 


t 


} 
| 


















— 


SIUSWS/SUW/IV/SV/S OSU 


OF TRE MILLER CO. 
OHIO, U.S.A 








FOR RESIDENTIAL 
LIGHTING 


Four Distinct Lines of Lighting Fixture 


Rozelle Decorative Glassware 


| The Daylight Kitchen Unit 


The Ivadine (Dining Room) 
The Dyner (Dining Room) 


Enclosing Globes (Bed Room) 


Etched Glassware 
Cut Glassware 


Miscellaneous Lighting Glassware 
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Get Ready for Another 
Peak Period i7 


iD Cold We ather Months 


(JT is time to get busy to make the most 
ts the cold weather possibilities in the 
ILG Electric Ventilator market. 


Winter is here! Temperatures are 
; starting to drop and folks will stay more 
» indoors—with heat turned on and doors 
'and windows closed. 


And that means close, stuffy, un- 
| healthful atmosphere—the need of ILG 
Ventilation for stores, offices, homes, 
‘factories and public buildings  every- 

where. 


Your harvest in this fertile field 
depends upon the sales effort you put 
forth now. 


Let us remind you that ILG’S sales 
for the third quarter of 1928 were larger 
than any other quarter in the history of 


the ILG business. 


Make sure that you are familiar 
with what’s doing in the ILG Adverti- 
sing and Sales Program for the coming 
year. 


Write for details — TODAY ! 
ILG ELECTRIC VE CO. 


_ 2854 NORTH CRAWFORD AVENUE 


CHICAGO, ILLINOIS 


For Offices, Stores, 


Factories, Public Buildings, 
Theatres, Restaurants, Homes, etc. 
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Stirring an Entire Nation 
Bringing thousands of Customers 
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From Maine to Mexico—from the Statue of 
ee Liberty to the Golden Gate—all America 
is going BOND!... From every quarter 
come enthusiastic trade reports on the 
amazing volume of business which this 
spectacular selling effort is developing. 


Little wonder, when you consider the 
dynamic force behind this drive! ...A 
$500,000 appropriation by the Bond Elec- 
tric Corporation to acquaint the public 
with the change in its trade-name from 
“Yale” to “BOND”—to introduce its re- 
markable new line of colored Flashlights 
—to let every man and woman in the 


into Dealers Stores ! 

























S 10.000 in Prizes to the Public! 
$2.500 in Prizes to Retailers! 


$2.500 in Prizes to Jobbers’ Salesmen! 


country know of the unique advantage- 
which BOND Batteries and Flashlight: 
hold for them! 


$500,000 for advertising and selling. \v- 
cluding seven startling color-pages in the 
Saturday Evening Post—dramatic bi 
space newspaper advertisements in 97 key 
cities—sensational radio programs over 22 
important stations—striking window-di> 
plays and selling helps! . . . All tieing 1 
with the great $10,000 Slogan Contes! 
which has sent sales soaring and |! 
whooping up business in general for all 
authorized BOND Dealers. 
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»linto Action / 
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In each of the newspaper and magazine advertise- 
ments and in the radio broadcasting, only five of the 
' six principal BOND features are described. To 
: learn about the sixth or “mystery feature” of BonD 
Flashlights and Batteries the public is directed to a 
counter card displaying this feature which can be 
seen only in the store of an authorized BOND 
dealer. 






















A Contest 


planned directly to 


bring Customers into Your Store! 


Also, the special Contest Window Display —sup- 
plied free to authorized BonD Dealers—directs the 
public to come into your store to learn about the 
“mystery feature”. 


In all the advertisements and in the window display, 
the public is instructed to secure Contest Blanks 
through the dealer. 


$2500 in Awards to Dealers! 
Every Retailer has a Good Chance to Win! 


In addition to the $10,000 consumer prizes, we have appropriated $2500 for Dealer Prizes, to be distributed 
among those retailers extending the best cooperation during the Contest period. Any dealer in the country 
may enter this contest and any dealer—large or small—has an equal chance to win one of the big Cash Awards! 


Special Jobbers’ Salesmen Contest— 
: $2500 in Awards! 


We don’t want to leave the hard-working represen- 
tatives of the jobbers out of the prize-winning. So 
we have planned a special contest for Jobber Sales- 
men, also with big Cash Prizes. Full details will 
be supplied upon request. 


Get your Share of we Big Holiday Business! 


Don’t delay a moment in “getting in” on this great 
drive. The campaign already is in full swing and 
gaining momentum every day! Ina more convinc- 
ing way than ever before BOND is proving its 
right to leadership in the Flashlight and Battery 
field. If you haven’t stocked up on Bonp, do so now 
—your jobber will supply you with full particulars! 
If more convenient, address your inquiry here. 


BOND ELECTRIC CORPORATION 


formerly 


Yale Electric Corporation 





aves Chicago 
hts Manufacturers of 
. ; Radio “A”, “B” 
; and 
, ins “C” Batteries, 
» the Storage and 
big- Dry Batteries, 
kev Flashlights, 
99 Mono-Cells. 
er ce 
yeclis- 
ag in 
7 RADIO DEALERS 
ntest 


i, What a chance to bring in scores of new custom- 
d I $ ers for batteries and radio sets, too—by becom- 
i ing an authorized BOND dealwr and _ par- 
ticipating in this campaign! 


JERSEY CITY, N. J. 









San Francisco 





: @e Gk 

BOND again 
leads the field in 
offering the first 
flashlights equip- 
ped with colored 
Easy-Grip Fibre 
Tubes. Ask your 
jobber to show you 
Assortments 700 ° 
and 900. 


ees ereremscrnennnnnanttnnetanmaionene 
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A Gitts 





Jobber salesmen every- 
where report Hankscraft © 
appliances the fastest sell- : 
ing holiday appliances & 
in their entire catalogue. 4 
With a comprehensive © 
merchandising set-up to 
offer, salesmen report a ™ 
most enthusiastic recep- 
tion on the part of deal- 
ers. Special mailings and trade 
advertising has paved the way. 


Special Christmas window trims, 
counter cards, window streamers, 
and hangers, inserts and newspaper 
mats and cuts—all are furnished 
free to dealers. Special central sta- 
tion cooperation is also offered. 


The Egg-Ett $2 


Cooks 1 or 2 eggs under a water 
glass, as shown in the illustration. 
Works exactly like the larger 4-egg 
size, cooking in live steam. Starts 
in5seconds. One teaspoon of water 
for soft boiling, 
14% for medium, 
2 for hard. Shuts 
the electricity 
off when eggs are 
done. Foolproof. 





Guaranteed. 


The Egg-Ett 





The " Flt 


Saar ay 





Tke Hankscroft 
Egg Ccoker 





The Egg Cooker 
$5.50 


The gift worth while — 
the Hankscraft Electric 
Egg Cooker. New, novel, 
and practical. While you 
are eating your fruit or 
cereal, this new Hanks- 
craft automatic appliance will cook 
your eggs in live steam. 

And your eggs will be done ex- 
actly the way you want them every 
time. They will taste better, too, for 
they are cooked evenly throughout. 





Hankscraft Egg Service 


The Hankscraft Egg Service — 
consisting of the 4-egg size cooker, 
4 egg cups and an enameled bronze 
tray—furnishes a novel gift sugges- 
tion. Nothing like this has ever 
been offered before. Retails at 
$11.50. 


eS 








The Fairy 


Warmer $5 

Heats baby’s 
bottle accu- 
rately without 
watching. Starts 
warming baby’s 
bottle in five 
seconds. When 
baby’s bottle is 
heated to the 
correct temperature, Fairy turns 
the current off automatically. The 
milk is held at feeding temperature 
for half an hour. Never any chance 
of under-heating nor over-heating. 
No fuss. No muss. Any standard 
nursing bottle fits. 


Still Time To Start 


There is still time to share in the 
profits of the Hankscraft Appli- 
ances. This Christmas it's Egg 
Cookers! Write today for samples 
of the special sales promotion ma- 
terials, samples of the appliances 
themselves, together with full par- 
ticulars. Remember that there is 
still time to share in the profits! 


Fairy Warmer 


Note: Prices are slightly higher 
on the Pacific coast. 


Hankscraft Company 


Madison, Wisconsin 


Hankscraft Products are sold 
through Jobbers 
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TRIANGLE ARMORED CABLE 


All sizes from No. 14, two-conductor, to 
No. 2, three-conductor. 





“TRIEX” 


Non-metallic sheathed cable, sizes No. 
14-2 to No. 6-3. 





TRIANGLE RIGID STEEL CONDUIT 


Galvanized or black enameled; sizes 4” 
to 6”, elbows and couplings to match. 


TE 


TRIANGLE LEAD-ENCASED WIRE 


and cable; sizes from No. 14 to 1,000,000 
circular mills. 





TRIANGLE RUB- TRIANGLE 
BER-CO VERED ARMORED CABLE 
WIRE TOOL 





saves time, labor, and 
money on the job. Cuts 
clean; can’t even scratch 
insulation. 


code, intermediate and 
30%; sizes No. 18 to 
1,000,000 circular mills. 





TRIANGLE FLEXIBLE STEEL CONDUIT 


specially fine for heavy machine wiring, 
but good anywhere; sizes *%" to 3’ 
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The W 
—Trian gle’s 





Key ] Man 


HE TRIANGLE merchandising policy is 
founded on the dominant idea that we must 
earn your confidence and support, for your 
position in the industry makes you our most im- 
portant ally. 


Pearce, 


nas 


omar 


We begin to earn your confidence by manufac- 
turing each item in the Triangle line to meet a 
standard of quality more exacting than any other 
we know. Every wholesaler handling Triangle 
products knows that they are utterly dependable 
in any job for which they are made. 


Triangle products are priced to allow you a 
profit worthy of the cooperation you give us. 
Triangle advertising to your trade has used, and 
will continue to use, trade paper and direct mail 
to increase the high regard that contractors, 
engineers, and architects already have for Triangle 
products. 


If you can show us how to do a better job of 
helping you sell more Triangle products, please 
let us have your criticisms and suggestions. We'll 
value them. 


rr wef 


General Offices: Dry Harbor Road and Cooper Avenue, Brooklyn, N. Y. 
Factories: Brooklyn— Chicago — Butler, Pa. 
In Canada: Canadian Triangle Conduit Co., Ltd., Toronto 


TRIANGLE) ee BRAND 





TRIANGLE NON-METALLIC CONDUIT 
comes in special convenient cartons; 
tough and pliable; sizes 7 32” to 2°. 
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The New SQUARE D 
LIGHTER ... 





With Lugs in Mains 
Single Door 


All molded parts 
genuine BAKELITE 









With Main Fuses 
Door-in-Door 


All molded parts 
genuine BAKELITE 


With Main Switch 
Single Door 


All molded parts 
genuine BAKELITE 



















BRANCH 
OFFICES 


Boston 


BRANCH 
OFFICES 


Cincinnati 
















New York Chicago 
Philadelphia Milwaukee 
Baltimore Minneapolis 
Richmond Indianapolis 
Atlanta St. Louis 
Birmingham Kansas City 
Syracuse Dallas 
Buffalo Denver 
Pittsburgh Los Angeles 


Grand Rapids 


Cleveland 


San Francisco 


Portland 
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~ Panelboard.... 


SMALLER ... 


MANY NEW AND 
EXCLUSIVE FEATURES 


Designed and Built 
to SQUARE D Standards 


Square D has spared neither time nor en- 
gineering expense to make this new line of 
panelboards worthy of the Square D name— 
in appearance, serviceability, durability, 
safety, value. 


They are less bulky than previous types of 
panelboard —and lighter by far. Yet in- 
numerable construction features show what 
extraordinary attention has been paid to 
strength and capacity for heavy duty. 


Among the outstanding features, exclusive 
with Square D, is the use of genuine Bakelite, 
in walnut color, for all molded parts, 21 in 
number. Circuits, too, are designed with Bake- 
lite numbering buttons. 


Main switches of 60, 100 and 200 ampere 
Capacity are of the Square D improved brush 
type with exceptionally quick break—a new 
and exclusive design. 


Handles and panel trim adjusting screws areall 
chromium plated — another exclusive feature 
—as is the use of olive green dull finish on the 
standard trim. All metal parts are rust proofed. 


Another unusual feature, of great advantage 
in industrial use, is that plug fuses and car- 
tridge fuses are interchangeable — you need 
only remove the plug fuse section and replace 
it with one designed to hold cartridge fuses. 
This may be accomplished without removing 
the panel from the cabinet. 


These are but a few of the “high points” of 
design and construction that make Square D 
panelboards outstanding products in their field. 
The number of box sizes needed have been 
reduced—yet the line is complete—meeting 
every requirement of industrial service. 


Jobber representatives and Square D district 
managers will gladly submit quotations and 
give any desired information. 


136) 


SQUARE D COMPANY, DETROIT, U.S.A. 


FACTORIES AT: DETROIT, MICH., PERU, IND. 





ELECTRICAL 














EQUIPMENT 
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{t entra attic steps, Sw satya om 


Light serves a ith and signal fight | ‘ 











W/V, 
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FOR RADIO or Remote Lights 











A new - device 
that meets a daily need 


... & new Sales possibility for you 


| Son radio sets or appliances . . and for 
controlling remote lights in the cel- 
lar, attic and othe? places, the Hubbell 
Switch-Tap and Pilot Light provides new 
convenience that both user and elec- 
trician will want. 


In one unit this new device combines— 
a switch ...an outlet...a signal light. 
A two-gang box takes the whole com- 
bination thus saving time, labor and 
material. 


The Switch-Tap and Pilot Light is adapt- 
able for either radio and appliance or 
remote control of lights. 


No. 7281 for radio or appliances:—the 
radio or appliance plug is inserted in the 


a 


° 
Susteat 


Te-Slots. . . the “finger-grooved” outlet 
is given a quarter turn for power .. . 
and the jewel is a constant warning that 
the power is “on.” 


No. 7280 for remote control of lights: 
—the “finger-grooved” outlet controls 
remote lights . . . the jewel reminds that 
lights are “on”. Te-Slots, independent 
of switch and always alive, accommo- 
date any appliance. 

Radio and electrical supply shops will 
see sales in this new device as soon as 
you show them its triple convenience. 
Mail coupon for complete information. 


HARVEY HUBBELL, Incorporated 
BRIDGEPORT, CONNECTICUT, U. S. A. 


HUBBELL Switch Tap Pilot Light 





























Boston, Mass. 
176 Federal St. 


Atlanta, Georgia 
138 Marietta St. 
H. C. Biglin 


New York City, N. Y. 


30 East 42nd Str. 


Mail coupon to our nearest office 


Main Office: 


Bridgeport, Conn. 


Chicago. Illinois 


318 W. Washington Str. 


Denver, Colo. 
1109 Broadway 


The Sales Service Co. 


Philadelphia, Pa. 
Fifth Src. — 
Philadelphia Bourse 
(Exhibition Dept.) 


San Francisco, Cal. 
390 Fourth St. 
Garnett Young & Co. 








LEAL LD 
J. S. 11-28 


S Please send information on Hubbell Switch-Tap and Pilot Light 
S LO ee ee ae 
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po SPEAI. FOR 
7 THEMSELVES 


EMPLE SPEAKERS not only speak for themselves but sell themselves—for every 

demonstration means a sale. Compare them with anything the market offers in any 

price class. Compare the range, the quality, the volume, the clarity, the sensitivity 
—put them to any test and let them tell their own story. 

The Temple line offers Air Column, Air Chrome and Dynamic speakers—each a leader 
in its field—a line that is complete in itself. Every individual taste in tone or price 
may be satisfied with full assurance that the market offers nothing finer in quality, design 
or manufacture. There is but one Temple standard—the best. Every Temple speaker 
measures up to the slogan—“Leaders in Speaker Design.” 


A 
Complete Line 
in Itself 








































Each 
a Leader in 
Its Field 









Model 15 Air Column Speaker 


Brilliant—faithful—with a realism 
and tone value which brings the very 
broadcast to you—these are the out- 
standing characteristics of the Temple 
Model 15 Air Column Speaker. This is 
the famous Temple exponential air col- 
umn design upon which Temple success 
was founded—but now improved and 
better than ever. Delivers more volume 


Model 20 Air Chrome Speaker | ae Dynamic Speaker 


ity that is amazing. Encased in genuine 





























The sensational new development walnut, it combines character with Model 50 Temple Dynamic is a 
which has set a new standard in tone beauty—a welcome addition to every table model speaker for A. C., D. C. 
quality—Model 20 Temple Air home—$29.00. or Battery operation. In quality it is 





amazing. The low notes—clear down 
to the lowest register—are reproduced 
in their true values, round and mel- 
low, absolutely natural in their real- 
ism. The treble notes and overtones 
—all important for faithful reproduc- 
tion—display a tonal splendor that is 
startling. Volume aplenty for a small 


Chrome Speaker. Its reproduction is 
lifelike—the deep bass and the high 
trebles come through as if the very 
instruments were playing before you. 
Its open radiator consists of two sec- 
tions instead of one and the powerful 
Temple Double Action Unit insures a 
substantial increase in volume and 


The Temple Comparator 
Madeso Speakers 
may be compared 
andthe various 
characteristics /4 
of every type 
of reproduc- 















tonal range. tion ana- ei auditorium—yet it may be operated 
lyzed. The = at a whisper without loss of quality. 
Model 20 is encased in genuine Temple Comparator allows the com- ; 
walnut—pleasing and attractive—to paring of from two to five speakers Beauty is in every line—it is en- 
say the least—$29.00. —$3.50. cased in genuine walnut—$49.00. 








PLE \IPEAIKIERS 


TEMPLE, INC., 1937 S. Western Ave., CHICAGO, U.S.A. 
Leaders in Speaker Design 
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Better Lighting 
Ahead! 


More Profit in 


GLASSWARE 


for You! 


Don’t overlook the immense market today for 
better glassware. Better lighting demands it, 
buyers understand it and discriminate in favor of it. 
Every contractor-dealer finds ready sales for a line 
of glassware, exemplified by Cora Cased and Nuite 
Glassware, that fills every commercial and residence 
requirement. Are you letting this big opportunity 
slip away from you? 


A Ready Made Market 


We will show your men how to go after 
and secure this business. Call upon our sales 
organization and engineers for any possible 
help. Encourage your salesmen to give 
some time and thought to the lighting mar- 
ket; it will be to everybody’s advantage. 


WRITE US AT ONCE 





em 


Ask us about our 
Exclusive Unit Proposition 





Ch rough [ Job Ta 


CONSOLIDATED 


LAMP & GLASS COMPANY . CORAOPOLIS, PA. 

























106 THE JOBBER’SIJSALESMAN 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 








bell 


4OVE SHIELD AND SEE bi 
FETED INSTRUCTION ‘ 
SHeET TO wire » 
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“RM.” Fusible 
Motor Circuit 
Switch 









Magnetic 
Motor Starting 
Switch 










] ’ ¢ ° : 
tor the Combination is 


f 





Less than for the two separat 





This new “Circle T” line provides an cabinet will make this new linea money 
“R. M.” Type, Fusible Motor Circuit getter for the jobber’s salesman who 
Switch for disconnect enclosed in the calls upon Industrials. 


same cabinet with our compact Mag- Not only is the price for the combina- 
netic Motor Starter. tion less than for the two switches sep- 
arate, but the installation cost also is 
much less—one switch to mount and 
wire instead of two. 








With the growing demand in all In- 
dustrial Plants for Magnetic Motor 
Starting Switches, the convenience of 
having a disconnect switch in the same 








Now manufactured for 2 and 3 Wire, Single and Polyphase Serv- 
ice, 110 to 550 Volts, 25, 40 and 60 Cycle with Remote Control. 















Sold Through Jobhers 


THeTRUMBULLE Mrc.ComPANY 















Pla onn. 
gy ws t. BRANCH PANEL BOA al BOARD FACTORY AT soowherchinn Ral 
BOSTON PHILADELPHIA. SAN FRANCISCO 
1002 Statler Bidq. Bourse Bldq. 595 Mission St. 





ATLANTA 
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is thinking of the business 

JOBBER coming to him next year; 

the future is of more concern than the present. 

He is laying his lines for the increased demand, 

and he can see in A. C.L. wiring materials a big 

factor in long continued profit. “Better Wiring 

Materials” is our slogan, and increased volume and 

stronger demand for A.C. L. products from con- 

tractors and industrials, prove that we are living 

up to our slogan. Jobbers’ Salesmen are finding 

a iF it well worth while to follow through on every call 

p> &§ with a solicitation for A. C. L. Products. 

is 
d 


os “AVC” “ELECTRODUCT” 


“RED SEAL” “LOOMFLEX” 
BOXES FITTINGS 


AMERICAN CIRCULAR LOOM COMPANY 
90 West Street New York, N. Y. 
Offices In Principal Cities 


SSS SSRs Se 
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eet ENTIRELY NEW 


TRAINS & EQUIPMENT 
e Selling Fast! 


“President’s Special” 


See the Advanced ‘‘President’s Special’? Wide 
Gauge Train—Show it in your window as a display. 
It will assist in selling other merchandise. 


Anticipate Your Requirements! | | SIGNALS 


1 Automatic and 
| non-automatic _ sig- 
i} nals, lamp posts and 


If you have not seen the entirely NEW || cretsing cates of 
1928 American Flyer Rainbow Line by | 2s 
all means send for our handsome illus- || trans_ 
trated catalog—DO IT TO DAY! | 

Our manufactured stock is going fast 
and we are trying to keep ahead on all | 
models to help makeas many last minute || gyZewsedhactGne: 
deliveries as is humanly possible. Retaiszaseedup. 











Retail $2.85 and up. 


. Meet This Demand! 


The graceful lines; the brilliant colors; the spell- || limes : 
binding and fun-making features incorporated into || goa 


these 16 Entirely New Narrow and WideGaugeElectri- || out ‘citaio fenestrae. 


tively decorated in_ colors. 


cal Trains have certainly proved themselves winners. Priced according to size end fen- 





Our catalog, in Full Colors, completely 
describing and illustrating this Entirely New 
Line is NOW READY. Send for your copy 
today—acquaint yourself with the merchan- 
dise—then let us know your requirements 
before the holiday rush depletes our stocks. 







AMERICAN FLYER MFG. CO. 
2219-39 So. Halsted St. Chicago, II. 


NEW YORK CITY SAN FRANCISCO, CALIF. 
200 Fifth Ave. 660 Mission St. 
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am 


“Boost Your Sales with ABolites’’ 





(Porcelain-Enameled Reflectors) 

















Write for Catalog No. 179 


The ABolite Reflector Co. 


7500 Stanton Avenue Cleveland, Ohio 
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One Name 
to Remember 


One Source 


or all Quality Wire 


CRESCENT 
PRODUCTS 


“Crescent” National Electric 
Code Rubber Covered Wire and 
Cable 


Intermediate Grade Rubber Cov- 
ered Wire and Cable 


“Imperial” 30% Rubber Covered 
Wire and Cable 


“Crescent’ Lead Encased Wire 
and Cable 


“Crescent’’ Armored Cable 


“Crescent’’ Lead Covered’ Ar- 
mored Cable 


“Crescent” Flexible Metallic Con- 
duit 


Also Lamp, Heater, Brewery, 
Canvasite and _ Packinghouse 
Cords; Plain Rubber Sheathed 
and Braided Portable Cords; 
Elevator Lighting, Control and 
Annunciator Cables;  Border- 
light and Stage Cables; Damp- 
proof Office and Annunciator 
Wires and Cables; Special * 
Flexible Cords, Cordage and 
Cables for Telephone Instru- 
ments and Radio; Magnet 
wires—cotton and silk covered; 
Organ Wire and Cable. Bare 
and tinned copper wire and 
cables. 


You will do well to fix the name and trade-mark 
of the Crescent Insulated Wire and Cable Com- 
pany in your mind as a source of highest quality 
for all types of wire. And fix it in the mind of 
your contractor customers as well. For Crescent 
not only means a complete line of rubber covered 
from light fixture wire to 2,000,000 C.M. cable, 
lead-encased and armored, but every Crescent 
product represents 35 years’ experience and a de- 
termination to be satisfied with nothing but the 
best. 


Crescent carries complete stocks at the factory 
and in most principal cities. 


nsulated Wire and lable Co. 


CRESCENT ARMORED WIRE CO. 
TRENTON N.J. 


ving How in Every Crescent Product 


(RESCENT 


recommen tehge wi ow ii ee ag an nah ete ae ence tne 
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¥* SPECIAL OFFER * 
Cold Cash for Jobbing Salesmen 
x KK Y® 


We want to place 25,000 Vim-Ray window displays before Christmas. The 
popular home health service, STAR-Rite VIM RAY, is going so fast we are 
making this special introductory dealer offer—to push ii still faster. We are 
actually paying jobbing salesmen CASH for each special introductory order 
taken on this drive. Here is a I} Al. money-making offer for you—read it 
carefully: 

To introduce the STAR-Rite VIM RAY, retailing at $6.50, 
we are giving every dealer who orders 6 Vim Rays, and places the new, at- 
tractive, multi-colored display in his window, ~ 

$1.00 in CASH for every Introductory Dealer Order for 
6 or more STAR-Rite VIM RAYS. 
Here's a red-hot, live merchandising proposition: 
Actual cash for YOU, actual cash, in addition to regular 
profits for YOUR dealers, and volume sales because of 
the tremendous advertising through the educational win- 
dow displays and the product’s own salability from a 
health standpoint. 


Write today for full particulars—broadsides, manuals, and 
start on this nation-wide campaign NOW. 




















New model: 
$6.50 retail 






Stop that pain Yor frail. rundown | 
people 


instantly 





Vim-Ray (floor RHEUMATISM NEURALGIA. | * Be elieVes COLDS 
GRIPPE » FLU 


New Super 
model) with large reflector—a __NEURITIS_ SCIATICA 
powerful lamp. $15.00 retail. 


STAI 


ELECTRICAL NECESSITIES 
Fitzgerald Manufacturing Co. 


Torrington, Connecticut 


Canadian Fitzgerald Company, 95 King Street, East, Toronto, Ont. 
Makers Never-Leak Automotive Gaskets 
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Formerly Retailed at $5.00 


vvvvvvvvyv 


SUPER B 


No. 22308 


Formerly Retailed at $3.50 


NOW. . $2.95 


Also Reduction on 


other Burgess 
Radio Batteries ; 


BURGESS BATTERY 


General Sales Offices: 


COMPANY 
095 6 Cov. Vere 





November, 1928 





THE JOBBER’SJSALESMAN 





113 











Included 


among the 
Famous CeCo 
Tubes are 


A GENERAL PURPOSE 
type of tube for detector radio 
frequency or audio amplifier 
uses. Built in every type and 
variety to meet all ordinary 
set needs with the flawlessly 
beautiful reproduction only 


CeCo affords. 


POWER AMPLIFIERS. A group of 
seven marvelous amplifying tubes which af- 
ford as great or as little volume as you 
desire. For loads from 3 volts to 450. 
Priced from $2.50 to $12.00. 


RECTIFIER TUBES. For the conver- 
sion of alternating current into direct 
current, made in two types for use in 
A, B or C Eliminators or power packs. 


FULL-WAVE RECTIFIERS handling 
plate voltage up to 300 volts with amazing 
efficiency. 


HALF-WAVE RECTIFIERS for hand- 
ling plate voltages up to 750, delivering a 
direct current of 110 millamps with mini- 
mum voltage drop. 


SPECIAL PURPOSE TUBES. For ob- 
taining the most perfect results possible 
in radio. These include 


SPECIAL DETECTOR TUBE. Super- 
sensitive non-microphonic— non-critical to 
filament or plate voltages. 


SPECIAL HIGH MU TUBES for te- 
— and impedence coupled audio am- 
plifiers or in all audio frequency sockets. 


SPECIAL R.F. TUBES for higher volt- 
age amplification to build up weak signals 
without distortion. 


SCREEN GRID TUBES, R.F. or A-F. 
Amplifier for use in special circuits. The 
high voltage amplification assures excellent 
results on ° 


THE CECO A. C. 
TUBES 


The same remarkable results 
are available in the CeCo 
A.C. line as in the group of 
CeCo tubes designed for bat- 
tery use. They include: 


CECO A.C. DETECTOR AMPLIFIER 
TUBES (214 volts separate heater 5 prong 
type). An all around superior tube for 
operation on A.C. through a step down 
transformer $5.00 


CECO A.C. AMPLIFIERS for unusually 
excellent results on the radio frequency or 
audio stages $2.50 


CECO A.C. “HIGH MU” AMPLIFIER 
for use in resistance or impedence coupled 
amplifiers on A.C.; affords marked increase 
in volume without distortion.............$4.00 


CECO A.C. SCREEN GRID TUBES— 
5 prong special heater type for Radio Fre- 
quency or Audio Frequency amplification; 
affords voltage increase from 30 to 60 rer 
stage. Operates directly on A.C.......$8.U0) 


‘They Cost No More 








~ but Last Longer’ 
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CeCo Type J71-5 Volt 
% Amp. power Tube, 
using the new oxide 
filament. 


PRONOUNCED 
SEE- CO 
RADIO TUBES 


Steadier performance 
— longer life 








] HE acid test of any radio tube is the performance! 

And that is the big advantage you have in selling 
your trade CeCo Tubes — their outstanding and proven 
performance! 


The clearer tones—the greater sensitivity,and increased 
volume due in part to the exclusive CeCo method of 
evacuation, are the features that build CeCo sales volume 
for your dealers because of the satisfaction they give to 
customers. 

These factors, plus the longer CeCo dealer profit- 
margin, are a combination of selling advantages that win 
dealers and build profitable sales for you and your house. 

















handle CeCo Tubes, have 


If your house does not 


them write jor full particulars and tnformation 


CeCo MANUFACTURING CO.,, Inc. 


702 EDDY STREET, PROVIDENCE, R.L. 
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he atisfuction. 
of being 
(CERTAIN 


There’s a vast satisfaction in working with materials, or organ- 








izations, of known and dependable characteristics. Users of glass 
insulators appreciate their unvarying properties. Their transpar- 
ency, enabling instant detection of mechanical defects; their homo- 
geneity, giving uniform insulating value—their non-porosity, pre- 
cluding moisture absorption, and their permanence, unaffected by 
time, temperature or the elements. 


Sellers of glass insulators appreciate the known policy of the 
Hemingray Glass Company, once established and since maintained 
without change. We are looking forward to a continuation of 





those relations with the Electrical Jobber which have been mutu- 
ally profitable and pleasant in the past. 


HEMINGRAY GLASS COMPANY 
- Muncie, Indiana. 
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Finotay EVEREADY 
No. 2/2 











Not on thexenttre radip market if thefe 2 préd- 
uct, tliat will bring more! profits to Ahe Radio foh+ 
ber than Findlay} Metal Consoles. /Nq@ nfatrer 
what -set manufacturér you repres¢ut thege ds a 
Findlay Consol@ awaiting you. Ard nat oni are 
they big money-makers themselves’ but fhey hetp 
jebbers and dealers to sell more radio &ets/De- 
Sule ef their inherent attractiveness and opVige’s 
uttlity. 












og 
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Findlay Metal Corrseles 


represent the a 
and distinctive hee ts 


ALS 
kind in the field. as™their 
producers are the neers 
in the field and eS st 

oO 





A Findlay Metal 
Corrsole should be sold 
with-every table model 
fadio-set that you sell. 



























They.atfe made for manufacturers tal 
American.” Pierce Airo Radio Furniture. | 
Bosch* Philco Findlay ‘Jewel’ Lamps 
Atwatér Kent Radiola and Fixtures are. als in a 
Bremer-Tully Shamrock class by themsélves and 
Crosley Stewart Findlay ‘‘Sunbeam”s Health 
Eveready Warner Ray Therapeutic, Bamps, 
Fada Steinite too, meet a_ tremendgus™de- 
Polecai Zenith mand for this clas’, of ‘equip. 
Freed- ment. All Findlay ‘products 
Fiseman are “Sold Only\ Thry JSk- 
Graves bers.” q ’ 
Aloward 
Kolster 








i 
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it Takes Organization 


y T takes organization to build up and to hold the vol- 
ume of business which we are securing in the electrical 
~ industry today. 
In the background there is our modern plant in Pitts- 
burgh with facilities which make it possible to constantly 
maintain balance between production and sales. 


Stepping from the plant one finds the offices which 
contain a staff of competent help trained to appreciate the 
value of fast, courteous service. 











Spreading out over the entire country a sales force is 
constantly in action, rendering an assistance to our job- 
bers of unusual value. 


Then there are the products themselves, properly de- 
signed, carefully made, correctly priced, fitting every re- 
quirement of the electrical contractor. 


That is the kind of organization which accounts for 
the popularity of Steel City products among the electrical 
jobbers. 





Sold Through Jobbers 


STEEL CITY ELECTRIC COMPANY 
1207 COLUMBUS AVENUE, PITTSBURGH, PA. 
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‘ 


A Real Xmas for Jobber Salesmen 
Who Read and Act On This 


Message from 
"ic 


f JEWEL 


ple * A simple practical plan has been worked out for 
Se the jobber salesman who wishes to cash in on a 
little extra effort between now and the holidays. 














wEL 


The vacuum cleaner has always been the ideal 
Christmas gift. CLEMENTS-Jewel with its reputa- 
tion for mechanical excellence and quality construc- 
tion throughout and its offer of FREE Floor Polisher 
adds permanent good will to every sale, thus building 
both dealer and consumer confidence. 





Write for the special portfolio giving full details of 
the CLEMENTS-Jewel plan of co-operation with jobber 
salesmen. It directs the way not only to increased holi- 
day sales but to permanent and substantial business. 








The CLEMENTS-Jewel 
Sells on Store Demonstration 
Because 


On no other cleaner at anywhere near the price 
will you find '4 H.P. air cooled motor—Free Floor 
Polisher—Nozzle adjustable for Perfect Seal—aAll 
wood handle—Fully covered “lead-in” wires— 
Automatic shut-off hose connection which makes 
use of attachments attractive and _practical— 
Underwriter’s and Good Housekeeping approvals. 

















CLEMENTS-Jewel Sales are Profitable 


because of the above-the-average profit on single sales and because of repeat business which fohhows. Its freedom from servicing needs eliminates ex- 
penses which cut down dealer profits on cleaners of inferior construction. Eighteen years of manufacturing and serving the trade guarantees these 
statements. Tie up with CLEMENTS-Jewel. Get the special jobber salesman portfolio and begin now your campaign to build up a fine holiday 
business on CLEMENTS-Jewel. Write us today. 


CLEMENTS MEG. Co., 625 Fulton Street, Chicago, Illinois 
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HE ANSONIA ELECTRICAL Co. es/ 


i —— 


A New Ansonia Quality Bell 





a 








Illustration 
Full Size 





No. 657 
Two Coil 
Bell and 


Buzzer 


Stamped Steel 
Cover and Base 


Finished In Gray Enamel Only 


1] 


isually Excellent 


At A Very Low Price 


+ ae e . 
Write at once for information 


THE ANSONIA ELECTRICAL CO., ANSONIA, CONN. 





RICALIAIOUSE GOODS 






























November, 1928 





THE JOBBER’S[J)SALESMAN 119 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


TF 





J ervuing 
the Worlds |, 
industries — |f 














Correct illumination — one of the most 
powerful factors in modern industrial effi- 
ciency! Its highest development is repre- 
sented in Durex construction, the achieve- 
ment of Wheeler Engineers. In every type 
of industry, from roundhouse to textile mill, 
Durex Reflectors are making possible in- 
creased production, reduced costs and 


(he ol Wa LD UTX Rolf eClOxXS 





rae 


¥ 


greatly improved efficiency. More than 
this, the installation and maintenance costs 
of lighting equipment have been reduced to 
a minimum by the easy installation and low 
upkeep charges that only Durex allows. 
Our nearest office will gladly give you com- 
plete Durex information—why not write 
for it today? It will more than repay you. 





Durex construction embodies the patented 
Wheeler screw ring construction. Only 3 
simple operations required for installation— 
socket is fastened to canopy by screws fitting 
into bayonet holes, porcelain socket shell 
screws on and off easily thus exposing con- 
tact screws for ready wiring, and reflector is 
quickly attached to canopy. An aluminum 


WHEELER 


275 Congress St., Boston, Mass. 


New York Atlanta Cleveland 








REBLECTOR CO f 


screw ring provides a cushion grip 
on the porcelain enameled thread 
of the reflector. No washers, set 
screws or yokes are required. Du- 
rex construction is available with 
four different types of reflectors, 
designed to meet the varied lighting 
requirements of the industrial world. 








Sales Offices: St. Louis, Indianapolis, 
Los Angeles, San Francisco, Seattle 
In Canada: 

Canadian General Electric Co., Limited 
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DIEHL 


VENTILATION 


Ea year it becomes increasingly 

evident that adequate ventilation 
all year round is being recognized as 
a necessity in offices, factories, shops, 
stores, restaurants, etc. 

Increased sales, improved service 
and greater output have resulted 
from the replacement of hot, smoky 
or fume-laden atmospheres, so fre- 
quently prevalent during the cold 
months, with invigorating fresh air. 
Ventilating fan purchases are steadily 
increasing. 

Have you overlooked this oppor- 
tunity? 


Diehl Exhaust and Ventilating 
Fans are especially adapted for this 
kind of service. Made in a variety of 
types and sizes to meet all require- 
ments. Backed by forty years’ ex- 


perience in fan production. 








NEW DIEHL PRODUCT! 


—— 


! : —WIND-0-VEN F — | 














Let us send you complete details. 


DIEHL MANUFACTURING COMPANY 


ELECTRICAL DIVISION OF THE SINGER MANUFACTURING COMPANY 
ELIZABETHPORT, N. J. 


ATLANTA * BOSTON + CHICAGO - CINCINNATI + DALLAS - DETROIT « NEW YORK + PHILADELPHIA.- ST. LOUIS 
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The Leader in its Field! 


More Youngstown-Buckeye Con- 
duit is sold than conduit of any 


Mr. George F. Holly, other make. Quality alone accounts 
our Manager of Conduit for this. “Youngstown-Buckeye” 
Sales, will be in attendance has no superior in any of the qual- 


at the National Associa- 
tion of the Electrical 
Wholesaler’s Convention 


the week of November a a , 
Si on dhe 20 at the ts clean-cut threads—its interior 


Drake Hotel, Chicago. raceway as smooth as glass—the 
ease with which “Youngstown- 
Buckeye” works and bends without 
opening at the welds, thereby sub- 
stantially lowering installation costs, 
has created a nation-wide demand 
for this product which electrical 
jobbers and their salesmen are prof- 
iting by to increase sales as never 
before. 


ities that distinguish good conduit 
from that of mediocre quality. 





Manufactured Exclusively by 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


YOUNGSTOWR "BUCKEYE 


Sonaeee 
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year guarantee. Motors 1/30 to 2H. P., A. C. and 
Ventilating fans 9 inches to 36 inches inclusive. 
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Gorgeous Coloring 


Graceful Design ! 


Are You 
“Married” 


to an old-fashioned line of 
plural sockets at old-fash- 
ioned prices / 


Are you “setting back” 
and allowing your compet- 
itor down the street to get 
that sure plural socket 
business because he is con- 
scientiously pushing the 
beautiful Genuine Bake- 
lite Plural Sockets in gay 
Yuletide colors—‘by 
Beaver’? 


B-7 
Intended 
Retail Price 
40¢ 


_ Triple Socket Cat. No. B-8. 
Intended retail price 50c. 


B-15 
Intended 
Retail Price 
. . . : 35e 

Genuine Beaver devices make all electrical appliances 

so very easy to use. Your trade will sell more appliances 

even in homes where outlets are few by featuring Beaver’s 

new plural sockets and current taps. 


It’s not too late. Order some Christmas assortments 
today! 


MANUFACTURING COMPANY 
625-645 N. Third St. Newark, N. J. 


Samples and quantity prices on request to legitimate jobbers 
and central station merchandising departments requesting same 
J-33 Bakelite Handle Cap 


mm ] head LA-4 Bakelite Cube Tap 
Intended Retail Price 25c on own letterhead. Intended Retail Price 20c¢ 
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For Repeat Orders- 


Bull Dog 
Split Knobs 


‘T HESE knobs 
mean better jobs at no 


* added cost. They have 


a longer nail, cement 
coated; genuine leath- 
er washer; recess in 
base; projection on 
cap, and are assembled 
with metal washer— 
nail not weakened by 
crimping. They are 
the safe, ap- 
proved knobs 
for all types 
of residence 
wiring. 





- * 
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“*t hase a 
&rip like its 
namesake’”’ 


Illinois Electric Porcelain Co. 


Macomb, Illinois 
















A 
Complete 
Line 


Butt Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats, Solid 
Knobs and Reversible 
Square Split Knobs, 
form a complete line 
of standard porcelain. 
All are fully described 
in Bulletin No. 9. 
Your copy is waiting. 


Remember that back 
of Illinois products 
are a long, practical 
experience in the elec- 
tric porcelain field; a 
large, modern plant 
located within a short 
shipping radius of any 
point in the country, 
and a highly special- 
ized organization. 


Illinois Porcelain Tubes. 
Of the same superior quality. 


Illinois Porcelain Cleats. 
One-, two- and three-wire; in stand- 
ard and heavy mill types. 


Illinois Solid Knobs. where 
solid knobs are used, these furnish 
best possible insulation. 


@, SOLD THROUGH WHOLESALER Semguemsmne 
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Walthal, New York’s biggest 
tube retailer, boosted tube sales 
with Arcturus—‘“‘personal dem- 
onstrations were held where the 
most skeptical customer was in- 
stantly won over.” 


replace one of them.”’ 


Kaufmann’s of Pittsburgh, one of the 
country’s biggest department stores, have 
boosted tube sales with Arcturus. ‘They have 
sold hundreds of Arcturus A-C Detector 
Tubes and to date have not had occasion to 





Your customers, too, can increase 


tube sales with ARCTURUS 


O OTHER tubes in the world are made like 

Arcturus. Heater Type construction gives them 
demonstrable features of superiority unequalled by any 
other line of tubes. The country’s leading merchants 
have increased sales, profits and customer satisfaction 
by demonstrating and proving Arcturus superiority. 
, They demonstrate that the Arcturus Detector will act 
in 7 seconds—against 30 to 60 seconds for other tubes 
—that Arcturus Tubes will stand 5 to 6 volts without 
effecting emission—that they give humless reception. 
They show proof (which we will gladly furnish you) 


ARCTUR 


that Arcturus Tubes have an average life of well over 
2,000 hours. This line of Heater Type Arcturus A-C Tubes 
includes the 071 H Power Amplifier of proven long life 
and dependability—the first and only satisfactory power 
amplifier on the market. 

It is because Arcturus Tubes are unequalled by any 
other tubes—and because their superiority can be readi- 
ly demonstrated—that they are boosting sales for the 
leading merchants in the country—and will for your cus- 
tomers—and for you. Write for complete information. 
Arcturus Radio Co., 220 Elizabeth Ave., Newark, N. J. 





LONG LIFE TUBES 
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Warmers 


VERY user of an electric flat 

iron or cooking device wants 
the safety feature now available to 
all through the “SafeGard” Auto- 
matic Heat Control. No more 
burned out elements, no more 
scorched clothes or wasted waffle 
batter because of overheated appli- 
ances. “SafeGard” puts tempera- 
ture control right at the operator’s 
finger tips. 


“ @ AFEGARD” acts as a switch 
\ as well as heat regulator. 
Any degree of temperature de- 
sired may be obtained by turning 
the red disc to the proper point. 
It also shuts off the current if 
desired. “SafeGard” not only 
switches off the current when the 
danger point is reached; it 
r switches it back on when the 
(fife Ee element has cooled sufficiently. 


 » € oJ } 
SafeCard 
CASH utoma 


With seven foot silk cord 


PRIZES! . the ‘“‘SafeGard”’ retails for 
: + QO $2.25. Without cord $1.75. 
for Jobber Ss Salesmen Factory guarantee for one 





year. Put up in attractive 
$30.00, $15.00 and $10.00 ; : counter display cartons of 
and Fifty others for the Salesmen sending in the best six. Specially attractive 
“Sales Talk” to the dealer about the proposition for this time 

“SafeGard” Automatic Heat Control. «ye. 


The publishers of “The Jobber’s mas shopping, and the other prizes will 
Salesman” think a great deal of the make fine presents, so let us have your 
value of advertising in this publication “Sales Talk” as soon as possible. 
and we are making this offer to test it. If your house does not carry “Safe- 

\We want your own ideas. That Prize Gard” send today for further informa- 
Money will come in handy for Christ- — tion. 


SAFEGARD ELECTRIC APPLIANCE CO., 1015 Chestnut St., Philadelphia, Pa. 
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An Ug@f@alified 


ucCess 


while for 
Every . 


Jobber 


The strenuous development and pro- 













Wo 





Fi 


motional work we have done dur- 





ing recent years has put over the 


“Focalipse” as the Electric Heater Pre- 
All heat rays are caught 


and redirected to cover ef- eminent. You can begin immediately 
fectively three times the " 3 

area covered by an ordinary to reap the benefits of this. It will be 
eater. 


a money maker from the first. 


The image of the element : 9 

ae Why lose any time? Send at once for 
the placing of the element - sos 

‘ahr anna a ace our generous jobber proposition. 





Anderson Pitt 
FOCALIPS E 


Heaters 








Anderson- Pitt Corporation 
209 Goodrich Place Kansas City, Mo. 














128 THE JOBBER’S[J])SALESMAN 








FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





| Viewed from any angle— 





—there’s profit in 








The Shade Holder attach- 

ment. For direct mount- 

ing to Brass or Porcelain 
Socket. 





The Diffusing Globe Re- 
flector Socket. Ideal fac- 
tory illumination. 








For attachment to Stand- 
ard Shade Holder. 





pend | 





Made by the manufacturers of the famous Newgard Weatherproof Receptacles 
—‘Multi” Bushings, Cartridge Fuse Cutouts, Lugs and Clips—Harter Commercial 
Lighting Fixtures and accessories, Floodlights, Spotlights, Cover Sockets, etc. 


NWew Fixture Bulletin No 7. now ready also 


Multi Electrical Mfg. Co. 


210 North Ogden Avenue 


CHICAGO, ILLINOIS 





SI AON NIIT LP NE ce BEL HNIETON 


cee Sk ee 


REFLECTORS | 


Noe A CN MBAS oe oR rN 


PIECE AMEND AE BEERS ner 80 
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Prompt delivery from branch stocks; advertising 
helps, tested window displays. Ask forthe Wagner Plan. 


Literature on Request 


WAGNER ELECTRIC CORPORATION 
6400 Plymouth Avenue, St. Louis, U.S.A. 
Wagner Sales Offices & Service Stations in 25 Principal Cities 
Products: FANS... . Desk, Wall and Ceiling 
TRANSFORMERS ... Power, Distribution and Instrument 
MOTORS .. . Single-phase, Polyphase and Direct Current 


The motor is the heart of the fan. The quiet 
Wagner Motor... product of specialists in 
a.c. small motors... correctly curved fan 
blades deliver a long strong beam of air. 
Adjustable speed, direction and oscillation. 
With half a chance these good looking 
Wagner Electric Fans will sell themselves. 


® 
g 
® 


|» SE) > Ge) 1 GE) im BR) 
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See ; 
— 


Create Sales 
for RELIANCE 


Automatic 
Time Switches 


{ pone is always a field for a high quality 
time switch, but especially in the fall and 





winter do its advantages become apparent. 

And the Reliance Automatic Time Switch fits 
the requirements of the most exacting nature. 
For sign and subway lighting and many other ap- 
. plications, your dealers and contractors as well 
P as industrial plants will be interested in the fea- 
Mechanism tures of the Reliance. And remember to em- 


phasize the “no service” feature. All complaints 





The rugged mechanism of the Reliance reduces 


maintenance work to the minimum. Such serv- and adjustments are handled direct by us. Write 
ice as will be necessary will be cared for by the - 
manufacturer. for jobber proposition today. 


Sold through Jobbers 
RELIANCE AUTOMATIC LIGHTING CO. 


1907 MEAD STREET RACINE, WIS. 
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HERE’S VOLUME FOR YOU! 
100,000,000 Wiring Joints Made Each Year 


peer eae enn 





UNIVERSAL WIRE CONNECTORS 








| ‘*Universal’’ This Is Your Field | Spiral Metal In- 
ONE size fits all Contractors: IDEAL, Connectors can be | sert which binds 
| =e used on every roughing and fixture | ° t ther in 
| common wiring joint. 10,000 to 75,000 connectors wires oge 
joints | used on single office buildings. | grip of steel— 
oO . Mi Fixture Mfgrs.: One fixture manufacturer has current car- 
pr Na - pe contracted for 3,000,000 connectors. rying capacity 
| ONE size to use Electrical Appliances: A small appliance | equal to wires to 
manufacturer uses 5,000 each month. | be joined 

| 


Industrials: Use thousands of connectors 
in new construction, installing and 
changing lights, electrical instruments, 
motors, machinery, Ete. 








Radio: Wherever joints are made. 


Start a few of your pet accounts and watch repeat 

orders! No contractor having once used IDEALS has 

ever gone back to solder and tape. Surely there must 
be reasons. 


| NEW LOW PRICES | 








Mail Coupon for Samples and full information 


| OTHER IDEAL sucouers |i 4 


















Every 
— Line of 

y Business ts 
Home a Prospect for 


= IDEAL BLOWER 
P and SUCTION 
should CLEANER 






IDEAL FUSE PULLER 


Every fuse box needs 
Ideal Fuse Pullers 


Eliminate the danger of pulling and replac- 
ing cartridge fuses by hand. Tested to 
35,000 volts. Four handy sizes. 


have an 
Solves All Dust Problems 


ES 
IL EAl Blows or draws dust out of motors, switch 
SPRAYER boards, generators, line shafting and all fac- 
‘- : tory equipment, quickly and easily. At- 
taches to any electric light socket. Delivers 


Ideal Commutator Dresser Co., 1128 5 
1047 Park Ave., Sycamore, III. ' 


Please send further information regarding ! 


Ol - . : Attaches to an Ideal blower or a 210 mile gale of dry air. Quickly converts 
(Ideal Wire Connector and Sample ' any good vacuum cleaner. For into a suction cleaner. No heavy hose to be 
(JIdeal Blower and Suction Cleaners , spraying lacquer, paint or var- dragged about. 

’ nish. Simple, Dependable. Six - : 
(JIdeal Fuse Pullers ' times as fast as hand brushing. Three models. One delivers hot or cold. air 
_ Low price. as desired. Shipped on five days free trial. 


Ne oa ae he pte eR Ea ' | D EAL C OM M U TATO R DR ESSE R L 6. 
1047 Park Ave., Sycamore, IIl. 


Branch Offices : ? 
Lancashire, Eng. 


New York Chicago Pittsburgh . ty Bank Chamber 
154 Nassau St. 53 W. Jackson Blvd. 107 Sixth St. 2 St. a eg 


' 
‘ 
' 
' 
. 
| ClIdeal Sprayer 
- 
; 
' 
' 
‘ 
' 
‘ 
' 
' 
' 
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| 


Something Entirely 


to decorate the top of Xmas tree 
or for other ornamental uses 


Measures: 4 inch base, 10 inches high. 


A striking novelty for the Xmas tree, the lamp lights, 
the bells chiming as the dome revolves. Handsome, 
decorative and may be used in connection with any 
of our series Mazda Tree Outfits. 


this newest novelty, the No. 3000 Electric Chimes. 









Fou 
Safety Sake 


Xmas Tree | 
\ Lights / 


Ask to be shown the new and improved No. 72 
Mazda Multiple Outdoor Set. The big hit of the season. 


See your jobber about Propp Xmas Specialties, Tree- 
lighting Outfits, both for indoor and outdoor use, 
Wreaths, Window Candle Lights, Tree Stars, Orna- 


ments, etc., and ask for complete Christmas catalog. 


CONSTRUCTIVE NATIONAL ADVERTISING 


SATURDAY EVENING POST 
DELINEATOR 

LITERARY DIGEST 
LADIES’ HOME JOURNAL 
SCRIBNER’S 

REVIEW OF REVIEWS 
HARPER’S MAGAZINE 
ATLANTIC MONTHLY 
TRADE PUBLICATIONS 
WORLD’S WORK 
GOLDEN BOOK 


This fall we will do our usual 
and extensive advertising for 
Promoting the sale of Propp 
Products for our Dealers. 


Propp advertisements will 
cover the whole country 
through the use of the best 
known national Mediums, 

such as the— 


BUY THRU YOUR JOBBER 





Get your friend the jobber’s salesman to show you yy) 


New and Novel 


PROPP ELECTRIC CHIMES 





INDOOR ano OUTDOOR 
DECORATIVE LIGHTING OUTFIT 
MAZDA LAMPS 


PROPPELECTRICAL @ 
DECORATIVE SETS 


PROPP N° 72 MULTIPLE MADZA OUTFIT 


THE M. PROPP CO., 524-528 Broadway, New York 


PROPP PRODUCTS SOLD ONLY THRU JOBBERS 


HE GIVES YOU SERVICE 
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Our 
OOOR Advertising EVERYWHERE 


AURORA SIGN COMPANY 


A AVENUE 

















2039 MONONGAHEL 
SWISSVALE, PA. 


le ufg. Co. 
Quedreng eee marie St. 





ELECTRIC SIGN SERVICE 


206 EAST EDDINGTON AVENUE 
FLINT. MICHIGAN 





— 

































‘Bonded Sign Flangers ee i 
__ 
ae pees te 
| ean . 
= if . 
2 weave Vee MALT ye, . , 
| , LECT 2 RAS, sie 
\ Ss IC SIGN Divisigne! C& 
: 
Your Customers Auto ai 
q PAINTERS | 
} 7 
Are In n il | 
| re tereste 
| -— : 
\ | > H, HOLLEMAN 
| OUT-DOOR . { TISING 
\ | ADVERTISING — = ; 
~ ano —_— on | 
Pe Sign | 
LAUSHWAY---SIGNS 
44 Broad Street, Pawtucket, R. 1 | 
= Reflectors ‘<a; 
| — aan 
<a : we zoe eile 


MATTESO 
OUTDOOR pila, ahion 


S418 MAIN 5 _ LO = 


Letters from Sign Com- 
panies all over the United 
on States indicate a widespread 
interest in Q-D Better Sign 
Lighting Equipment. These 
are prospects for you, offering 
big opportunities for develop- 
ing a good volume of business 


- Cdl COMME RC ag 


ce 
MERCHA NTs’ 





eile ADVERTISING Ss 


ERVICE 































| -~2- in your territory. | — - we 
| ae a em ale aha Bing onrene en 
f Write for new folder 
6é 2 >? 
A Sign of Good Judgment SMOOT ADVERTISING COMPANY 
QUADRANGLE MFG. CO. WEST VIRGINIA CFTIES meso ice | 
j 
Te 26 So. Peoria St. Chicago a 
peso’ 
walcaren THOS. YOUNG SIGN CO. iixwens™ 
pager commerciat SIGNS ELectRic cena onan 
ei Poni TELL TE ORLD WITH SIGNS\ pono i 
\ REAL ESTATE SIGNS = c PAINTED DISPLAYS 
REFLECTORS ) 
May 29,1928 
= a — & ie r 5 : ies a 
veal LETTERING MCLEAN & LEE SIGN CO. 
OUTDOOR Peer BANNERS 





AUSTIN AND HIGH 
STREE 
WORCESTER, Mass 


SONS sur p, 
| — | 


Pe oIGN Volare 


— DVERTISERS 


0 
PAINTED MERCIAL 
MICHIGAN CITY: 


WE coven ome RIGHT 


Commercial and Outdoor Advertising 


JOUTH GAY STREET 








— 
- = 









Qurpoor A 








We 6 SCHROTH Sec vp 





\ 
Oc t\ 


PAINTED AND POSTER DISPLAYS THRUOUT THE UNITED STATES AND CANADA 








tk 
\ oons, med aL rT) +d 


N.Y 
\__ Quadrangle Manufecturine Gas! wae SANnoom 


SENIBSs OFF ices oer 
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BROADCASTING 


Good Morning, Mr. Jobber! 


This is the Marbelite Art Products Company, broad- 
casting from Station MAPCO, 140 North Robey Street, 
Chicago, Illinois. 

On account of having received so many requests for 
high powered lighting units, we are issuing a bulletin 
describing our No. 700-C Flood Light and 701-A Spot 
Light which take 300 to 500 watt P. S. Mazda lamps, 
have Mogul sockets, and are equipped with diffusing 
lenses or Pyrex plain lenses. Colored lenses may also 
be obtained. Ask for a copy of this bulletin. Also let 
us send our complete catalog. 


This is the first attempt made to make a high powered 
unit of rugged construction and beautiful lines at a 
reasonable cost, and we urge you to place your order 
for at least one unit so that you may have it on display 
and be prepared for the call which will come through 
our advertising efforts. Note very carefully the simple 
rugged construction shown in the folder and send in 
your order. 


MAPCO now signing off. 














MARBELITE ART PRODUCTS COMPANY 
140 North Robey Street Chicago, Illinois 
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ESKIMO 


Kitchen Mechanic 


Popular demand for Kitchen convenience 
will rapidly move the Eskimo “Kitchen 
Mechanic” from any dealer’s shelves. 





Its low price and great utility creates in- 
stant desire. Show your dealers a sample— 
they will see its value at once for Christmas 
business. Mention glass mixing bowl fur- 
nished with every Kitchen Mechanic. 


List - - $7.00 


[ West of Rockies - - $8.00 =} f° 
I hese ( 
> 
skimo ~ 


Twins 


will warm up 
your Xmas 
Business! 


——"_ ESKIMO 
ist Price 


$6.00 Hair Dryer 


Eskimo Hair Dryer rides to profit on already 













. established demand for this convenient method. 
West of Rockies Home users and professionals alike will offer a 
$7.00 ready market for the Eskimo, and its handsome 


nickel and enamel finish make it especially suit- 
able for gift merchandise. Eskimo Hair Dryers 
are ideal Holiday specials. 


UNITED ELECTRICAL MFG. CO. 


Adrian, Mich. 
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— 


There’s a kS> 


Strong SUPERIOR LINE 
Preference 


for CST fittings 


And no wonder! 


Perfect fittings, that’s the answer. If 
stampings are used, they are accurate and 
true. If castings, they are clean cut, perfect- 
ly machined. Accurate threads oat heavy 
galvanizing complete the job. The wireman 
knows that every CST fitting will fit; no 
forcing, no discards, no waste, no lost time. 








No. 601 
Straight, 45° and 
90° Angle. 





No. 1251 





No. 1351 


Our handy unit packages are also an at- 
tractive feature. Complete warehouse 
stocks at convenient points enable us to ship 
to you the same day your order is received. 
Your stocks can always be kept up to what 
they ought to be. 


Write for our jobber proposition. 


Super1o!1 eatures 


oe | b 


Quality Fittings N.E.C. Standard 
Handy Unit Packages Same Day Shipments 





wae 83 ie 
CHICAGO STEEL TANK COMPANY 


et ag a Se TRH A; Ft) J/4). 
Fe Jf ON 


Liv i 
6400 West oth nae, Chicago, Ill. 
32 Union Square 1321 Arch Street 
NEW YORK CITY PHILADELPHIA 


DETROIT MINNEAPOLIS CLEVELAND ST. LOUIS DALLAS SAN FRANCISCO 
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PRODUCTS 


MARKETS| 
[PROFITS 





A 





MPORTANT additions to the Peer- 
less line are opening up new profit 
opportunities for all Peerless repre- 
sentatives. A new line of flexible 
shaft and electric bench grinders—a 


new industrial cooling fan—a new 























household ventilating fan—a new hot Utiticy Fan for Household Use 


air furnace fan—all new—all built 





Commercial Exhaust Fan 


to Peerless long established standards 
of quality. These—in addition to 


Bench Grinders 
of various types 


Peerless exhaust fans, desk fans, ceil- 


ing fans and hat cleaners offer a varied 


Hot Air Furnace 
Fan 





and complete line in a live market. 


/ 
fi 





A limited number of territories 
are open to sales representation 
for these new products—and for 
the complete Peerless Line. Write 
for interesting details of Peer- 
less sales opportunities — and the 
attractive profit possibilities in 








Peerless Products. 7 


THE PEERLESS ELECTRIC COMPANY 
Warren, Ohio 





A Complete Line of 
Desk Fans 









Flexible 

ois Industrial 
rinder on Indi 

Pedestal Cooling Fan 

Mounting 








DELETE ERS oe Se 


NOW IN OUR 2@):) AND GREATEST YEAR 


Re BEE ABS: ERE 3 % cay ¥ 4 ._7F eee aN RES ERS DION RENTS TAT 
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(‘oming down “Boul Mich.” 


from the Drake, 
Look up at the 


Sr RAUS 
TO WER 


And remember that this unusual 
and beautiful effect is obtained by 
the use of VY. VY. Fittings through- 
out. 


When thinking of Chicago or 
the Straus Building, you will not 
forget the unique illumination pro- 
duced by V. V. Fitting 





Elise s 5, 


hte tran yy 


s..+ ee 








The illustration at the right shows a daytime view 
of the on the Straus Tower which make 
the beautiful night view possible. 








gt 
aon 

Pad 
ot 


ome to our Chicago Office 


’ B 6 
to out ( nica 20 


ry j ] 
son Houlevard 


V. V. FITTINGS CO. 


705-715 Cherry St. 
Philadelphia, Pa. 


50 Church Street 710 W. Jackson Boulevard 
New York City, N. Y. Chicago, Ill. 
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i 4 ENITH business doubled 
in 1925—doubled again in 
1926—and tripled in 1927! 


Now Zenith has just finished 
















the most prosperous summer 
im its history, with a volume of 
business that crashes all pre- 
vious sales records. A nation- 
wide reputation for Quality 
Radio, plus Automatic Tuning 


—the big new Zenith feature 
30 Models—3 different 
for 1928.29—are making this —— — i 
4uxe, Automatic anc 
Phono h Models— 
season 2 memorable one for ,.,. tar Ee 


or antenna — battery 


Zenith dealers. It paystohandle ox completely electric 
—$100 to $2,500 
a Quality Line that rises above — Licensedonty for Radio 


amateur, experimental and 
broadcast reception. West- 


the scramble of competition. 7 ne. 








Zz 


em 
ane 


—LONG DI TANCE+ RR 









‘DIST ADIO 


3620 Iron Street CHICAGO 


A utomatic Radio” Owned and Controlled by The Zenith Radio Corp., Chicago, U. S. A., under the following patents—Vasselli 1581145, Re-issue 17002, 
Hleath 1638734, Canada 264391, Gt. Britain 257138, France 607436, Belgium 331166. Also under Marvin and other U. S. and foreign patents pending- 





WORLD’S LARGEST MANUFACTURERS OF HIGH GRADE RADIO 
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— Flexible — 
Desk and Floor Lamps 


No. 7 and No. 11 
FURNISHED 
in 
5 FINISHES 
STATUARY BRONZE 
VERDE GREEN 










FINISHES 


OLD IVORY STATUARY BRONZE 
BAUER BARFF VERDE GREEN 
(Dead Black) SHADE—7 inch Diam. 
and ARM—Flexible, 12 inches 
MAROON 


Patents 
Pending 


Drilled to Suspend from 













Jobber— 


Mr. 
5 POINTS OF PROFIT 


Service, Quality, Price, Finish and Packing 


SERVICE—Immediate shipment due to the large stock 
which we carry on hand at all times and 
our complete manufacturing facilities. 

QUALITY—Each and every lamp guaranteed in every 

respect. 

PRICE—Consistent with good merchandise and imme- 

diate service to meet competition. 

FINISH—The only manufacturer to furnish you with 

five finishes, i.e., Statuary Bronze, Verde 
Green, Old Ivory and Bauer Barff (Dead 
Black) and Maroon at the same price. 

PACKING—Each item packed one to the carton with 
label showing contents and finish; con- 
tainer likewise labeled, thereby avoiding 
mistakes in your stock room and shipping 
department, each carton and container of 
substantial weight, insuring safe delivery 
by Express or Parcel Post. 


— Advertising Matter — 


Will furnish no charge, two color inserts of all items 
illustrated in this advertisement, with blank space for 
your insert, upon receipt of your stock order. 














Shipping Weight 
One Only to a Carton 
1216 Ibs. 











BASE— ‘ > { R } sentattves 
; Weight 816 Ibs. 
Round 10-inch Diam. 


Representatives 
Detroit St. Louis Boston 
Louisville, Ky. 


Philadelphia San Francisco and Los Angeles 





New York 


State of Indiana 


















Wall for Bracket 
Purposes. 
Packed ONE to a 
*. CARTON 
SIX to a Container 





Shipping Weight 
Carton of Six 
26 Ibs. 


SILK CORD 
FURNISHED 
To Match 
FINISH 
OF LAMP 


Glass Boudoir Lamp 


No 






HAND 
DECORATED 
se COLORS 

Jade 
Oriole 
Orchid 

Rose 


SILK PARALLEL 
Cord to Match Finish 


ASSOCIATION Packed 
2 Piece 1 to Carton 
Separable Plug or 12 toa 
Crate 
Push Socket a 
HEIGHT Weight 
Over All per Crate, 
1216 inches 40 lbs. 
O. ] 
LIND 


Chicago 
, att 


Columbus 
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T 


This non-watertight 
floor receptacle and 
box approved by the 
Underwriters’ Labora- 
tories, Inc., for installa- 
tion in wood floors. 

Designed to provide an ex- 
tremely small flush convenience 
outlet (only 2 in. in diameter) 
with low installation cost and 
rugged mechanical construction. 
Recommended for installation 
under dining tables, in living 
etc. Ideal for “all-electric” alter- 
Cheaper to install in old houses 
than baseboard outlets. Every “Red Seal” wiring job and 
every “Electrical Home” should be well provided with No. 
300 “Latrobe” Floor Receptacles. 


Note: Installation of ordinary wall boxes 
permitted. 


pa 





rooms, show windows, 
nating-current radio sets. 


in wood floors is no longer 


‘‘Latrobe’’ Non-adjustable 

This box is furnished complete with 
No. 206 stem nozzle but without recep- 
tacle. Cover plate is 3% in. in diameter. 
Used as a telephone outlet or as a junc- 
tion box. 





No. 100 neceptacie 

The No. 110 box represents the “last 
word” in unique design, neat appearance, 
fewest number of parts and least amount 
of labor to install. The No. 208 recep- 
tacle is designed to eliminate the use of 
fussy small screws, receptacle straps, 
filler plates, complicated 
assembly, etc. Wireman 
simply attaches wires to re- 
ceptacle and fastens in box. 
Makes a_ safer job and 
leaves more wire space in- 
side box. Cover plates are 
3% in. in diameter. 





Slot 


Receptac 


This receptacle fits all “Latrobe” watertight boxes and 

is interchangeable. It is a complete unit and does not have 
» be taken apart to be wired. “Latrobe” watertight floor 
boxes can be equipped with one unit style of receptacle and 
we unconditionally guarantee No. 208 receptacles against 


breakage. Broken receptacles replaced, no charge. 
20 “‘Latrobse Adjus table Wat t ht Floor Be 
Designed for prereset outlet or 


where permanent connections are made, 
or as a junction box. Adjustable top 
with brass edge ring insures cover be- 
ing absolutely flush with finished floor 
in fireproof construction. Cover plates 
314 in. diameter, same as furnished with 
No. 100 boxes. 


Yunuilim 


1209-1215 JEFFERSON ST., 





eieh 


iw, 





Watertight Box 








le 


LATROBE, PA. 


7) f a} 1) % ) 
1 » Be 

s% os 4 % * * 

mY od UJ 





box 
nished complete with No. 


fur- 
208 


The No. 130 is 
factory. 
in diame- 
with 


receptacle at the 
Cover plates 3% in. 
ter, same as furnished 
No. 110 boxes. 

Adjustable top with brass edge ring in- 
sures cover being absolutely flush with 
finished floor in fireproof construction. 
N 251 l atro De 


The No. 251 box is square and simi- 
lar in design to the No. 120 and No. 130 
round boxes. Cover plates are 3% in. 
square and interchangeable with covers 
of gang boxes. Recommended for use 
with gang boxes as covers harmonize in 
size and appearance. Flat sides permit 





several conduit holes in each side if re- 
quired. 
Nos. 252, 253 and 254 “‘Latrobs Flo. 
“Latrobe” Cae Floor 


Boxes are similar in design 
to the No. 251 single square 
boxes and are_ furnished 
with interchangeable 31 
in. square covers. One or 
more sections can be fur- 
nished with No. 208 recep- 
tacles. Partitions between 
sections to separate low and 
high tension wires 





rt 


“Bull Dog” Insulator 
Supports are “Certified” Mal 
leable Iron Clamps, galvan- 
ized finish for attaching 
porcelain or glass insulators 
to exposed steel framework 


he 
ippol 





ag in mill buildings and similar 
No. 403 structures. They are de- 
signed to secure a “Bull Dog” grip on the steel frame 


work with the slightly slanted case-hardened steel set screws 
Made in four sizes to accommodate all standard insulators. 


No. 625 ‘‘Latrobse Hand iduit B 


This headin voseiiies two tools in 
one. By reversing the movable jaw it 
can be used for bending either 4” or 
¥%” conduit. It will not slip or kink 
the pipe. Deep socket (threaded inter- 
nally at bottom of socket) for 1” pipe 
handle, eliminates couplings and in- 
sures full strength of handle. The 
socket clamp is a new feature to in- 
sure tight fit on undersize pipe handle and to prevent hand 
from unscrewing. Made of “Certified” Malleable Iron 
guaranteed not to break—and galvanized finish. 


aa SOCKET CLANP 


a, 


SK 


No. 625 
showing 


Conduit 


socket 


Bender 


clamp. 


Keyst 
Specify “Keystone” for strength 
and safety. Made of finest grade flat 
steel wire properly tempered to give 
the desired stiffness and springiness. 
Seven sizes ranging for the lightest 
work up to the heaviest power wir 





Each “coll packed in a 


strong carton ing. Put up in strong cartons. 
a & a e 
: TAECee ua Ben uRd 
BEEGEQ BEER ERECE 
oe PF 


Sales Representatives in Principal Cities 
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Catalog No. 650 
List Price $6.50 


(HUELELELE 
BURRRADAA 





They Spy it~then they Buy it~ 


HIS TOASTER is irresistible and quick sales with real profit 
are assured—Now you can get real toaster business for the —— 
TOASTSWELL just naturally pulls their attention. With real Handsome 
features such as heat to both sides of the bread at the same M ae 
time, producing that golden brown crispy surfaced toast and Effi cient 
under that crispy surface is the hot delicious moistness of fresh ) : 7 

baked bread—the only toast for breakfast and for those won- 6 | LA b [ 

derful three decker sandwiches. Sanitary—the TOASTS- va Cu i og ol 
WELL is the only toaster in which cleanliness is assured by . 

the quick and simple method of crumb removal—easy to keep 
clean because all exposed parts are free of crevices and places 
difficult to polish. The beautiful floral chased side panels and 
colored handles and silk cords make the TOASTSWELL 
one of the most handsome of all toasters—really you will 
want one for your own home. 





Utility Electric Company Showing the hinged top which 


ermits th h b cleansing. 
620-630 Tower Grove Ave. St. Louis, Mo. a ee ee 
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GUARANTEE 


This Perryman Vacuum Tube is 
guaranteed to be perfect in every 
respect and to conform with the 
Electrical Specifications as printed 
on the carton. We agree to re- 
place it free of charge, if it ever 
fails because of defective material 
or workmanship. 


= 


z 
eo 
4 i = 
3 ; 


Gm « 
os 
a con 
os 


CK IF MlYrasEes— 


Just a plain statement of fact 


The Perryman unlimited guarantee is 
easily read and understood by every- 
body. It treats consumer, dealer and 


manufacturer with equal justice. 


Your customer is assured of complete satis- 


faction. 





You know Perryman Tubes are right or we 


would not make such a guarantee. 


You do not lose money on any necessary re- 


placements. Perryman Tubes are selling | Proof that we have an inter- 
esting proposition for whole- 
faster than we can make them. Plans for || salers will be furnished to 


you on request. Not by us 
alone, but by Perryman 
Wholesalers who have been 
with us for years and who 
will write you directly, telling 
you of their experiences with 
regard to sales, profits and 
cooperation. 


increased production facilities will make the 
Perryman Dealer Proposition available to 


more dealers on or about January Ist, 1929. 


Re ae 


ve 


PERRYMAN ELECTRIC COMPANY, Inc. 


33 West 60th Street, New York 
PLANT: NORTH BERGEN, N. J. 
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R-QUALITY 
id Conduit Pipe 


for 


Easy Cut, Threads and Bends 


VAKOT]I ENAMELKOTE 


alge 


py 


oft 


Exterior wall and threads heavily, Exterior and interior walls evenly 
uniformly and firmly coated with coated with best quality black glos- 
pure zinc. Interior wall smooth, en- sy enamel, baked to be smooth, flex- 
tirely and evenly coated with best ible and _ un- 
quality black glossy enamel, proper- sticky in an 
ly baked to be hard, smooth and And the ro. J 

exible in any temperature. Both brands 


SEALTIGHT made of special 


soft steel per- 
—_ > fectly welded 
<& Thread Protector sa twreades 
New and extraordinary. So ap- 
plied as to be air and water tight. 
Stays on until purposely removed. 
Quickly done with pliers, knife or 


any tool that will grip with thumb 
the shearing clip. 


















Manufactured by 


Clayton Mark & Co 
CHICAGO, ILL. 
WRITERS LABOp Ar, 


WO INsPEcTED CONDUIT Ries 


CY NINS <oh td 


CLAYTON MARK & CO 
a 






SAWRITERS LABORAT, 
WOO" INSPECTED CONDUIT Rles 


ENAMELKOTE 


TRADE MARK 
CLAYTON MARK & CO. 
CHICAGO, v.S-A: 
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DETROIT ci 


RUBBER COVERED 















WIRES 










RUBBER COVERED § § RUBBER COVERED 


WIRES WIRES 


‘DETROIT 
WIRES 


RUBBER COVERED 


WIRES 


DETROIT 


RUBBER COVERED 


WIRES 

























8 hie industry has relied with com- 
plete confidence upon Detroit In- 
sulated Wire Company for wire and 
cable to meet every need, and of the 
highest standards. We have the most 
complete stocks of rubber covered 
CODE wires and cables, rubber and lead en- 
cased wires and cables, steel taped 
parkway cables, trench cables, “Uni- 
INTERMEDIATE duct” armored cable, flexible metallic 
conduit, special voltage wires and ca- 
30% bles, specification wires and cables, 
lamp cords, cotton and rayon flexible 
cords. 


Undoubtedly we can furnish that 
special item you need—out of stock 
—promptly. 


i | _" ge ? 
r % i 
J < # 


Detroit Insulated Wire Company 


DIVISION OF GENERAL CABLE CORPORATION 


Detroit, Michigan 


Minneapolis Buffalo Chicago Pittsburgh San Francisco 
Los Angeles St. Louis Philadelphia 


Se, 
4 


A 
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RATTAN 
SLIP-IN CONNECTOR 


A with the 


CRO By 


hs Bates: Hi 
Cal alent eae . 







| 


“It Stays Put” 


36” 112-S 








| Use the Coupon for Sample and Catalog 





TSE RATTAN MANUFACTORING Co. 


New Haven, Conn. 








Electric Aeroplane = Me 
mode, Tur anee etammecet tema mnemnes CLIFDUCT 


“Spirit of St. Louis,” is especially popular with both 


young and old. working smoother 
Equipped with a powerful little electric motor . 
and suspended from a patented swiveled counter- and easier than ever 


balance by two small copper cables which carry 
current to the motor. Centrifugal force drives the 
Aeroplane away from the center of gravity, and 
this, together with the lifting power of the plane 
causes it to travel in circles of from 3 to 20 feet 
in diameter, its speed being controlled by the 
operator. 





Operates on four to six dry cells, 6 volt storage 


battery, or off a Rittenhouse toy transformer. THE RACEWAY OF PROGRESS 


List Price Only $5. Liberal Discount. CLI FTON 
A. E. RITTENHOUSE CoO. Cuts Cleaner Threads 








Honeoye Falls, New York Easier 
ATHEWAY?) COMPANY, | 
AER ERLVIARO UU IC 
| 225 Varick Street New York City 
Teh i A general sales organization—Representing nationally: 
o . (0 The Rattan Manufacturing Co. [] Clifton Conduit Co. 
[] A. E. Rittenhouse Co. () Bassett Metal Goods Co. 
Gentlemen: Pe Tee ee rey rs ey 
Please send REE cs ksh an waredus Seen esas Men ev esa 
complete in- CF sk ioiewise ss eeneae cae Gouna es saree 





formation on companies checked. 
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\irmaster 
as it comes out of 
the carton. 








The parts are simple and few, 
and can be assembled by anyone 
following very clear instructions 
furnished. 





The “Airmaster” takes a 
tip from the eagle 


The blade in the Airmaster propeller is the 
newest development in the science of ventila- 
tion. Yet the theory that made the blade has 
been used for ages. The hump in the Airmas- 
ter blades near the hub of the fan is the exact 
duplicate of the hump in the eagle’s wing. 

After years of close study and observation the in- 
ventor found that most of the eagle’s motive power 
ame from the hump in his wing. The eagle’s heavy 
body is sustained with a minimum of effort. He 
rises to great heights and travels far distances with- 
out exertion. His maximum power comes from the 
humps close to the body and not in the feathery 
tips of his wings. 

Putting that theory into the Airmaster the inventor 
had a solid shaft of air going through the fan when 
it was in motion. Most propellors are inactive at 
the hub, the force being exerted at the tips where 
the blades are bent. The Airmaster has no dead 
spaces, Its air shaft starts at the hub and continues 
to the tip of the propellor. 

he new patented blade gives maximum efficiency 
with minimum action and cost. 800 cubic feet of air 
per minute is the capacity of the Airmaster. This 
means a complete change of air every few minutes. 


AIRMASTER CORPORATION 


Executive Office 140 S. Dearborn St. 
CHICAGO, ILL. 
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A Residence Kitchen Ventilator 


of Artistic Design, Exceptionally Low Price 


anda JOBBER POLICY 


that make it a most profitable 
merchandise line for you to handle 





Do you want to 
capture the 


VIRGIN MARK 
which awaits 
the Airmaster 








Plates B and C are 
attached to the win- 
dow casing by screws 
E. E.. Plate A is at- 
tached to the top of 
the upper sash. 


Lastly the fan 
and its attached 
plate are lifted 
and dropped into 
place. No special 
tools or experi- 
ence required. 


Write at once for particu- 
lars of the most interesting 
proposition that will be put 
to you this year. 


Factory 162 W. Austin Ave. 

















148 THE JOBBER’SfA)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 
































i ZE ANTERMEDIATE 


PAPER - CAMBRIC - RUBBER - 








LEAD COVERED - STEEL ARMORED 








| BARE - WEATHERPROOF 


Safety Cable Company 


DIVISION OF GENERAL CABLE CORPORATION 
New York City 


Chicago Boston 
Philadelphia Detroit San Francisco 
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ractical Wiring Devices 


N Leviton, you have a complete line of 85 differ- 
ent wiring devices—products to fill every de- 
mand of your contractor-dealer customers. 


Made in a modern plant, with the kind of ma- 
chinery which speeds production and cuts overhead, 
Leviton Wiring Devices are so priced as to guaran- 
tee every jobber handling the line his share of the 
business available. 


And, do not overlook the fact that full protection 
is guaranteed to all users of Leviton Wiring Devices. 





No. 9815-B 


[eviton Manufacturing (Company | 


ELECTRICAL WIRING DEVICES 
ELECTRICAL PORCELAIN 
226-242 NEWELL STREET 


BROOKLYN,N.-Y. 











Baoan tr te ee ee ee a Me ee 
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To Distributors and their 
Salesmen 



















Identifying 
Washer 


' ‘HE following concerns are marketing pendant type luminous 
* locator devices for use with pull chain sockets, using Undark 
Radium Luminous Compound manufactured by us, and a process 
patent owned by us. Each of these manufacturers sells one or more 
of the six authorized grades, under its own brand and packing. 


25e each 


Grade J 
l” rod 


Orange Washer 


Grade H 
\” rod 
Green Washer 
ELECIRICAL SPECIALTY 
MANUFACTURERS 


: : WIRING DEVICE 
Grade F MANUFACTURERS} 


1 4 ” rod 





—Beaver Mfg. Co. 

—Eagle Electric Mfg. Co.* 
—tLuminite Corporation* 
—Rodale Manufacturing Co. 


—T. C. Smith & Co. 


—Arrow Electric Co.* 
—Bryant Electric Co. 
—General Electric Co.* 
—Hart and Hegeman* 
—Harvey Hubbell, Inc. 


Beige Washer “ 

Pendant type lo- 
cators are made in 
$8 sizes. Each lo 
cator is plainly 
marked with col 
ored washer to 
show grade of 
UNDARK used. 


20c each 


Grade L 
1” rod 
Gray Washer We believe it to be to their own interest for distributors of electrical mer- 
chandise to stock and their salesmen to push, the sale of these useful lumin- 

ous devices. 


Note: If you have no connection with any of the above, we can supply Locators under our own brand 


Grade I 
4,” rod 
Red Washer 


The Market at Your Command 


The market at your command in- 
cludes nearly 18,000,000 wired homes 


The Product Offered You 


Although no basic patent has ever 
existed covering radium luminous 


2 for 25e 


Grade M 
1” rod 


Brown Washer 


Wholesale prices 
and packing detail 
on request from 
any of these man- 
ufacturers. 


compound or locators, nevertheless 
Undark Compound and Undark Con- 
struction have won complete domi- 
nation of this field. 

This position has been arrived at, 
not through any arbitrary control, 


in the U. S. alone and it is growing 
daily. A logical sale of not less than 
10 to a home. 

Millions of hotel and other rooms 
with millions of sockets and other 
places where locators may be used 





Showing the appli 
cation of Locking 
Cap available on 
Grades J. H. F. 

















to advantage. Each year new build- 
ing increases this market. 


but by sheer ability to stand the test 
of time and widespread use. 


The Program 


conformity to specifications required. 4. Identifying means pro- 


We believe we have corrected the troubles of recent origin that 
vided for each grade. 5. A definite advertising appropriation. 


have crept into the selling of luminous locators. Now you know 
exactly what you are getting:—Every price and grade is plainly 
marked—-standard quality for every grade. Let’s get the old enthu- 
siasm back again—there’s more cause for it than ever before! 

The lineup of grades for pendant type locators shown at the 
left was announced September 1. These new conditions simplify 
the whole question: 

1. All former licenses withdrawn. 2. New licenses permit pro- 
duction of six standard grades. 3. No royalty charged, but strict 


Three price groups, three sizes and six grades of luminosity 
now provide for every need. 


Grades J. H. F. are provided with another patented feature—a 
locking cap especially appealing to hotels and fixture manufac- 
turers, as a means of permanent attachment. It also provides an 
easy way for plating or lacquering without harming pendant. 

As we used to say in the Army, “Let’s Go!” 


+See catalogs of these and other wiring device houses (Weber, Cutler Hammer) for switches and switch plates 
with built-in luminous indicators. 

*These concerns. as well as Connecticut Electric Co. and Cutler Hammer, can now supply screw type locators for 
switch plates. Further details on this item later. This type has at least as large a field as the pendant type and a 
faster growing one. 


UNITED STATES RADIUM CORPORATION 
3535 Pearl Street, New York City 


Manufacturers of UNDARK Radium Luminous Compound used on fine watches, clocks, electrical, aeronautical and 
marine equipment, UNDARK Hotel Room Numbers, DAYNITE House Numbers and UNDARK Luminous Locaters. 































November, 1928 THE JoBBER’S{f]SALESMAN 159 












Graybar to Pass Into 
Hands of Employes 


According to newspaper dis- 
patches, Edgar S. Bloom, presi- 
dent of the Western Electric Co., 
announced on November 5, 
arrangements for the sale on 
December 31, of the Graybar 
Electric Co., to the Graybar 
Management Corp., which is be- 
ing organized to enable the offi- 
cers and other employes of 
Graybar to purchase that com- 
pany. All of the capital stock of 
the Graybar Management Corp. 
will be owned by the officers and 
other employes of Graybar. No 
officer or other employe of the 
A. T. & T. Co., the Western 
Electric, or any other company 
controlled by those companies will 
own stock of the Graybar Man- 
agement Corp. 











Missouri River Club Meets 


The semi-annual meeting of the 
Missouri river club was held at Excel- 
sior Springs, Mo., on October 11 and 
12. 

A. D. Barber of Graybar, Omaha, 
and “Lu” Korsmeyer of the Kors- 
meyer Co., Lincoln, presided as chair- 
man and secretary respectively. Quite 
a few jobbers and manufacturers at- 
tended, among the guests from the far 
eastern centers being H. N. Otis, sec- 
retary of the Tubular Woven Fabric 
Co., Pawtucket, R. I., who was an in- 
terested participant in several of the 
debates and also T. J. Fancher, assist- 
ant sales manager of Crouse-Hinds, 
Syracuse. 

Several subjects of interest to 
wholesalers and manufacturers were 
discussed. E. H. Waddington of 
Graybar, Kansas City, was elected 
chairman of the Spring meeting with 
Ed. F. Hardy of Central States Elec. 
Co., Kansas City as secretary. 

The usual good golfers were in at- 
tendance, prizes being won by H. N. 
Goodell and Luther Reid of the whole- 
salers and Max Spaulding of the 
Trumbull Electric Mfg. Co., Chicago 
ofice and B. L. Martin of Chicago- 
Jefferson, who by the way won a prize 
each day, this being the first time on 
record of anyone getting away with 
that! 
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EQUIPPED weir 


ILLUMINATES 
ALL FESTIVE OCCASIONS 


Hy 


ATTRACTIVE IN THE DAYTIME AS WELL AS THE NIGHT 
LISTED AS STANDARD BY UNDERWRITERS LABORATORIES 
FOR INDOOR AND OUTDOOR USE 












































Cat. Nos. 2002 and 2003 


P&s Decorative 
Sets 
Are Quick Sellers 


Listed as Standard by the Underwriters’ 
Laboratories for either inside or outside use 


HESE beautifully colored, well-made sets will prove to be 

the easiest sellers you have ever handled. They should be—they are 
in a class by themselves. Not only are they correct electrically, but 
they are striking in color effects—and that is what attracts customers 

The intermediate base size sets have red and green sockets, and 
approved wire in the same colors. The seven genuine Mazda lamps 
on each string are finished in a variety of vivid shades. Each set, 
including the lamps, is thoroughly tested on full current before leaving 
the factory. They are electrically correct; being made in multiple, 
a burned-out lamp does not affect the balance of the string "hey 
operate on 115-117 volt circuit. No transformers are necessary with 
these sets. 

Now is the time to get orders on these sets. They mean quick, 
easy profits for both you and your customer. 
















consisting of 7 colored lamp holders com- 
Cat. No. 2002, plete with colored lamps, is codennl with 
a lead 10 inches long from the attachment plug to the first socket. 
It is useful where several sets are connected together to produce com- 
plete decorative effect with uniform spacing of lights. List price, 
per set, $4.50. 


Cat. No. 2003, identically the same as P & S 2002, except 


that it is equipped with a lead 6 feet long 























he from the attachment plug to the first socket—a desirable feature wher- 
eS ever a long lead to the outlet is required. List price, per set, $4.50. 
hep» 


Cat No 2000 consisting of 10 sockets, spaced 20 inches 


9 apart, made in normal Edison Base size for y 
the regular house-size lamp. This set is specially suitable for dec- 
orating large living trees, festooning along the eaves of the house, 
or for use with large objects generally. Lamps not supplied. List 
price, per set, $6.10. 
PASS & SEYMOUR, Inc. , 





SOLVAY STATION, Syracuse, N. Y. 
NEW YORK: 71-73 Murray St., 


CHICAGO: 730-32 W. Monroe St. vA 
eS SALES REPRESENTATIVES a 





BOSTON DENVER SAN FRANCISCO 
A. D. Stein F. E. Staible, Inc. Cc. R. Bach Co. 
156 Purchase St. 2356 Blake St. 252 Fifth St 
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The Frog that [ried to 









Sing Soprano 


T’S BEEN told before—the story about 
] the frog that tried to sing soprano and 

only succeeded in croaking, and perhaps, 
one who tries to make one’s voice heard 
above the rush of the present radio business 
can get no further than the frog. Be all that 
as it may, there are things to be said, and 
there is no time like the present to get to 
the saying of them. 


4244 


Radio sales are registering a peak load on 
the public’s maximum demand meter. What 
with national broadcasting of political issues, 
football games that hold the grip and imag- 
ination of thousands, stock reports, choice 
news, and some reasonably good entertain- 
ment all combined with the popularity of 
the A. C. set, orders are far in excess of pro- 
duction. And that is the first thing about 
which to do some singing. Just when is the 
radio industry going to learn from the pre- 
vious year’s experience that a little early ac- 
tion is necessary to fill orders? Talk to the 
dealer now and he will blame it on the 
wholesaler, he in turn points an accusing 
finger at the manufacturer, while the manu- 
facturer uses both arms to indicate his trou- 








bles—one lengthened in the general direction 
of his distributors, the other stretched ap- 
pealing towards his “raw material” supplier. 
It really does seem possible that all hands 
could get together in early June and figure 
the approximate demand in various terri 
tories. The wildest guess would not throw 
the industry more out of joint than it gets 
every year, this year especially, with orders 
going a-begging and the telephone companies 
making a good share of the profit in handling 
the frantic long distance calls among various 
units of this new and prosperous industry. 


444 


Going up the scale a little, we'll strike an 
other note. This time in an effort to be heard 
on an additional thought. There is consid 
erable criticism from some quarters that radio 
is evolving into furniture. From the practical 
caterpillar of utility and pleasure, it is evolv- 
ing into the butterfly of antiques, period 
models, and incidentally, to many, prohibi 
tive prices. If the idea is to cater solely to the 
man with the check book, rather than the 
man who carries his bank in his hip pocket 
in a time-worn purse, well and good, there is 
nothing to be said. But if the idea is to 
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make more than an occasional sale to the 
man who wants a set that gives results, not 
a four-piece parlor suite, then, for the good 
of the industry let’s turn out some “Ford” 
radios, and leave the antiques to the antique 
dealers. Many are overlooking this dandy 
field with volume and profit while the scram- 
ble is on for the orders on high-priced units. 


444 


Going into a minor key, one feels called 
upon to strike what sounds like a discord on 
the outlook for the future. Manufacturers 
are swamped at present with orders, and 
every day the mail man and telegraph boy ap- 
pears with more. Is it quite a wild fancy to 
think what might happen, if the manufac- 
turers were to swing into still mightier pro- 
duction, and the wholesalers and dealers, on 
the other hand, were to commence to shut 
down anticipating a short season? It would 
not be long until sufficient radio stock were 
backed up to dam the Mississippi in the 
spring time. Old man “Finances” would ap- 
pear on the scene, do a little necessary dyna- 
miting, scatter the dam far and wide, and 
“blooey” would go all the profits for an- 
other year. 


The Editorial Advisory Board of THE JoBBER’s SALESMAN includes the 
following outstanding figures inthe world of Radio: H. H. FROST, 
Vice-president of the Federal- Brandes Corp. DUANE WANA- 
of the Grigsby~ Grunow Co; 
President of Benwood-Linze Co.; POWEL CROSLEY, JR., President, ( 

Crosley Radio Corp.; E.G. CLEMENSON, Assistant General Sales Man- 
L ager, National Carbon Co., and F. H. BERNHARD, Technical Editor 
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The point is this. The wholesaler is the 
key to the future situation. On his shoulders 
rests the responsibility of knowing radio from 
the production end to the stock market 
board. His is the responsibility of keeping 
a finger on the pulse of his territory—of 
keeping the channel wide open for the manu- 
facturers’ crates, and when things start to 
ease up, his, too, is the responsibility of sens 
ing that fact and notifying his supplier to 
start a little reduction around his waist band 
of production. Some say the so-called radio 
season should last until March, others say 
it should now be a year-round proposition, 
but no matter where the dead line is on the 
calendar, it is up to the industry as a whole, 
and the wholesaler in particular, to sense the 
market, and give such timely warning to all 
as to eliminate any possibility of a dumping 
on the market of expensive sets sold “on 
your own terms.” 
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There are the things we sing about over 
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the industry's private broadcasting station, 
and most of the notes on the scale were 
placed there by men who know whereof they 
speak. 


SO —————— 
_—_ Sl eeeenieee 
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-The St. Louis Radio Show 


The fourth annual Southwest Na- 
tional Radio Exposition which closed 
in St. Louis on September 22, was 
the greatest radio show that city has 
seen, both from the viewpoint of the 
vast audiences that crowded into the 
show building and the St. Louis Ra- 
dio Trades Association who sponsored 
the The attendance 
larger than that of 
year, 94,896 being admitted during 
Sixty manufacturers 


show. was 


any previous 
the six days. 
and jobbers had exhibit space in the 
show building and the total profits 
of the show this year to the asso- 
ciation are said to be $15,000, an 
increase of nearly $4,000 over last 
year. The visiting dealer attendance 
this year was much larger than that 
of any previous year, 1100 dealers 
registering. 

A committee composed of: Julian 
E. Sampson; Walter H. Dyer; A. C. 
Brandt; Samuel B. Singer; Roy W. 
Haege; Geo. W. Van Sickle; W. A. 
Ward; N. E. Hill; Fred A. Wiebe; 
E. A. Reutner; R. A. Kissel; Frank- 
lin McDermott, and the show man- 
ager, William P. Mackle, all officials 
of the St. 
ciation, had entire charge of all ar- 
The show 


Louis Radio Trades Asso- 


rangements for the show. 
was planned and carried out on a 
budget system very similar to that 
used in previous shows and the fact 
that the system showed a small profit 
the of the 
proved that the plan was 
highly satisfactory. 


before doors show were 


opened 


The national character of the show 
was demonstrated by the fact that 
each of the 60 exhibits was identified 
by signs carrying the name of the 
trade name of 


No jobber 


manufacturer or the 


the product exhibited. 
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Here is a Section of the Crowd That Were Present at the Opening Night of the Fourth Annual Southwest National Radio 


Show Held in St. Louis in September. 





Julian E. Sampson, President, St. Louis 
Radio Trades Association and Chairman 
Show Committee. 





his exhibit 
and this co-operation made the na- 


used his own name on 


tional atmosphere possible. 
The entertainment features of the 


show were unusually well planned. 
Three local radio stations, KMOX, 








William P. Mackle, St. Louis Radio Show 
Manager and Alois Havrilla, HBC An- 
nouncer Took Time Out to Have Their 
Picture Taken. 
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WIL and KSD, furnished talent and 
broadcasted the program direct from 
the “Crystal Studio” which was lo- 
cated in the show building. Among 
guest artists who entertained the 
visitors were: Alois Havrilla; Gra- 
ham McNamee; Phillips Carlin, and 
Allen McQuhae. 

Television apparatus and a demon- 
stration of photoradio equipment 
drew many interested spectators. A 
photograph of Mayor Victor J. Miller 
of St. Louis was transmitted and 
received at the show and the photo- 
radio picture later presented to the 
Mayor. 

The St. Louis Radio Trades As- 
sociation feels quite happy over the 
entire show. The exhibitors 
very pleased with the reception given 
their products by visitors and by the 
fact that more radio equipment was 
actually sold at the show this year 
than at all previous shows together. 
The increased revenue from this show 
will give the association an oppor- 
tunity to carry on the work of the 
organization on a larger scale than 
it has been possible for them to do 
in the past. 


were 


+ * 


Chicago Radio Meeting 


The Midwest Radio Trades Asso- 
ciation, together with the Federated 
Radio Trade Association and the Na 
tional Association of Broadcasters, co 
operated with the Chicago Chamber 
of Commerce, in connection with its 
monthly meeting held at the hotel La 
Salle on Wednesday, October 10, by 
turning out in large numbers for the 
meeting. Mayor Herbert H. Frost, 
President of the radio manufacturers 
He spoke on 
“Chicago's prominence in the radio 


was the guest of honor. 


industry.” 
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Model 521, $199.50 


West of Rockies $219.50 











Model 520 


115 
West of Rockies $124 









Emphasizing the Attractive VALUES 
offered inthe KELLOGG Lines/ 


New Kellogg models appear from time 
to time — models that meet all price 
competition— but KELLOGG quality 
remains the same; fixed and unchange- 
able —the finest quality that can be 
built into a radio receiver. 


Kellogg Switchboard & Supply Co., 
Dept.53-78 Chicago, Ill. 









Model 515 
$99.50 
West of Rockies $108.50 












Model 516 Model 514 
$375 $495 
West of Rockies West of Rockies 
$400 595 





KELLOGG 


with the 


The RADIO @athedral Gone Z 
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Radio Through The Camera’s Eye 


Below: Miss Alta Faulkner 
is deeply engrossed watching 
an image arrive from an east- 
ern station during a test of the 
television receiving set exhibit- 
ed at the National Radio Show 
in Los Angeles. The picture is 
visible in the tiny panel in the 
cabinet. It will not be long 
until the artist can be seen as 
well as heard. 


Operated by radio control, with no hand at its 
brakes or motor, a street car of the Chicago Sur- 
face Lines recently made a trip from Harrison 
St. to Grand Ave. on Franklin St. It was one 
of the ordinary surface lines’ passenger cars. A 
small shelf had been placed on the front, and on 
this shelf stood a small box. Extending from this 
box was a brass rod about four feet long, which 
acted as an aerial, The experiment of operating 
the car by radio was carried out by Maurice J. 
Francill, a radio expert, who rode in an automo- 
bile in front of the car. Under his arm he car- 
ried a box similar to the one on the front of the 
car and with the same kind of a brass rod for an 
aerial.— Underwood Photo. 


Right: How they do it in 
Germany. Photo shows the 
von Mihaly television set be- 
ing demonstrated to spectators 
at the radio show in Berlin. 
This set is quite different from 
those developed in the United 
States. 
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BUILD your profits on a solid 
FOUNDATION! — 


















CORPORATION 
JERSEY CITY, N. J. 


MAGNETICS 


Tonal Qualities of 
Remarkable Realism 


AMERICAN 
REPRODUCER 


DYNAMICS 


Increase the Quality of 
Your Radio 100% 





























VLEET. 





Banca mal Sell our line for GOOD business 


ae ASSETS 





ore price Guarantee 
No. 1 YPC. cccccccccccccces 4 

No. 200 DC Type.............00.- 55.00 Service 
We Ge Ee BID 6 ccc cnccsccsce 50.00 


Proved Performance 
Satisfied Customers 











LIBERTY Profits 
Model Covered by Lektophone License 
Magnetic 
Type 








The Gold Stand- 

ard of Cone 
Speakers. A bet- ¥ 
ter Cone Speaker 
is not Obtainable 
at any Price. 20- 
in. Cone. Bronze 








a ° . 
4] Double Cone, 
~ Real Perform- 














Finish Only. — 
Price $30.00 
American 
No. 1B Unit TH 
Magnetic T ype tony Cc 
An excellent Unit Magnetic 
for Cabinet In- Type 
stallation. Fur- D ene ‘ 
‘ A ynamic Table Model Sufficien arge to sags 
nished in Plain Fit Any Make AC or DC ee ng Fur- Aateteey — 


Wood Box. nished in Walnut Finish. Sizes: 32” x 14” tically Conaak 




















~~. enw 0 ’ 
Price, $15.50 x 29"; 29” x 18% 2 29”. ; Type No.6. Wal- 
No. 500 AC Dynamic Type..Price, $85.00 nut Finish Only. 
Chassis Only $13.50 No. 600 DC Dynamic Type. .Price, $75.00 Price $30.00 
No. 700 6-volt Dynamic Type. Price, $65.00 io 


























The Most Complete and Distinctive Line of Reproducers Ever Offered to the Trade 


Aften six years of continuous and successful operation the AMERICAN REPRODUCER CORPORATION now offers to the trade 
what it believes to be as complete a line of dynamic and magnetic reproducers as any wholesaler could desire. The prices of 
the ARC line place this quality product within reach of all classes of buyers. 


ion The beautiful designs offered, plus the wonderful performance assured, will prove a real money maker for the aggressive 
Tr, 





? The sale of an ARC speaker makes real profit in money and friends. Written factory guarantee of one year on all models. 
Prices slightly higher west of the Rockies. 


' AMERICAN REPRODUCER CORP. 


AMERICAN REPRODUCER CORPORATION 
55 West 42nd St., New York City 
General Sales Offices: Please send at once information and prices on the ARC line. FACTORY: 


55 West 42nd St., WM Pea oboe aa wane ok  Oaaeneee nak acu Oy meee wer caweoueuanse JERSEY CITY, N. J. 
New York City. UNO coc ion sae idl cata gotta ter eine eww Date sd a'a ude 
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With the new low prices and 
the new Symphion Receiver 


Balkite becomes 
the most remarkable 
line on the market 


There has never been any question that 
Balkite is one of the finest receivers on 
the market. For performance and qual- 
ity of reproduction it leaves nothing to 
be desired. 

In addition, the regular Balkite AC 
Receiver now costs no more than ordi- 
nary sets. The new low prices of $125.00 
and $140.00 for the table models are un- 


equalled by radio of any similar character. 

This combination of quality and price 
is in itself enough to make Balkite one of 
the most attractive lines in the field. 

But in addition there is the Balkite 
Symphion Receiver. This receiver is 
literally the only new thing in the indus- 
try. AC, but based on an entirely new 


principle, it gives a quality of reproduc- 





BALKITE A-5 
The Table Model. Walnut 
cabinet, by Berkey & Gay. 





BALKITE A-3 


The same, in a simple, but 
sightly, all-metal case. 








$125.00 to $950.00 — Less tubes 
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tion hitherto unequalled. The difference 
between Symphion and any other rec2ziver 
is obvious and, more to the point, easily 
demonstrable to the average prospect. 
Interest in this new receiver is enor- 
mous on the part of both trade and pub- 
lic. It has already been called the 1929 


receiver. 


FANSTEEL 


Ba 







kite Radio 


The new Balkite SYMPHION 

- SYMPHION through an 
entirely new principle converts 
the ordinary 60-cycle AC house 
current to 3,000,000 cycles... 
This makes possible the use of 
the 201A tube with its far wider 
range of frequencies and ex- 
cludes heterodyning and hum... 
Result: every tone is reproduced 

as it is played. Two models: 
B-7 Highboy (illustrated) at$475, 
and B-9 Combination Radio Re- 
ceiverand Electric Record Repro- 
ducer at $950. Both in cabinets 


by Berkey & Gay. 


CABINETS 
BY 


Berkey & Gay 


The two receivers together give you 
everything you could ask for in a radio 
line, from a price for the humblest buyer 
to a receiver for the music connoisseur. 
They are rapidly making Balkite one of 
the most popular and fastest-selling lines 
on the market. Fansteel Products Com- 


pany, Inc., North Chicago, Illinois. 
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Radio Through The Camera’s Eye 


Pretty Louise Wallace, the “girl in blue,” GIRL BEAU 
and bright-eyed Margery Dale, the “girl in 
green,” were twin centers of attraction at CONTES 


the Chicago radio show. For these two girls fom 7 - 
were finalists in a nation wide beauty con- Gus 
test to determine the living counterpart of 
an artist’s dream. When Clark Agnew, 
prominent artist and illustrator, was com- 
missioned by the Sonatron Tube Co., to 
create the Sonatron girl, he had an oppor- 
tunity to place on canvas a type of beauty 
which he had long dreamed about. His 
dream girl was red-haired, petite, fair of 
skin and had an enchanting smile. And so 
he painted her, never thinking that some day 
she would be found in the person of an 
actual girl. It was the curiosity of Don 
Quinn, sales manager of the company radio 
tube concern, that led to the beauty con- 
test. Mr. Quinn wondered whether this 
ideal girl! was anywhere to be found. He 
inaugurated a nation wide series of beauty 
contests which took place in the various ra- 
dio shows and fairs held in a number of 
cities at this time of the year. By a 
process of elimination, he brought to the 
Chicago show at the Coliseum, the Misses 
Wallace and Dale, both girls bearing a re- 
markable resemblance to the artist’s dream 
girl, We'll let you judge which should 
have won 


BROADCASTING 
STATION 





Se 


Here is Dr. Frank Conrad, with his in- 
vention, the movie broadcasting machine, 
which will be used it is said, in a few 
weeks in the first official broadcasting of 
.| motion pictures from station KDKA. The 
TRANSMITTED &yY ' : 2 diagram above shows how the light is sent 
tocar arenas ‘ ‘ ' through wheel onto a film strip, resulting 

es impulses being sent by wire to a station 
two miles away and flashed back to the 
point of origin and seen on the wall in 
shape of pictures.—Photo, International 
Newsreel. 





One of the most novel 
inventions since the be- 
ginning of the radio era 
will be inaugurated at 
the Earl Carrol Thea- 
tre—calling for a hook 
up with a radio station, 
and installation of a 
battery of trunk tele- 
phone _ lines. With a 
broadeaster, a switch 
board operator and six 
telephone clerks, — the 
public will be given an 
opportunity to purchase 
seats ahead of the ticket 
brokers. — Underwood 
Photo. 
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PERFECTED 


AUDIONS 


GAIN Dr. Lee De Forest has writ- 
A ten a new page in Radio History! 

Just as his startling invention of 
the radio vacuum tube back in 1906 
made possible the birth of Radio, as an 
industry —so has his new perfected 
Audions made possible today—a great- 
er and more economical enjoyment of 
radio reception. 


The acid test of performance tells the 
story. And in the new perfected De Forest 
Audions—the big selling advantages you 
have are—greater clarity —increased 
sensitivity—more volume and of prime 


importance —the greater number of en- 
tertainment hours. 


Exclusive filament chemical treatment 
—stauncher mechanical construction 
and a much higher vacuum are the three 
outstanding factors of the new perfected 
De Forest Audions that build consumer 
satisfaction and good will for your 
dealers. 


Made in all popular types, both for 
A.C. and D.C. Ask your house to write 
for the profit-making De Forest Jobber 
proposition. 


ON THE AIR Every Sunday between 


10:00 and 10:30 P. M. 
(E. S. T.)—The “De Forest Audions”—over the 
22 stations of the Columbia Broadcasting System. 


DE FOREST RADIO COMPANY, JERSEY CITY, N. J. 


NEW YORK CHICAGO PHILADELPHIA PITTSBURGH 
ST. LOUIS DENVER ATLANTA BOSTON 


DALLAS LOS ANGELES DETROIT KANSAS CITY MINNEAPOLIS 
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Ray Johnson, radio manager, Erner 
Electric Co., Cleveland, was getting ready 
for a big gathering of “Radiola” deal- 
ers, but retained his good nature in spite 
of being snowed under. 





Bunnell-Stevens Takes Over 
Esco Branch 

The Bunnell-Stevens Co., 

Binghamton, N. Y. has taken over the 

Wilkes-Barre, Pa., branch of the Elec- 

tric Supply & Equipment Co., and 


Inc., 


will operate it under the name of 
Bunnell-Stevens Co. Practically all 
of the employes who were connected 
with the branch when it was still the 
E. S. & E. Co. are continuing there 
under the new management. 

* * 


Sidney Greenfield Recovering 

Word has been received from J. B. 
Mitchell of the Baltimore office of the 
Economy Fuse & Mfg. Co., that Sid- 
ney Greenfield, president of the 
Greenfield Co., Baltimore, 


who has been ill since last February 


Electric 


is now on the road to recovery. 
* * * 


Salesmen I Have Met 


(Continued from Page 10) 


swindle sheets. Those are his problems. 

For fifth place I nominate a fellow 
that sold sauerkraut for a cannery in 
a little town in Indiana. When I say 
sold, I mean letter, for 
“Dutchy” knew his kraut and sold it 
by the carload. One 
“Dutehy” and you would know what 
he sold. 


every 
glimpse at 


He was absolutely typical, 
looking and acting the part. They 
relate a tale about him that tells the 
He called on an eastern 
chain store buyer for the first time, 
and the buyer took him into the presi- 
dent’s office. The president gave him 
one look and without further cere- 
mony told the buyer to order 50 bar- 


whole story. 





rels. “Dutchy” is rich and still sell- 
ing kraut. 

For sixth place I will include a 
that looks like a 


combs his hair, never shaves, wears 


man hobo, never 
an old hat, toes sticking out of his 


shoes, and rags all over. If you 
would see this man along a railroad 
track cooking his gullion in a can over 
an open fire and three or four other 
hobos around the fire you could not 


Well, this 


lamps 


tell him from the rest. 
fellow 


plenty of them too. 


sold automobile and 
Any of the boys 
that made Ft. Wayne, Ind., will re- 
member the “Bo.” Nobody ever knew 
his name and nobody cared to find it 
“Bo” just kept on selling lamps 


and let the world stare at him. 


out. 


For seventh place I have a tea 
He dressed himself like a 
lord of India with seven wives and 
His clothes 
were imported from India, he stained 


salesman. 
plenty of grandchildren. 


his face and hands brown, wore his 
fez at the proper angle, assumed a for- 
eign accent, and sold enough tea be- 
fore he was found out to give Lipton 
a 10 year vacation and himself a for- 
tune. 

Now I have seven people standing 
in my picture, but a group would not 
look good unless you had a few sit- 
ting, so the next two will sit in front. 
We'll call these two fellows Bill and 
Bart, just because that is not their 
names. These two are bosom friends 
and when I last saw them they were 
both with the same house and making 
good. Bill is a tall, stately, dignified 
man, talks about as much as a sphinx 
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Bart 
is a little runt who trots along like a 
little boy to keep up with Bill’s long, 
Bart does all the talk- 
ing, talks fast enough to be an icicle 
auctioneer at Nome or Pt. 
Bill never answers him, just grunts. 


only weighs his words longer. 


even strides. 
Barrow. 


Bill used to drive a popular make 
touring car, and when he was sitting 
in the car his knees would be on a 
level with his eyes and tangled up 
with the steering wheel, but he could 
sit and drive all day without tiring. 

Now our picture has seven standing 
and two sitting and to me they are 
the queerest and strangest salespeople 
I ever met, and a real picture of them 
surely would find a berth in the Hall 
of Fame, or to be more conservative, 
Sunday My 
thinks I belong in this photo also. 


in the Comics. wife 
She says I am queer to an indescrib- 
able point, with no cure in sight, but 
if it were not for us queer fellows, 
dealers wouldn't appreciate the nor- 
mal boys. And we prove to the world 
that almost everyone can sell, if they 


work hard and long enough. 
* * * 


May: Uses Newspaper Space 
for Announcement 
D. W. May, Inc., Newark, N. J., 
used practically a full page in the 
September 26 issue of the Newark 
Evening News to announce the fact 
that it had secured exclusive distribu- 
tion of the Crosley and Amrad lines of 
The 


copy was so written as to emphatically 


radio in northern New Jersey. 


bring the company’s dealers into the 


picture. 








~~ 


adie oc) 


Here are the men that make the wheels go around at the Electric Appliance Co., 
New Orleans, La. Left to right, they are: W. P. Farrell, order department; Mare 


A. Barre, secretary-treasurer; C. 


manager, and Jos. R. Haynen, vice-president. res 
in radio sales and has installed a special radio room next door to the main building. 


Robt. Churchill, president; J. W. Flynn, sales 


Mr. Churchill is deeply interested 
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New Radio Products, Illustrated 





.125 amp., DC (maximum). 


The Raytheon Mfg. Co., Cambridge, Mass., announces a new line of AC 
filament tubes. Reading from left to right: Ray-227 detector amplifier (AC 
heater), 2.5 volts, 1.75 amp., plate 180 volts (maximum); Ray X-226 amplifier 
(AC filament), 1.5 volts, 1.05 amp., plate 180 volts (maximum); Ray X-171-A 
power amplifier, 5.0 volts, .25 amp., plate 180 volts (maximum), and Ray 
X-280 full wave rectifier, 5.0 volts, 2.0 amp., plate 300 volts AC (maximum), 


a] 





The Sterling Mfg. Co., 2831 Pros- 
pect Ave., Cleveland, announces its 
“Vari-tone” speaker. It has a tone 
filter adjustment, by which the tone 
range of the speaker can be changed 
by the set owner and also varies the 
tone to compensate for individual 
characteristics of different radio sets. 
The unusual grille of this speaker 
was adapted from a_ prize-winning 
design submitted in a recent contest 
by the students of the Cleveland 
School of Art. It depicts rays of the 
setting sun shining through clouds. 


The Aerial Insulator Co., Inc., 
Green Bay, Wis., is manufacturing 
the radio “Lite-Tenna” shown here. 
It is a combination aerial and lamp. 
It is 10 in. high, is finished in old 
gold and is equipped with an amber 
shade. 


The Kellogg Switchboard & Sup- 
ply Co., Chicago, is offering two new 
models, with the “B” chassis. Both 
models are distinctive in appearance 
and each one incorporates original 
cabinet features. Model 520, cabinet 
model, is an attractive combination 
of brown metal side panels with 
walnut top corner trim and walnut 
bottom. Model 521, shown above, is 
a walnut console. It is particularly 
designed for those who wish a com- 
plete radio that will occupy a small 
space, 











The American Mechanical Labora- 
tories, Inc., 285 N. Sixth St., Brook- 
lyn, N. Y., is manufacturing the 
“Clarostat” antenna plug shown 
above. 








N° 
| AROGRT ST, S?9| 
AMPLIPOWER. \ # 


The Bright Star Battery Co., Ho- 
boken, N. J¢.,. is introducing its new 
“Amplipower” battery. It is de- 
signed to take care of the increased 
power required to meet the heavy 
drain of the new power tubes on the 
“B” battery. The Bright Star “Bag” 
type construction is used in the indi- 
vidual cells of this new heavy duty 
battery. 





The American Bosch Magneto 
Corp., Springfield, Ill., is manufactur- 
ing the model 28A console shown 
above. It consists of an eight tube 
set, seven A. C. amplifying and one 
power rectifying tube. There are 
three stages of radio frequency, a 
detector, and two stages audio fre- 
quency. The console is of patterned 
woods. The front drops in desk 
fashion. 
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—EEE- 77 CzRADIO- 


{Grigsby-Grungy/Company, Exclusive Mfrs.} 





Everybody Wonders: 


“How can it 
be done?” 


Majestic, 


is DOING it, 


GRIGSBY-GRUNOW COMPANY 


5801 Dickens Avenue Chicago 
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[t’s Easy to sell 


SHERMAN 





7 
Battery Clips 


When you know their 
Strong Points 


1 One Piece. Whole clip carries current. No 
joints to weaken or fall apart. Easily cleaned. 


Special spring steel. Much tighter grip per- 
manent tension. Special composition proof 
against pitting. 


Handy terminal. Easy to attach wire by screw 
or solder. Ears retain insulation. Acid fumes 
cannot corrode terminal. 


Safety Hand Grip. Exclusive feature preventing 
accidents and giving firm hold on clip at all 
times. 


Hot head coated. Resists acid spray and fumes. 
All surfaces completely covered. 


Universal Jaws. Gives good area of contact 
on all shapes of conductors up to limit of jaw 
spread. 


Generous size. Tighter grip. Each rating car- 
ries current with less resistance. 


Uniform Grip. Positive grip on smallest or 
largest objects. Long spring surface distributes 
strain and prevents cracking of lead coating. 


rN Aa & WwW DN 


And then Remember — 


The positive, unvarying jobber policy 
by which every jobber handling 
Sherman products is protected. Sher- 
man goes the limit to safeguard your 
Standard Carton profits. 


Sold thru Jobbers 


H. B. SHERMAN MFG. CO. 


Battle Creek, Mich. 























Federated Makes Important 
Move 

In order to better protect the pub 
lic, which the radio industry is en 
deavoring to serve, the Federated Ra 
dio Trade Association has compiled « 
survey of serial number laws through: 
out the United States. It is found 
that legislation protecting radio 
merchandise from removal and de- 
facement of serial numbers is totally 
lacking. Should the consumer hay: 
his set stolen, he has no means what- 
ever of identifying it if the seria] 
number has been removed. Also 
there is no means of tracing sets to 
dealers and jobbers who sold them to 
back up their guarantee. The Fed- 
erated through its various associations 
are now drafting a model bill for pre- 
sentation in our state legislature pro- 
tecting the interest of the consumer. 

The Federated Radio Trade Asso- 
ciation also resolved to send a vote of 
thanks to the Federal Radio Commis 
sion for its splendid and untiring ef 
forts in an attempt to reallocate 
broadcasting wave lengths so that the 
public might enjoy the best of radio 
reception. It approves of the reallo- 
cation plan which the commission has 
now authorized to take effect Novem- 
ber 11, with a few minor modifications. 
It recommends that the plan be given 
a practical try out before any radical 
changes are made in it. 

* * 


Youngstown’s Radio Show 

All the electrical and radio inter- 
ests of Youngstown, O., had a finger 
in the pie at a very successful radio 
and appliance show which lasted thre: 
days, September 27, 28 and 29. It 
was held at the Rayen-Wood audi 
torium and approximately 40 exhibi- 
tors showed their wares to good 
advantage. 

All the attractions and special fea- 
tures were worth while and Graham 
McNamee pulled the crowds in lik 
Babe Ruth. Television was second, 
and in real scientific interest, proved 
the hit of the show. 

In connection with radio in Youngs 
town, it is pleasant to hear the deal- 
ers state positively that their radio 
“season” now embraces most of thi 
whole year—that the deadly summer 
lull is no more. Furthermore, the 
give the improvement in the efficienc) 
of the sets of today much of th 
credit for the fact that buyers no 
longer wait for cold weather befor« 
putting in a radio. 
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You're Selling Satisfaction~ 
When You Sell the New 


BRIGHT STAR 
AAMPLIPOWER. 


The Guaranteed “B”’ Battery e 
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Now that longer evenings have come, 
and broadcasting conditions are improv- 
ing, you can build good-will and increase 
your profits by pushing Amplipower— 
the only “B” battery that is guaranteed. 


The customer must be satisfied when he 
equips his set with Amplipower— BE- 
CAUSE AMPLIPOWER IS GUARANTEED TO 
GIVE SATISFACTORY SERVICE FOR 12 
MONTHS FROM DATE OF PURCHASE, WITH 
ANY TUBES OF STANDARD TYPE! 


Amplipower possesses all the well-known 
Bright Star features—Bag Type Cell Con- 
struction, silent operation — unequalled 
power—and in addition, a long life that 
makes it the logical choice of those who 
want complete, uninterrupted radio enjoy- 
ment! Amplipower is indispensable to 
those who are exploring the fascinating 
field of Television. 


Popular demand has already created a 
ready-made market for you—cash in on it 


NOW. 


BRIGHT STAR BATTERY CO. 


Chicago 


HOBOKEN, N. J. 


San Francisco 





‘‘NINETEEN YEARS BUILDING THE QUALITY 


LINS’’ 
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Each 
Cunningham 
Radio Tube | 
Speaks with 
a note of 
















authority on 
Tone Quality 


The public have learned to 


ask for them by name 


E. T. CUNNINGHAM, Inc. 


New York Chicago San Francisco 
Manufactured and sold under rights, patents 
and inventions owned and or controlled by 


Radio Corporation of America 


OPP PAP PPPPRPRPPPERPELLP PIPL IDE 
OPP PP PPPP PP PP PPPPPPPPPS 
PPP PPP PPPPPPP PP PPP PP PPS 
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VIRGINIAN ELECTRIC INC. @ | 


The building of Virginian Electric, Inc., Charleston, W. Va., is spread out so we 
have to show both front and rear views to give the full effect. 





In the group are 


Stella May Levy; E. D. Knight; Jo Levy; Margaret Wilburn; Lula Hamilton; Ethel 


Oakes; Edith Mullins, and W. O. Spurlock. 





Chicago Radio Show 


The sixth annual Chicago Radio 
Show was held at the Coliseum the 
week of October 8. This show, which 
had the official support of the R.M.A., 
was managed by U. J. Hermann and 
G. Clayton Irwin, Jr. Most of the 
booths were extremely well decorated 
and commanded the attention of the 
enthusiastic crowd that attended. Tele- 
vision, however, came close to “‘steal- 
ing” the show, for the public gathered 
for the demonstrations in such num- 
it difficult for the 
ushers to keep them moving past the 
receivers on hand. 


bers as to make 


* ” * 


Resuscitating ‘‘Dead’’ 


Customers 
(Continued from Page 14) 
and if so we should appreciate a 
chance to rectify it. 

“At the same time we send a letter 
to the salesman in the delinquent cus- 
tomer’s territory, telling him of the 
of the 
him that we have already written a 


condition account, informine 
letter of general inquiry and asking 


him to make a special effort to get 


| the customer back on the right track. 


“If the customer still does not re- 
spond properly after our letter has 
gone to him and the salesman talked 
with him, we send an executive of the 
firm to see him. I generally do that 
myself and find that some customers 
appreciate our special interest sufii- 
ciently to tell me or whatever other 
executive who visits him just why he 
has stopped buying from us, and with 








that knowledge in hand we generally 
can smooth out things properly. Thi 
average customer will discuss these 
things with an officer of the company 
when he will ignore the salesman. H» 
appreciates the fact that we consider 
him important enough to send an of 
ficer to see him. 


“We devote more than the usual at- 
tention to the trading practices of our 
customers, 
vidual once on our books 
half a dozen prospects who may come 
on at some later date. We find ii 
more profitable to cultivate customers 
in an effort to get them to buy more 
from us than to spend all our specia! 


because a firm or indi 


is worth 


selling time seeking new customers.” 

Still another Coast firm has used 
this same general idea of personal fol- 
low up, but in a different and novel 
manner. It uses letters to induce for 
mer customers to come back and in 
structs salesmen to call upon. sucli 
customers right after each letter goes 
out; but when it comes to sending out 
an executive to such customers, 
this firm does it differently. 

Instead of the sales manager going 
to see the ‘‘dead”’ customer, the credit 
His appe:l 
is something like this: “When I mad 
up the statements for last month, Mr. 
Blaylock, I missed yours. The 
thought occurred to me that probably 
we had done something, unintention- 
ally, to offend you, and I thought I'd 
drop in and ask you what it was, if 
that be 
show, you've always been a highly de 
sirable customer of ours; and if ther« 
is any little difference which I can 
straighten out between you and the 


see 


manager pays the visit. 


the case. As my records 
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OW ATRAD 


RADIO 


-the new ¢em in the radio world 
Khe 1929 Howard 


Green Diamond Fight 


All Electric 8-Tube Receiver 


Everything built-in but the speaker — . 
no external power unit. Uses new 


Alternating Current tubes. Special 
amplifying system for electrical repro- 
duction of phonograph records gives 
greater range of entertainment. 


Howard quality standards maintained 
throughout. Now ready for inspection 
at leading dealers. 


Other Howard Models to $2500. 
Send for Illustrated Booklet. 


Howard Radio Company 


Makers of Fine Radio Receivers—Exclusively 


CHICAGO 


Licensed by R. C. A. 


and Associated Companies 
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No Brushes 

No Commutator 
No Sparking 

No Interference 


That’s Why 
the Bodine Type RC-10 
is the Ideal Turntable 
for 
Phonographs and 
Radio-Phonograph 
Combinations 


HIS Electric Turntable solves 

the problem of thousands of 
radio users, set builders and experi- 
menters who are adding phono- 
graph attachments to their radio 
sets. 

The Bodine Type RC-10 Electric 
Turntable is driven by a_high- 
torque induction motor which has 
no commutator or brushes to cause 
sparking or interference. It cannot 
cause crackling noises in speakers 
or interfere with reproduction. An 
easily adjusted governor accurately 
maintains any desired record speed 
regardless of voltage fluctuations. 

Compact construction and spring 
supports that absorb vibration as- 
sure quiet and thoroughly satifac- 
tory operation. Furnished complete- 
ly assembled and wired ready for 
use. 

Order a stock of RC-10’s today 
and capitalize the popularity of this 
quiet operating turntable. 


Mail the Coupon 


DINE ELECTRIC COMPANY 
BOM W. Ohio Street, Chicago, Ill. 
information and 
Pee ed Re AD Be 
tric Turntable. 





| smaller cost. 


| and manufacturers 
| the “longest way round is the shortest 


| extravagant 
| such goods. 





| advantages of specialization. 
| cialization in distribution is just as 


sales department, I would be mighty 
glad to do it.” 

The president of this firm declares 
that his credit manager gets back old 
customers who previously have re- 
fused to budge when visited by sales- 
man or sales manager. 

* * * 


The Future of Electrical 


Wholesaling 
(Continued from Page 12) 

By placing orders for many season- 
able goods in advance, the wholesaler 
stabilizes production. The manufac- 
turer can then produce according to 
schedule and fill orders at a much 
lower price. The wholesaler also sim- 
plifies the manufacturer’s accounting 
and bookkeeping. Instead of carry- 
ing thousands of small accounts on 
the books, the manufacturer carries 
a few large accounts when he dis- 
tributes through wholesalers. This 
same situation tends to reduce the 
manufacturer's cost of credit granting 
and the collecting of overdue ac- 


counts. The wholesaler is much bet- 


_ ter fitted to handle these matters than 
| the manufacturer. He 
| the dealers and can obtain credit in- 
| formation much more quickly and at 


is closer to 


He can follow up ac- 
counts with greater care and thus re- 


| duce losses from bad debts. 


Age of Specialization. In view of 


the foregoing, is there any wonder 


| that the majority of electrical dealers 


have found that 


way home?” The round-about method 
of distributing electrical supplies, 


| equipment, and the like is not neces- 
| sarily the most expensive and most 


method of marketing 
Nor is there any special 
magic with regard to cutting costs in 


| the shorter routes taken in some cases. 


On the contrary, the round-about 
method often proves to be the most 


| economical and most desirable plan. 


Production has no monopoly on the 


Spe- 


advantageous and should be just as 
desirable as it is in production. No 
automobile manufacturer would nor- 
mally undertake to produce his own 
tires, engines, bodies, batteries, igni- 
tion apparatus, klaxon horns, uphol- 
stery material and the numerous other 
accessories and parts that go into the 
final product. Instead, we have 
plants which specialize in the produc- 

















| The New | 
TRiMM 


Entertainer 
Model 58 


$25 


West of the Rockies $27.50 
Canada, $33.50 


Here is a new speaker that on performance and 
appearance is appealing to dealers everywhere. 
You will make no mistake in trying the new 
Trimm Entertainer on your hardest-to-please 
customers. 


Seven Big Selling 
Features 


Balanced Armature Unit. 

Ruggedly built to give perfect serv- 
ice over long periods of continu- 
ous operation. 

New spring feature with double coil 
gives positive control over the air gap. 

Absolutely free edge cone. 

All parts rust-proofed before assembly. 
Volume with mellowness and entire 
absence of blasting or distortion. 
Cabinet of beautiful, paneled two- 
toned walnut, with bronze mesh 

screen front and back. 

Send to-day for full information on 

the new Entertainer and on 


TRIMM CONES--HORNS 


HEADSETS - - UNITS 


Concerto Grande Cone, 17” diam., 
$16.00 

Concerto Cone, 14” diam., $10.00 

Concert Horn, $25.00 

Home Speaker Horn, $10.00 

Dependable Headsets, $4.00 

Professional Headsets, $5.50 

Concert Unit for Horns, $8.50 

Concerto Grande Unit for Cones, 
$9.00 

Concerto Unit for Cones, $6.00 

Giant Phonodapter, $10.00 

Little Wonder Phonodapter, $4.50 


Headquarters for Hotel, Hospital and 
Apartment House Installations. 
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The Bryant Electric Company 





SUPERIOR 


WIRING DEVICES 





ouer pal : thy, Win the? 50! oR ne arte PRIZE 





te TO ea THe MEMCO UNE 





Bridgeport .. Connecticut 






NEW YORK... ... .. . 342 Madison Avenue 
PHILADELPHIA .... . . 1317 Widener Building 
CHICAGO ..« . . « « « « 844 West Adams Street 





SAN FRANCISCO . - « « 149 New Montgomery Street 
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quality not possible through the 


Phonograph. 


Export Office: 56 


Boston Denver 
New York Pittsburgh 
Philadelphia St. Louis 
Atlanta Chicago 


Three More SIGNAL, 
‘Products for ‘Uou 


Mr. Jobber’s Salesman, here are three live up-to-the-minute items that are 
sure sales builders. Be the first to offer these Signal products to the dealers 
in your territory—meet the ever increasing demand for something new. 


SEGNAL Electric Phonograph 


Complete with volume control in base 
amplifies tone from phonograph—gives 


lar phonograph reproducer. Wherever 
there is a radio, there is a prospect for 
the Signal Electric Pick-up and Electric 
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Model U-2 shown here, includes 
Signal Electric Phonograph Motor, 
Turntable, Automatic Stop, Phono- 
Radio Switch, Electric Pick-up and 
Adaptors, Speed Control, Needle 
Cups—complete in a cabinet espe- 
cially designed for console mounting. 
Can be installed in 10 minutes com- 
plete—beautiful Walnut cabinet. It 
is a power amplified phonograph in 
15 minutes. 


SIGNAL Electric Pick-Up 


regu- 





SIGNAL Juice Extractor 


The ideal Juice Extractor for hotel, res- 
taurant, soda fountain or home use— 
wherever a juice extractor is required. So 
designed that the juice runs out immedi- 
ately—handy off-and-on switch—can be 
furnished all voltages—universal motor— 
finished in French Gray. 


Investigate these sales resistanceless items. 
Now is the time to take them to your 
dealers. 


SIGNAL ELECTRIC MFG, CO. 


Manufacturers of Electrical Phonographs, Motors and Appliances 
MENOMINEE, MICHIGAN 


Wall Street, Room 225, New York 
BRANCH OFFICES: 


Dallas Seattle 
Minneapolis Toronto 
San Francisco Winnipeg 
Los Angeles Buffalo 

















At last we succeeded in getting thes 
two out on the sidewalk at the sanx 
time. <A. J. McGivern, manager (right) 
and J. W. Valenta, purchasing agent of 
Manhattan Electrical Supply Co., Chi 
cago, St. Louis and New York papers 
please copy. 














































tion of automobile bodies, others mak: 
batteries, still others produce tires 
and tubes, and numerous other pro 
ducers manufacture ignition appara 
tus and various other parts and acces 
sories. Why, may we now ask, this 
high degree of specialization and 
division of labor? The answer is ver) 
simple. Not only can better bodies, 
for example, be produced by tli 
Fisher organization because they spe- 
cialize in that alone and have become 
experts along that line, but sucli 
bodies can be thus produced mori 
cheaply and more economically. 

Why, pray, cannot the same sort 
of reasoning be applied to distribu 
tion? Why is it not just as logical 
to expect the wholesaler to perform 
his functions more economically than 
anyone else who is not specializing in 
the same way? To this there is no 
plausible reply. Of course, there ar: 
circumstances under which someon 
else may undertake to render thi 
wholesaler’s services just as there ar 
conditions which might justify the in 
tegration of plants producing all sorts 
of parts for automobiles into on 
large system. Such cases are, how 
ever, in the minority. They are ex 
ceptions which but prove the rul: 
that in the majority of instances this 
would be impractical. 

Wholesaler’s Functions Cannot B: 
Eliminated. Even where apparent) 
successful attempts have been mad: 
to do away with the wholesaler in th: 
electrical industry, the wholesaler + 
functions have not been eliminated 
Reference is here made to some 0! 
the giants in the electrical industr) 
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A SINGLE CONTROL 
- PANEL— 
| BUT 
40 


THREADING 
OPERATIONS 


KONDU-BOX 


THE THREADLESS CONDUIT FITTING 


This photo shows a heating control panel, using KONDU THREADLESS FIT- 
TINGS. Think of the time and money saved on a job of this kind! 


All short pieces of conduit can be used. Vibration-proof. 


Spotting time and trouble considerably re- Continuous grounding without scraping 
duced. enamel from conduit. 


; Inside bead on bushing prevents tearing of 
Boxes can be spaced exceedingly close. a eT ae 


Easily installed and aligned in cramped Impossible installations with threaded fit- 
quarters. tings made possible with Kondu. 


Erie Malleable Iron Company 


Kondu Division enna inie Erie, Pa. 
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The BEAR 
GRIP ‘“ 
Ground Clamp 


Fits pipe 3%” to 1”. 
Large contact 
screwing set screw 
assures positive con- 
» tact. Sherardized— 
no rust. Great stuff 
for the amateur. 







The DU-ALL 


Ground Clamp and Lead-In 


Specially constructed brass lug (patent 
pending) on both lead-in and ground 
clamp eliminates chance of loose connec- 
tion. Clamp fits pipe 4%” to 2”. 50 in box. 


Send for samples and literature 


J. H. ROSENBECK & SONS, Torrington, Conn. 














Connectors 


(THE BETTER KIND) 


actor Wants 


a 


Just what 
Every Contr 


They save his time and 
his money, at the same 
time they enable him to 
do a much better job 
than any other way. 





PRA 46446 OO 





They are indestructible, and are not affected by time or the 
elements. Their advantages are obvious, and their use is in- 
creasing continuously. 

All joints commonly encountered can be made with the 
SRK A-1. One size for 1 to 4 No. 14 solid with or without 1 
or 2 No. 18 stranded wires. Why waste valuable time and do 
unnecessary labor? You can make a better joint with as- 
surance of high grade work and efficiency. 


Listed by Underwriters Laboratories 


Send for Sample and Price List. 


JIFFY WIRE CONNECTOR COMPANY 


HACKENSACK, N. J. 


General Sales Office. 64 University Place, New York. 














including the General Electric Com- 
pany and the Western Electric Com- 
pany. The first mentioned organiza- 
tion, for example, has merely gone 
into the middleman business itself. It 
has continued to recognize the im- 
portance of the wholesaler in the elec- 
trical trade, but instead of selling 
through independent wholesalers has 
adopted a policy of owning and con- 
trolling the wholesale houses which 
distribute its products, of which it 
owned over thirty houses a little over 
a year ago. Similarly, the Western 
Electric Company organized in 1927 
the Graybar Electric Company for 
the purpose of distributing its prod- 
ucts. A similar policy, it is said, has 
been adopted by the Westinghouse 
Company. 

Obviously, no small manufacturer 
can follow such a plan of distribution, 
nor is his method feasible even for 
large manufacturers unless they make 
a fairly complete line of merchandise. 
The important point to keep in mind 
is that in no instance has there been 
any real attempt to do away with the 
wholesaler’s services. The question, 
therefore, is: Who can perform the 
wholesaler’s functions best and with 
the greatest economy? So far, no 
better system has been discovered for 
this purpose. The electrical whole- 
saler is probably needed today no less 
than he has been in the past. He is 
the very salvation of the small mer- 
chants who handle a great part of our 
country’s goods. He is of equal im- 
to the vast majority of 
manufacturers. We are therefore 
forced to the conclusion that as long 
as the electrical wholesaler is efficient, 
uses sound methods and gives legiti- 
mate service, so long will he -enjoy 
a more secure position in our market- 
ing system than any other type of 


portance 


inefficient distributor, no matter how 
the route the 
shortened thereby. 

So long as the electrical wholesaler 


to customer may be 


keeps abreast of the times and con 
tinues to serve his trade with genuin 
sincerity and performs his functions 
efficiently and with the greatest econ 
omy, he need not fear displacement 
for in time these facts will becom: 
better known to the retailer on the on 
hand and to the manufacturer on th: 
other. 

(This is the concluding article b) 
Professor Beckman on the subject o! 
“The Electrical Wholesaler’—Edi 
tor.) 
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A November 
Sales Leader 


November is the best time for you to show the 
Hersh Duplex Signal to all your contractors. During 
November, bells and buzzers are bought for houses that 
are finished before the cold weather sets in. 
















The Hersh Duplex Signal combines an efficient bell 
and buzzer. It can be installed in half the time re- 
quired to install a separate bell and buzzer. It saves 
contractors money and helps build profits for them. 
When you show the Hersh Duplex Signal, you sell it. 


If your house does not carry this excellent item in 
stock, have your Sales Manager write us at once. 


S. R. FRALICK & COMPANY 


. + 
| 15 So. Clinton St. Chicago, IIl. 
SALES OFFICES: 
BALTIMORE, MD. DENVER, COLORADO LOUISVILLE, KY. NEW YORK, N. Y. 
113 E. Franklin St. 1707 Sixteenth Street 212 Urban Bldg. 71 Murray St. 
MINNEAPOLIS, MINN. 
ICH. . PITTSBURGH, PA. 
aa sin Wostbeldge St. 1017 Lumber Exchange Bldg. 405 Penn Ave., Crafts Bldg. 
PHILADELPHIA, PA. 
CINCINNATI, OHIO KANSAS CITY, MO. 2401 Chestnut St. ST. LOUIS, MO. 
223 East Third St. 1644 Baltimore Ave. 1911 Pine St. 
CANADIAN 
CLEVELAND, OHIO LOS ANGELES, CALIF. W. H. Banfield & Sons, Ltd. . SAN FRANCISCO, CALIP. 


328 Chester-12th Bldg. 706 East Third St. 372 Pape Ave., Toronto, Canada 1179 Market Street 
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MANUFACTURERS 





NEWS 








1A\ fom 


Warner Heads Sherman 


Allen H. Warner, vice-president 
and general manager of the H. B. 


Sherman Mfg. Co., Battle Creek, 
Mich., for the past 10 years, was ele- 
vated to the presidency of the com- 
pany in September. 

Mr. Warner succeeds to the posi- 





A. H. Warner 


tion which the late Howard B. Sher- 
man, founder of the organization, held 
throughout his life, his advancement 
having been a logical step in a career 
which has carried him from the desk 
of a receiving clerk in his father’s fac- 
tory in Springfield, Mass., to the pres- 
idency of one of the largest brass 
goods manufacturing houses in the 
United States. 

Donald P. Ordway, who has been 
a director of the company for several 
years, was elected as vice-president, 
Mr. Ordway being the personal repre- 
sentative on the board for the inter- 
ests of the late Howard B. Sherman. 

Gordon E. Townsend was re-elected 
to the office of secretary and _ treas- 
urer, a position which he has held for 
a number of years. 

The reports of the business for the 
past vear revealed it as having ex- 
perienced one of its most successful 


periods, with every indication of a 


New Products, Literat ure, etc. 


continued prosperity for the coming 
vear. 

Mr. Warner entered the employ of 
the company in 1911 in the capacity 
of a traveling salesman in eastern ter- 
ritory. The following year he was 
called to the factory in Battle Creek 
to assume the position of sales mana- 
ger, the position having been made 
available through the death of W. L. 
Robinson, the treasurer of the com- 
pany. 

Six years later, in 1918, he was 
elected a vice-president, along with 
the late Charles E. Kolb and grad- 
ually assumed increasing responsi- 
bility under the direct supervision of 
Mr. Sherman. 


* * * 


Oliver Appoints Critchlow 
Sales Manager 
The Oliver Iron and Steel Corp., 
Pittsburgh, has just announced the 





John N. Critchlow 


appointment of John N. Critchlow as 
its general manager of sales. 
the Mr. 


Critchlow has been located in Detroit, 


For past several years 
in the capacity of district sales man- 
ager for the Pittsburgh Crucible Steel 
Co., later operating as a manufactur- 


er’s agent in the Detroit district. 








Appleton Celebrates Twenty- 
fifth Anniversary 

The Appleton Electric Co., Chi 
cago, is celebrating its twenty-fifth 
anniversary. The company had a very 
modest start when, in 1908, the busi 
ness was commenced by Albert Ivor 
Appleton, the original factory in West 








A. I. Appleton 


Washington Street occupying only five 
hundred square feet of floor space, 
and using the services of only two 
employees. Nevertheless, there was 
in this small business the 
greatness, in that it had the deter 


germ of 


mination to serve its customers to the 
best advantage, both commercially and 
productively, and its history from that 
time has been one of steady growth. 

At the beginning, the modest cata 
logue of the firm included only such: 
things as telephone fuses, tubular 
fuses, tubular line fuses, telephone fus: 
blocks, distributing boards, connectors, 
cable hangers, magnet winders, test 
connectors, paper sleeves, Appleton 
tested fuse wire, fuse strip and fus: 
links, and other interesting specialties 
which are still handled by the com 
pany. Nevertheless, from that smal! 
service has grown a service which i 
complete in every detail, and in whic! 
special attention has been given to th: 
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si popularity of the Edison Mazpa* Lamp House Carton 
is sweeping the country. In less than a month more than 
one million were sold! 


Merchandising authorities everywhere hail this novel house 
carton as one of the most effective sales aids ever offered. 
And Edison Agents are finding it a sure-fire profit-maker. 
For it assures the sale of a carton — it insures SIX profits 


instead of ONE! 
Are you making full use of its possibilities? 


*Mazpa—the mark of a research service 











EDISON MAZDA LAMPS 


GENERAL @ ELECTRIC 
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It’s So Small 
You Can Hardly 
Notice it--the 

Levotter 


Link Switch 


The Levolier Link Switch is the 
smallest 6-ampere pull chain switch 

made. It is so small it is hardly 
noticeable when mounted in a chain 
fixture. 














However, despite the fact it is so 
small it will take the initial destruc- 
tive surge of switching a cold 500-watt 
gas-filled lamp and stay on the job year 
after year. 

Can be used in any chain fixture old or 
new, and between any two links of chain 
without rewiring or splicing of lead wires 
or without taking down the fixture. 


Let us send you a free sample 





ESTABLISHED 1904 


VALPARAISO - INDIANA 
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Window Lighting! 


DAY-BRITES the line the contractors 
like to buy. 





























Window lighting sales offers great opportun- 
ities for live Jobbers—but this is just a drop in 
the bucket compared to the vast field DAY- 
BRITES cover. Catalog No. 7 shows lighting 
for Showcases — Stores — Theatres — Banks — 
Art Galleries—Public Buildings, etc., it is 
yours for the asking. 


DAY-BRITE REFLECTOR COMPANY 
703 S. Broadway St. Louis, Mo. 
































production of conduit fittings, to whic! 
the firm has given a major portion o 
its attention. 

This firm’s trade extends to al! 
parts of the world and branch offices 
are maintained in New York City, Los 
Angeles, San Francisco and Seatt): 
and at which outlet warehouse stock 
of all products are carried. 

In 1921, a new building was erected 
at 1701 Wellington ave. containing 
146,000 square feet of floor space ani 
in 1926 another addition was erected 
containing 100,000 square feet of floor 
space immediately adjoining the first 
unit now gives the firm 246,000 squar. 
feet of floor space. Approximately 
400 men and women are employed in 
the factory in Chicago. 

In addition to the new plant and 
addition in Chicago, the Company r 
cently acquired a foundry at South 
Milwaukee, Wisc. where several new 
buildings have been erected and whicl) 
is now operated under the name of 
Wisconsin-Appleton Company as 
“Plant No. 2” of the Appleton Elec 
tric Company. About 100 people are 
employed at the foundry supplying 
the ever increasing needs for malle 
able castings of the Appleton Electric 
Company and also doing a certain 
amount of outside work. 








The National Lamp Works of the Gen 


eral Electric Co., Cleveland, announces 
the appointment of O. F. Haas as assist 
ant general manager of the Atlantic 
Federal Division at New York City. Mr 
Haas is internationally recognized as on: 
of the foremost authorities on street light 
ing. Two of the best lighted streets in th: 
world, State St., Chicago, and Superio' 
Ave., Cleveland, are in part, the resul' 
of Haas’ efforts. He was also instrumenta! 
in floodlighting the new Ohio Bell Telk 
phone Co., in Cleveland. When the Unite: 
States Government began working on ¢ 
transcontinental airway system, Haas of 
fered many lighting suggestions for whic! 
he was cited by the United States Pos' 
Office Department. 
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PETER 


Ideal For the Store Or Business 


Now the store, office, theatre—in fact, business or institution of every descrip- 

tion can “‘dress up”’ its lighting. The tendency towards modern decoration has 

opened the way for something different in illuminating glassware. Inland offers 

this distinctive new shape, with a touch of the modernistic, decorated in a vari- 

ety of lively colors. Absolutely correct from the illuminating standpoint and 
far ahead in decorative value. Write for latest illustrated catalog. 


INLAND GLASS WORKS, Ine. 


6101 W. 65th Street Chicago, Illinois 
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SIMPLEX 
MEDIUM 


At a fraction of time and cost 


Connectors 
and con- 


showed 
joints in 


E. T. L. Tests 
equal to soldered 
ductivity. 

For every wiring job, make 
Simplex Connectors and have 
fraction of usual costs. 


Simplex 
strength 


your 
better 


EQUAL TO 
SOLDERED 


~ SIMPLEX 


“‘A twist of the wrist’’ 
Trade Mark Reg. 


Cut the 
heart 
out of 
Wiring 
Costs. 


JOINTS 


joints 


Send for samples and test them yourself. 


WEISS & BIHELLER, 


NEW YORK 


584 BROADWAY - 


joints with 


at a 


Inc. 


SIMPLEX 
LARGE 






















































New Yorn NewesTr flor 








Te PICCADILLY 


227 West 45% Street 
at Sveadway 
New Yorx 


ADJACENT TO Every Activity 


Bright Sunut Rooms, 


acu Wity Batu, Evectric 


S@ fan, ice Water Oc. 
SINGLE Room ™, Batu $3% 
Douste Room “*, Baru $4te 
£xckeTioNAL Restaurant ~~. LuNcHéONETTE 


Wins Ar Our Expense for Reseavanons 
¥.D. SOFIELD - ~ Mannan Dmacron 


















Claude and Bill Matthews of the W. Nv. 
Matthews Corp., St. Louis, are proud of 
the fact that their father Leonard Mat- 
thews will complete his hundredth year on 
December 17. During his life he has been 
active as: A farmer; a gold pioneer during 
the °49 excitement; retail and wholesale 
druggist in St. Louis from 51 to ’65; 
again a farmer from ’65 to ’70; from 1870 
to 1890 in the brokerage and banking busi- 
ness, as Matthews & Whitaker, during 
which period his firm was active in financ- 
ing many gas, water works and railway 
companies, which were the forerunners of 
electric light and power plants, and from 
1890 to 1920 active as an investor in many 
public utilities, including telephone, elec- 
tric light and power and electric railway 
companies. He is a man who has always 
had a keen insight into progress and did 
not hesitate to back up his judgment of 
the future of public utility companies. 





Colored Fuses 

The Trico Fuse Mfg. Co., 
kee, its 
fuses will now be furnished with col- 
There will be a definite 
color to identify each capacity plug. 
For instance: 


Milwau- 


has announced “clear-top” 


ored tops. 


Brown indicates 0 to 6 
ampere; yellow, 7 to 10 ampere; blue, 
Ii to: 15 16 to 20 
ampere; red, 21 to 25 amp, and green, 
This step was 
taken to simplify inspection, accele- 
rate selection and educate the user. 


ampere; pink, 


26 to 30 ampere. 


There will be no additional charge 


for the “Colortop”’ fuse. 
* * * 


Lester Abelson New Steinite 
Factory Head 

The Steinite Radio Co., with offices 
at Chicago, and factories at Atchison, 
Kansas, announces that Lester Abel- 
son has been placed in charge of the 
Atchison plants as general manager. 
Mr. Abelson has rendered a conspicu- 
ous service to Steinite in a supervising 
capacity in Chicago. His transfer to 
Atchison is in line with a program of 
expansion undertaken by the Steinite 
organization. 
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FINISHED PARTS 
STOCK 


CONVEYOR SYSTEM 








Deccan ater ae - 


5a aaa 7 — iit i 


MASTER MOTORS, make good because~ \ 
parts and complete assembly 
undergo rigid tests. 


Test after test is given to Master Motors When completed, every Master Motor 
during the entire period of their construc- meets with a running test. No greater 
tion. These tests are rigid, painstaking, 
conscientious. Nothing is left to chance 
or guess-work. 


é 


assurance could be given our customers 
that Master Motors perform satisfactorily 
: ' in a wide range of applications. 
At least seven times in the process of 

manufacture, windings, for instance, are Although our up-to-date plant has fine, 
subjected to a break-down voltage many modern equipment for large production, 
times greater than the normal voltage a we believe in quality first. The record of 
motor would undergo while in service. 
Other parts, from raw materials onward, 
are also thoroughly inspected, all along 
the line of production. Write for all the particulars, 


THE MASTER ELECTRIC COMPANY 


DAYTON, OHIO 


Master Guaranteed Motors shows how 


well this ideal is put into action, 


STOCKS CARRIED IN PRINCIPAL CITIES 
More Than 7O Service Stations 


MASTER 2X" MOTORS 
VEN 
MASTERIM Wstsohtits)| Oo 











190 THE JOBBER’SMIJ)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 





SINCE 1895 


Do 
Away With 
Combination 
Plates 


Use Stock 
Toggle Gang Plates 


for All Combinations 


Weber Weber Weber No. 49 
Toggle Bulls Convenience = 
Switch Eye Outler _ Weber 
No. 2550 No. 1713 No. 49 Receptacle 


The above illus- 
tration is only a 
suggestion of the 
advantageous use 
which may be 
made of the new 
No. 49 Weber Re- 
ceptacle. Send for 


sample. 


HENRY D. SEARS 


General Sales Agent 
80 BOYLSTON STREET 


BOSTON, MASSACHUSETTS 


——— Wane Devces\s 


























Material. Center—Split Bushing. 








New Armored Cable Shown at Left, With Spirally Wound Insulating 


Right—Bushing Inserted. 








A New Form of Armored Cable 

The National Electric Products 
Corp. of Pittsburgh has developed a 
new form of armored cable which em- 
bodies new features readily seen in 
the accompanying diagrams. In the 
first place, the conductors are wound 
spirally with insulating material in- 
stead of being covered with a webbing. 
When the armor is cut away, this 
spirally wound insulation is readily 
unwound for a turn or two inside the 
sheath. This gives space between the 
sheath and the conductors to insert the 
bushing shown as the center one of 
the diagrams. The bushing is split, 
so that it may be opened a little and 
clasped around the conductors, and it 
may also be made of insulating mate- 
rial. Then the bushing is slipped 
down inside the sheath as shown at 
the left. 

The chief advantages of this form 
of construction are, first, that the in- 
sulating material is easily unwound, 


and, as there is no splitting or strip- 
ping necessary as in the case of web 
covering there is no danger of cutting 
the main insulation of the conductors. 
Second, the bushing which slips down 
between the sheath and the conductors 
serves to protect the conductors from 
sharp edges and burrs on the cut-off 
end of the metal sheath. Third, the 
bushing being inside the sheath does 
not add to its diameter as in the case 
where metal sleeves or ferrules are 
used on the outside of the sheath, and 
therefore the end readily enters the 


usual fittings on the market. 
& & 


Chalfant Makes Change 

D. F. Chalfant, formerly with the 
Aladdin Mfg. Co., is now sales and 
advertising manager of Ira M. Peter- 
sime & Son, Gettysburg, O., on its 
line of electric baking ovens. Mr. 
Chalfant held the same position with 
the Aladdin company for the past six 
years. 











d 


h 








November, 1928 





THE soBBER’S[A)SALESMAN 


191 








Hoyt Catlin, formerly advertising man- 
ager of the Bryant Electric Co., has been 
elected vice-president and secretary in 
charge of sales of the Gaynor Electric Co., 
Bridgeport, Conn., manufacturers of a 
wide variety of wiring devices and molded 
specialties. He was also elected a director 
of the company. Mr. Catlin’s association 
with the Gaynor Electric Co. brings to 
this concern a wealth of experience in the 
electrical business having been associated 
with the electrical industry in several 
capacities for the past 20 years. More 
especially Mr. Gatlin carries with him a 
rare knowledge of jobber-dealer-contrac- 
tor distribution of electrical supplies 
gained through his most recent connection 
with Bryant. He announces that the com- 
pany will adhere to a fixed policy of sell- 
ing the electrical trade only through 
recognized wholesalers of electrical sup- 
plies. 





Reynolite Continues to Expand 

Announcement is made by John G. 
Rossiter, sales manager of Reynolds 
Spring Co., Reynolite Division, Jack- 
son, Michigan that the Reynolds 
Spring Co. has acquired all the capital 
stock and the business of the National 
Appliance Co., Inc. of Linden, Mich., 
manufacturers of national interior and 
exterior floodlights, flashes and ac- 
cessories. The company plans to add 
several new flood light units to the 
national line which will be marketed 
under the trade name of “Reynolite- 
National.” 

The company will continue to 
manufacture types No. 100 and F-170, 
which are now so popular in the trade, 
and produce all other types of lamps 
as well as air port equipment. 

The addition of floodlights and 
equipment to the “Reynolite’” line, 
which is now complete with its Bake- 
lite plural plugs, attachment plugs, 
switch plates and receptacles and the 
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Let the 
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RY] 4a / AAU ITTV AO); 


. oe, 4 


GuthLite Sales 
Department Help You! 


Thousands of building-owners would 
be interested in Scientific Lighting if 
they realized how much more and bet- 


ter illumination GuthLite gives them. 
Particularly, if they appreciated howGuthLite 
installations benefit business. Our national ad- 
vertising is doing its part to make these facts 
clear. We are doing more. We are actively co- 
operating with GuthLite dealers by circulariz- 
ing their prospect lists with information direct 
from the factory. This is opening new and un- 
suspected sources of business for retailers. We 
will gladlydo this for you,too.Send us yourlists! 











The Eywin F. Gur COMPANY 


2615 Washington Ave. 


St. Louis, Mo. 


Makers of the world-famous Brascolite 






















































Wire nuts 
come in stand- 
ard packages 
of 100. Use 
them for speed, 
convenience 
and efficiency. 


33-O-104A 


When you screw a wire nut over 
the ends ofapair of wiresyou auto- 
matically make a better contact, 
stronger joint and more perfectly 
insulated connectionthan ever be- 
fore. Thethreads in the brass inset 
bite and grip the wire ends and the 
Coltrock shell extends well back 
over the insulation on the wires. 
CoLt’s PATENT FirE Arms Mre. Co. 


MOLDED PRODUCTS DIVISION 
Haartroap, Connecticut, U. S. A. 
Tron 
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Toasts Sandwiches 
Broils Bacon 
Makes French Toast 
Bakes Batter Cakes 
Toasts Bread 


Right At The Table 


Put new life in your sales—new 
profits in your pocket—with this 
wonderful new Empire Electric 
Sandwich Toaster, that makes 
crisp, golden brown, ready-made 
sandwiches right at the table. And 
the Toaster can be quickly con- 
verted into an efficient grill. Ideal 
for breakfasts—luncheons—teas— 
parties. Write for the catalog de- 
scribing the complete Empire line. 


METAL WARE CORPORATION 
General Offices and Factory: 
Two Rivers, Wis. 
Chicago San Francisco 
New York 
St. Louis 
Los Angeles 
Export Distributors: 
International General Electric Co. 
and John H. Graham & Co., Inc. 


SOLD THROUGH JOBBERS 


Minneapolis 


Philadelphia 











Hotel Melbourne 


Grand and Lindell Blvds. 
Highways No. 40 and No. 60 


St. Louis, Mo. 


15 Minutes From Anywhere 
Center of St. Louis 
Night Life. 


Rates: $2.50 Up per day, Single 
$4.50 Up per day, Double 


The Melbourne is convenient- 
ly located to the electrical man- 
ufacturers section of St. Louis. 


W. J. WALTON, Mgr. 





| cially 
| New 








HOO00 
7 


IN 
PRIZES 


usa 
Valuable bul 
ro 3 








Here is a window display furnished to dealers by the Bond Electric Corp., (for- 
merly Yale Electric Corp.) Jersey City, N. J., to direct passers-by into the dealer's 


store in order to secure contest blanks on its slogan contest. 


Supplementing this 


eight piece window display set is a special counter display for use in the contest. 





Signal equipment, rounds out three 
important jobber units. 

Mr. all 
machinery and equipment of the Na- 
tional Co., will be brought to Jack- 


According to Rossiter, 


| son, at once, where a complete line 


of flood lamps for industrial, artistic 
and air port work will be developed 
and marketed. The new line will be 
backed 
sales promotion and the company’s 
established merchandising policy and 
It is felt that indus- 


with consistent advertising, 


price schedule. 


| trial establishments will offer an espe- 


fertile market for this line. 


bulletins are to be issued to 
wholesalers at once. 
+ oe o& 


Boyd Heads Slagle 


Announcement is made that Carl 
D. Boyd has been elected president 


of the Slagle Radio Co., and Slagle 


Mfg. Co., Fort Wayne, Ind., effective 
October 26, succeeding L. S. Slagle 
who has resigned. 

One of Mr. Boyd's first steps in 
his new capacity was to put in force 
an increased production schedule. 

* * # 


Wiremold Company Holds 
Meeting 
In order to keep abreast of the 
changes in electrical wiring and keep 
the Wiremold line complete, the Wire- 
Co., Hartford, holds, 


every now and then, a meeting of va- 


mold Conn., 
rious members of its organization, 
called the “Standards Committee.”’ 
This committee is made up of certain 
of the company’s territorial repre- 
sentatives and the managers of its two 
factories. 

Such a meeting was held on Friday, 
September 28, at the company’s gen- 


eral office at Hartford. There were 
in attendance Messrs. Rutherford and 
Birckmayer, the two factory manag- 
ers and the following territorial rep- 
resentatives: Rigby, New England 
district manager; Love, from Pitts- 
burgh; Beckett, Philadelphia, 
and Sundstrom from New York. 
Informal, roundtable discussion is 
held on changes in wiring practice, 
and the territorial men are enabled in 
this way to pass on valuable sugges- 


from 


tions and information as to what is 
going on in the section of the country 
in which they are located. D. Hayes 
Murphy, president of the company, 
who also sits in on these meetings. 
proclaims them of infinite value, not 
only to the Wiremold Co., but to the 
electrical wholesaler and contractor, 
for they thus enable his company to 
better serve the electrical industry 
with a line of wiremold and fittings 
which has at all times been aligned 
with the latest methods and needs in 
surface wiring. 


* * * 


Reflector & Illuminating 
Holds Contest 

The Reflector & Illuminating Co., 
Chicago, is conducting a window dis- 
play contest open to all electrical job- 
bers, dealers and contractors. 

“The main idea behind this contest,’ 
states J. C. Herron, president and 
general manager of the company, “is 
first of all to arouse interest and en- 
thusiasm among the distributors of 
electrical merchandise in the great 
value of having their own windows 
efficiently lighted, and secondly to 
have the various lines of electrical 
merchandise attractively displayed.” 
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New Electrical Products 





Liberty 


APPLIANC 


t 


The Square D Co., Detroit, Mich., is announcing its new panelboard. The Liberty Queen 
features are: Molded parts of genuine Bakelite in walnut color; Bakelite num- | WAFELER 
bering buttons; 60, 100, and 200 amp. switches of improved brush type with 
quick break; handles and panel trim adjusting screws chromium plated; plug 
and cartridge fuses interchangeable; lighter in weight, and smaller in size. The 
finish is olive green. Reading, from left to right: panelboard with main switch, 
single door; panelboard with lugs in mains, single door; panelboard with main 
fuses, door-in-door. 





The Neatest Waffler Built 
$9.85 Retail 


Another new Liberty appliance al- 


. : ways means another advancement in 

Above are shown the electric toaster and waffle iron manufactured by the “i a lici he 4 é icability 
Utility Electric Co., St. Louis. The toaster is said to be the only one on the eamy; — may ae  ppinaeaggeoy any. 
market in which cleanliness is assured by the quick and simple method of This new Liberty Queen Waffler ap- 
crumb removal. It weighs four lbs. and is finished with floral chased side proaches the ultimate in neatness of 
panels. rhe waffle iron grid is eight in. in diameter, has a generous drip ring design. Its smooth. graceful curves 
and a ten in. base. The finish is in nickel with colored handles and silk heater . 
ound Sn meatal set off with rich rosewood handles 
make it instantly attractive. Its grids 
are scientifically designed to hold ex- 

“ . actly one tablespoonful of batter to 

The Kempton Mfg. Co., ) : =P 
105 Barclay St. New York each quarter grid. It has a batter ring 
is manufacturing the E-Z j ; to catch any over-flow and a concave 
ri anchor unit shown / Og ee ee tray beneath to hold any accidental 
a i | spillage. The exceptionally deep sand- 
iron and one lead composi- WAV lane S | a, 
tion part, it grips quickly Sienna . ; | cast grids avoid sticking and make 
and positively. It can be een Sle more palatable waffles. The complete- 
used in any machine bolt. ly enclosed batter-proof and grease- 
| proof hinge of special Liberty design 
is another exclusive feature of rare 
importance in a waffle iron. 








By reason of such unique improve 
ments, the Liberty Queen Waffler at 
the popular price of $9.85 quickly 
steps into the lead when given equal 
retail display on the counter and in the 
window. 


Sold through jobbers 








The Arrow Electric Co., Hartford, Conn., is manufacturing a line of 
plug-in devices for heavy duty appliances. They are, left to right: The No. 
8285 flush receptacle with plaster box cover; the No. 8298 solid brass plate for i 
8285 with contacts for ground, and the No. 8295 heavy duty angle cap for The Liberty Gauge & Instrument Co. 
BX cable (40 amperes). 6612 Euclid Avenue 


Cleveland Ohio 
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No. 562 


HESE gigantic reflectors for out- 
door floodlighting are particularly 
profitable items for Electrical Jobbers. 
They need not be stocked — shipments 
are made direct and the Jobber is 
fully protected in the matter of price. 
Other designs are also available, as 
well as a complete line of theatrical 
lighting specialties, including: 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 
Color Mediums 
Stage Cable 
Sundry Supplies 


KLIEGL BROS 


Universar Evectric STAGE LIGHTING Co., Inc. 
32! West 5Oth Street 
NEW YORK, N.Y. 


Write for a copy of 
our Electrical Trade 
Catalog 
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New Electrical Products 





Here are two of the products of the Armstrong Electric & Mfg. Co., Hunt- 
ington, W. Va. On the left is the “Per-O-Toaster.” A combination percolator 
and toaster. The percolator is full six-cup size. The toaster uses the flat 
method of toasting. On the right is the “Old South” waffle iron. A _ heat 
indicator tells the exact temperature inside the iron for every kind of waffle, 


omelet and other waffleized dish, 


Both products are beautifully finished in 


highly polished nickel plate, and are equipped with octagonal handles. 











Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 


QS 


Be A Booster 


Tell your friends 
about 


The 
Jobber’s Salesman 


Here is the No. 99 “Superlectric” 
drum type heater and hotplate com- 
bination recently placed on the mar- 
ket by the Superior Electric Products 
Corp., St. Louis. It is equipped with 
electric heating element at the bottom 
and a special electric hotplate on top 
operating upon the four post double 
appliance plug principle. 














The Standard Electric Stove Co., 
Toledo, O., has brought out the new 
model H-14 portable air heater. This 
heater stands 18 in. high, has a 14 in. 
reflector, and a concealed portable 
cord, 














The Reynolite-National flood- 
light is now being manufac- 
tured and merchandised by the 
Reynolds Spring Co., Jackson, 
Mich. It was formerly made 
by the National Appliance Co., 
Inc., Linden, Mich., which com- 
pany Reynolds has acquired. 
This flood-light may be fas- 
tened anywhere, and it is ad- 
justable to all positions. It 
takes a type P. S. 30 mazda 
C, 200 watt standard bulb. 
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Here’s 


a Tip! 


ORIATES 


seeC LED CONDUIT a) 





The next time you have a cus- 
tomer for conduit tell him about 
the time and labor saving quali- 
ties of “GALVADUCT” and 
“LORICATED” conduit. 


Remember, he is interested in 
clean threads, and our threads 
are clean. 


GARLAND 
Mfg. Co. 


Pittsburgh, Penna. 














Thefts _ ,i 




















Socket with ian 
outer casing : = 
pi removed and GRIF 
Grip- Lock ct ng - - 
with insu- taehed on 
lated tab and outside 
ring. thread. \ 


Grip-Lock has an imme- 
diate appeal to industrials 
and other users of lamps 
in exposed locations. 


Fully 50 per cent of lamp replace- 
ments are occasioned by theft. Grip- 
Lock saves this huge waste. Perfect 
contact, lamps cannot vibrate loose, ‘€ 


pn FA Bo JOBBERS 
WANTED 


Lock is a real service— 

and profitable. 

East Haven Specialty Co. 
Manufacturers of Grip-Lock Products 

EAST HAVEN, CONN. - ~- U.S.A. 











Outlines Armstrong Policy 


Thomas E. Spence, president of the 
Armstrong Electric & Mfg. Co., Hunt- 
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ington, W. Va., has notified all whole- | 
salers of the company’s policy of dis- | 


tribution. 
part, is as follows: 

“The New Era and Armstrong com- 
panies consolidated early in the sum- 
mer. Almost my first official act was 
to change the distributing policy of 
the company back to a ‘Jobber-Dealer’ 
basis. This was quite natural because 
for twenty years I have believed in 
the jobber and had confidence in his 
ability to efficiently and economically 
distribute electrical appliances. With- 
in a year, while sales manager of an- 
other company, I changed its selling 
policy, putting the line back into the 
hands of the jobber. 

“Since July we have been selling 
through jobbers, except in territories 
where we had dealers and have not 
yet lined up suitable jobbing connec- 
tions. This policy of selling through 
jobbers is being rigidly adhered to. 

“Like other appliance manufactur- 
ers, however, we find it necessary in 
many cases to sell direct to two large 
classes of outlets; namely, central sta- 
tions and department Stores, because 
selling these outlets requires a more 
intensive selling effort than the jobber 
is able to give. 

“Then, too, the purchases of larger 
central stations and department stores 
are in larger quantities than the aver- 
age dealer and their methods of mer- 
chandising more active and costly. As 
a result, they are entitled to a larger 
discount than that given the dealer. 
However, we know that many of our 
jobbers can and will sell Armstrong 
products to both central stations and 
department stores—and at a profit.” 








These two boys are well known in the 
Chicago territory. They comprise the firm 
of Steinmetz and Kelly, factory represen- 
tatives. W. E. (Spike) Kelly is on the 
left and the old skating champion, Bill 
Steinmetz, on the right. They are doing 
a fine job with Porcelier and Dominion 
appliances, but can use additional lines. 


Mr. Armstrong’s letter, in | 


| 








yee 














CONDUIT 


“CENTRAL 
BLACK” 
An Enameled, Rigid 


Steel Conduit 
“CENTRAL 


WHIT E” 
A Galvanized, Rigid 
Steel Conduit 
“WHITENRED” 

_ A Super Zinc-Coated 
Acid-Proof Conduit 
_ Recommended and Sold 
by the Leading jobbers 

for many years 


_ CENTRAL | 


SBURGH; PENNA. 















PRESTO 


Flashing Plug 
Replacement Elements 
Are Now in Season 


The Presto Flashing 
Plug is a great holiday 
item. Packed in at- 
tractive boxes 10 to a 
display carton. Guar- 
anteed for one year. 
Fully covered by Pat- 
ent No. 1,619,778, dated 
March 1, 1927. 





Presto Replacement 
Elements are furnished 
in both cone and cyl- 
inder types for port- 


able heaters. Flatiron 
elements, also. Popu- 
larly priced. Fast 


sellers at this time of 
year. 





Samples and prices furnished 
upon request 


Presto Products Co. 
64 University Place 
NEW YORK, N. Y. 
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SOLDERING 
Bi\y SALTS 


And then say, 
“How many 
Yager’s—? 


In Yager’s Soldering Salts and 
Paste you have one of those small 
but necessary items that help to 
build up every order—and which 
should always be mentioned. 

Safe, quick, and economical, they 
are well known and _ deservedly 
popular. 

Samples?—Price list?—Sure—just 
write. 


Alex R. Benson Co., Inc. 
Hudson, N. Y. 


1928— 

















Creating new records and adding 
prestige to Cincinnati's reputa- 
genuine _ hospitality. 
Modern accommodations at most 
Spacious meeting 
rooms, exceptional sample rooms, 
and newly remodeled Roof Gar- 
den offer 20,000 sq. ft. display 
Renowned Gibson cui- 


tion for 


modest prices. 


space. 


sine—four restaurants. 


1,000 Rooms and Baths 
$3 and upwards 
Write for booklet 











RALPH HITZ, GENERAL MANAGER 


a ene antl 


eT, 








| Youngstown, O. 





| ceived the 


The Grigsby-Grunow Co., Chicago, an- 
nounces the appointment of Jack Mueller 
as manager of the franchise department 
of the company. This is a new depart- 
ment created to build up a closer contact 
with “Majestic” dealers and distributors. 
Mr. Mueller has had 23 years’ sales ex- 
perience, calling on dealers direct, and 
has had 15 years’ experience as a sales 
manager and general manager for two 
distributors of electrical and automotive 
equipment. 





Hubbard Purchases Hardware 


Department of Truscon Steel 

On September 15, Hubbard and 
Co., manufacturers of pole line hard- 
ware and Peirce construction special- 
ties with factories located in Pitts- 
burgh, Chicago, and Oakland, Calif., 


| purchased the pole line hardware de- 


partment, including the business and 
good will, of the Truscon Steel Co., 
All the operations, 
as well as stock at Youngstown, are 
being absorbed by the Pittsburgh 
plant of Hubbard and Co. 


* * % 
Roller-Smith Makes Michigan 
Appointment 

The Roller-Smith Co., New York, 
announces the appointment of Wise & 
Braisted, General Motors Bldg., De- 


| troit, as its district sales agent in 


Michigan. + * 


Edison is Decorated by Nation 


Thomas A. Edison has just re- 
of the 


the form of a gold medal voted to him 


tribute nation in 


by Congress. Secretary of Treasury 
Mellon presented the medal to Mr. 
Edison at the Edison 
West Orange, N. J. 


Laboratory, 








Wrigley for Quality 


STEEL TOGGLE BOLT 





HOOD RIVETED ON 


Wrigley Toggle Bolts 
Made of heavier gauge steel. 
Can be put through smaller holes 
than average toggle bolt. 
First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman St., Chicece, Ill, 




















Subscribers 


You can’t afford to miss a 
single issue. Give us your 
new address if you have 
moved. 





Be a Booster 


Tell your friends about 


The Jobber’s Salesman 











In Detroit....the 
DETROIT -LELAND 
Hotel 


Seldom, if ever, has any ho- 
tel enjoyed such success as 
the new Detroit-Leland 
Hotel. 


For today, one year after 
its opening, it enjoys a 
local, national and _inter- 
national reputation which 
places it among the world’s 
foremost exclusive hotels. 


700 Large Rooms with Bath 
85% are priced from $3.00 to $5.00 
DETROIT-LELAND HOTEL 
Bagley at Cass, Detroit, Michigan 
WM. J. CHITTENDEN, Jdr., Manager 
Direction Continental-Leland Corporation 
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* “GUARD CAN BE 
ACVOLVEO 












INSIDE PARTS 
OF socKErTr 
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INOESTAUCTI BLE &SMOCHLESS SOCKET 


QO s wen wanore 





Jobbers— 


ERE is something new!—the 
latest thing in electrical shop 
lights. They are oil, gasoline and 


grease-proof and have absolutely un- 
breakable sockets. There is nothing 
to get out of order on these handy 
and sturdy Glade lights. 


They are offered to you on the 
basis of a strict jobber policy—priced 
to give you a handsome margin of 
profit and to meet competition. List 
Glade Shop Lights in your catalogs. 
Sheets, electros and folders are 
available. Send at once for attrac- 
tive proposition. Get the facts. 


Glade Manufacturing Co. 


1603 So. Michigan Ave. 
Chicago, U.S.A. 














‘SAY ARE 









To the Big New Features 


of Wiremow 


New “Masrer-Size” Wiremold opens 
up big field of industrial and com- 
mercial installation. Wiremold 
“BeaM-Strap” makes it almost as 
easy to lay wires ’round beams as 
on surface, Other new features and 
sales helps. 


Write for Catalog 
and Interesting Details 


THE WIREMOLD COMPANY 
HARTFORD, CONN. 






























McAllister Succeeds Reed at 
Federal 
W. R. McAllister, who has served 
in various capacities of the radio and 
music industries for the past 17 years, 
has been made sales manager of the 
Federal Radio Corp., Buffalo, to suc- 
ceed Kenneth E. Reed, recently pro- 
moted to assistant to the president. 
Mr. MeAllister joined the Federal 
sales staff in December, 1926. 
* * * 
Ideal Commutator Makes 
Appointment 
The Ideal Commutator Co., Syca- 
more, Ill., has appointed Albert E. 
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Mace Co., 93-97 Heath St., Boston, | 


to represent it in the New England 
territory on the sales of commutator 
and motor maintenance products. 


* * * 


G. E. Moves Chicago Merchan- 
dising Department 

The merchandising department of 
the General Electric Co., Chicago, has 
moved its offices from 326 S. Wells 
St., to suite 1033 Illinois Merchants 
Bank Bldg., W. H. Coleman is man- 
ager of this department. 

* * * 


Statement of the Ownership, Management, 
Circulation, Ete., Required by the Act of 
Congress of August 24, 1912, 
of The Jobber’s Salesman, published monthly at 
eago, Ill., for October 1, 1928. 
State of Illinois, County of Cook, 
Before me, a notary public in and for the State and 
County aforesaid, personally appeared Howard Ehrlich, 
who, having been duly sworn according to law, de 
poses and says that he is the publisher of The Jobber’s 


Chi- 


ss. 


Salesman, and that the following is, to the best of 
his knowledge and belief, a true statement of the 
ownership, management (and if a daily paper, the 
circulation), ete., of the aforesaid publication for the 
date shown in the above caption, required by the Act 
of August 24, 1912, embodied in section 411, Postal 
Laws and Regulations, printed on the reverse of this 
form, to-wit: 

1. That the names and addresses of the publisher, 
editor, managing editor, and business managers are: 
Publisher, Electrical Trade Publishing Co., 53 W. Jack 
son Blvd., Chicago, Ill.; editor, H. W. Young, 53 W. 
Jackson Blvd., Chicago, Ill.; managing editor, W. J. 
McLaughlin, 53 W. Jackson Blvd., Chicago, Ill. 

2. That the owner is: (if owned by a corporation, 
its name and address must be stated and also im 


mediately thereunder the names and addresses of stock 
holders owning or holding one per cent or more of 
total amount of stock. If not owned by a corporation. 
the names and addresses of the individual owners must 


be given. If owned by a firm, company, or other 
unincorporated concern, its name and address, as well 
as those of each individual member, must be given.) 


Howard Ehrlich, 53 W. Jackson Blvd., Chicago; Edgar 
Kobak, Jackson Heights, N. Y. 

3. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per cent or 
more of total amount of bonds, mortgages, or other 
securities are: (If there are none, so state.) None. 

4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security holders, 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
company but also, in cases where the stockholder or 
security holder appears upon the books of the company 
as trustee or in any other fiduciary relation, the name 
of the person or corporation for whom such trustee is 
acting, is given; also that the said two paragraphs 
contain statements embracing affiant’s full knowledge 
and belief as to the circumstances and conditions under 
which stockholders and security holders who do not 
appear upon the books of the company as _ trustees. 
hold stock and securities in a capacity other than that 
of a bona fide owner; and this affiant has no reason 


believe that any other person, association, or cor- 
poration has any interest direct or indirect in the 
said stock, bonds, or other securities than as so 
stated by him. 

5. That the average number of copies of each issue 
of this publication sold or distributed, through the 
mails or otherwise, to paid subscribers during the six 
months preceding the date shown above is (This in 
formation is required from daily publications only.) 


Ehrlich. 
29th day of 


Howard 
Sworn to and subscribed before me this 
September, 1928. 
(Seal) . Elsie E. Stover 
y cOmmission expires December 10, 1929.) 
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Bell Ringing 
Transformers 
All Approved Types including 


Outlet Box Type 


M-26 or T-26, Outlet Box 
Types, are rapidly becoming 
standard. These transformers 
are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
lation. 

M-26 is equipped with knock-out 
for drop cord. 





M-26—8 Volt 


T-26—6, 8 and 14 Volt 
— for both 3 inch and 4 inch outlet 
Ox, 


Write for prices and information. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich 


[( TRANSFORMERS of MERIT for FIFTEEN YEARS } 




































These guards are profit- 





able items with the jobber 
well protected. Keep an 
eye open for lamp guard 
sales. Flexco and Flexco 
Lok guards are sold every 
day the year round and 






make satisfied customers 


Flexible Steel Lacing Co. 


4698 Lexington St. 
Chicago, 
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Jobbers’ salesmen handling the new KE 
Clear Window Fuse Plug find dealers 
everywhere enthusiastic over the sales of 
the “5 in a box” package. 

The dealers who are making sales are 
those who display the carton in their win- 
dows and on their counters. 

Get your dealers to follow this lead. It 
means increased business both for them 
and for you. 


Makers of fuses since 1912, we offer 
you a complete line of: Fuse Plugs; 
N. E. C. Fuses; Open Link Fuses; Auto 
Fuses and Ground Clamps. 


Write today for full information. 


Sold thru Jobbers. 


KIRKMAN ENGINEERING 
CORPORATION 
\ New York, N.Y. 
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Catalog No. DO-13 
with 32’ Fixture Stud 








Catalog No. DO-13-N 
without Fixture Stud 
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Patent Pending 










Bring in leads from side or bottom — 
Raco’s new 2-way clamp holds them 
securely. Just tighten screw—that’s all. 


The box is 14” deep, 3” in diameter, with ears. Knockouts 
for loom or BX —4 in sides and 4 in bottom, fitted with two 
2-way one-piece bushed clamps. Furnished with %’ fixture stud, 
Catalog No. DO-13 or without stud, Catalog No. DO-13-N. 
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My Name 
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Roach-Appleton Mfg. Company, 3440 N. Kimball Ave., Chicago, Illinois 


Street 





| ORDER BLANK | 










PLEASE SHIP ME: 


Enamelled Enamelled 


DO-13 Galvanized DO-13-N Galvanized 


a 







State 
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Advertising to help YOU sell! 


(Read this powerful message! “What a light for reading com- 
fort! A lamp that twists and turns for him instead of his having 
to twist and squirm for it! What a relief from the ordinary stiff- 

necked, rigid, stand lamp that can’t budge or bend to accom- 
modate itself to one’s position.... @“If you want to giveaman 
a real readin’ treat, get him a Buss Light and set it beside 
his favorite evening chair.” ... @ That powerful gift-appeal 
Buss Light message is going into practically all of the 
electric-lighted homes in America—over eight million, in 
fact—during November and December through the 
pages of the Woman’s Home Companion, Pictorial Re- 
view and The Saturday Evening Post. Five million of 
these advertisements are full pages in full colors. ... 
@ This strong advertising campaign makes it easy 
for your dealers to sell Buss Lights—and easy for 
you to sell your dealers Buss Lights. It means prof- 
its for both of you. Don’t miss this opportunity. 


BLSS Lolus 


Get a profit from even your small dealers! 


The larger dealers, of course, should buy at least 
24 lights, but for smaller dealers we have es- 
pecially prepared this 1929 Buss Light assortment. 

Contains one of each of the 7 new models. 
From it dealer can fill any call for Buss Lights 
as nationally advertised. Also contains striking 
new Lite-M-Up display card that can be illumi- 
nated—a display that seJls. 


These 7 lights at regular dozen price. Dealer 
pays $13.33. Retail value $20.00. Easy sales for you. 
Don’t neglect your old friends 


Keep all your dealers “pepped-up” on the easy 
profits made on Buss Lights. Keep them stocked 
up. They will sell more Buss Lights and you will 
profit more, too. Have them keep Buss Lights 
on display. Don’t let them miss a single sale. 
Bussmann Mfg. Co., 2547 University, St. Louis. 








lames DONT FORGET THAT WHEREVER INDIVIDUAL LIGHT IS NEEDED—THE BUSS WILL FIT ——— 




















xtension Hoor Cord 


~that lies flat under the rug 











ie “the Eatension Cord 
that lies flat 
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Belden O-COLOR page advertisements in Electrical Mer- 


Electrical Wire Accessories chandising and The Electrical Dealer are telling thou- 

sands and thousands of dealers about the remarkable sales 
The Belden Jr. Cordiite | possibilities of the Belden Floor Cord. 
has a Belden Safety a ’ 
Handle Socket, sttractive Tia This remarkable cord not only represents a profitable 
lenlac Cord, and an ea - e ° ge e 
Unbreakable BeldenSoft market in itself, but by providing new convenient outlets 
ng ; oe Ate: eo tate it creates a new market for fans, toasters, floor lamps, and 


by Underwriters.) p 
other electrical appliances. 
The Belden 10-Ft. Appli- 


a neat brown cord Bel “Ask ’em to buy” the Belden Floor Cord 
en oor- i ype utiet, 
and an Unbreakable Bel- 
den Soft Rubber Plug (ap- Capitalize the big sales possibilities of the Belden FloorCord 


aii iiaaataas and other electrical wire accessories, all equipped with 
the Unbreakable Soft Rubber Plug. Ask them to place 


Belden Tuffer a trial order and see how quickly these cords move. 
Replacement Cords 

(tough rubber insulated) ‘ 
for washing machines Mail the coupon for com- 
and other appliances are ‘tay l * ° 
equipped with the Un- p ete information 
breakable Belden Soft 
Rubber Plug (approved 
by Underwriters.) 




















Tell Your rs that— 
GEN NZE 


“RE ERS 


CO RE 
ON ING 


\ LOT of the contractors to whom you sell lighting 


TT 


equipment, get fuddled between price and cost. 
Price is the figure you quote. 
Cost is what the contractor pays to get the hangers 
on the ceiling. 


Cock-eved screw threads, unreamed wireways, miss- 
ing parts, damage in handling, and no room for the 
wireman to work when installing, all add to the cost of 
cheap hangers. 


But with “Red Spots,” time-saving is built right into 
them. Your customer may think he wants a lower 
priced hanger, but you can prove to him that “Red 
Spots” cost no more on the ceiling. 


When he asks you to prove it, show him a sample. 
Bronze “Red Spots” sell themselves. 


USE THE COUPON 


Jobbers’ Salesmen interested in 
more and bigger orders for light- 
ing equipment should read ‘The 
Red Spot Habit”—a monthly bul- 
letin of sales hints spiced with a 
smile. It’s free. Use the coupon. 
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The F. W. WAKEFIELD BRASS CO. 


VERMILION, OHIO 














